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Founded 1855 





Three Dollars a Year 


dware Age 
















Leading Jobbers stock BOSS OVENS. 
Send for Catalog showing today’s most 
complete line. 














QUALITY 


For more than a quar- 
ter century, BOSS 
OVENS have been the 
favorite of Dealers and 
Users everywhere. 


BOSS was the pioneer 
in glass door construc- 
tion. Year after year 
leadership has been 
maintained through un- 
varying, high quality. 

More than _ 2,600,000 
BOSS OVENS have 
been sold. 
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BOSS OLLAIR STOVES 
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PROFIT | 


Thousands of Dealers, 
who sell BOSS 
OVENS, make profits 
that are denied those 
selling unknown prod- 
ucts. 


Year after year Na- 
tional advertising has 
popularized the BOSS 
name and trade mark 
to the extent that 
BOSS is the fastest 
selling line of ovens on 
the market. 
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NBW YORK, CHICAGO, 
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Presenting ~ 


PIECES OF CHARM 
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Another Innovation in 1847 Rocers Bros. Silverplate 


Here is the outstanding merchandise scoop for 
1847 Rocers Bros. Silverplate that we promised 
you earlier in the year... Pieces or CHARM. 


Just what are Pieces or CHARM? Merely elimi- 
nate the humble necessities for the every day 
meal, the conventional knives, forks and spoons 
and you have them catalogued for you. For 
Pieces oF CHARM are any, and all, of those pieces 
of tableware that almost every woman craves, 
and so few of them buy . .. the oyster forks, 
bouillon spoons, individual butter spreaders, 
salad forks, iced tea spoons, after-dinner coffee 
spoons, to mention just a few ... and also that 
galaxy of individual pieces for the correct 
serving of meats, pickles, jellies, condiments and 
desserts. 


The Pieces or CHARM Chest, with a mirror on 
the inside of the cover, not only offers wonder- 
ful display possibilities . .. but it affords you, as 


well, unusual talking points, for the chest can be 
used as a vanity box for the toilet table or as an 
ornamental box for the living room table. 
Pieces oF CHARM are also packed in individual 
boxes on the covers of which is embossed in 
colors the same courtly Watteau scene as dis- 
tinguishes and glorifies the cover of the PrecEs oF 
CuarmM Chest. 


Millions of women who will learn of Pieces oF 
Caro through our national magazine campaign 
will covet such exquisite silverplate and will, 
naturally, want to know where they can see it 
... admire it... buy it. 


You should tell them that through your window 
displays and through your local newspapers. Write 
Sales Promotion Department, International Silver 
Company, Meriden, Conn., for window display 
and counter display material, and advertisements 
for your local magazine. 


‘1847 ROGERS acne 





SILVER PLATE 
PIN TERNATIONAL SILVER CO. 





CANADA: INTERNATIONAL 
SILVER COMPANY OF CANADA, 
LIMITED, HAMILTON, ONTARIO 





class matter May 2 
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There’s Always a Chance to Sell 
Greenlee Expansive Bits 





HE builder, the plumber, the householder, the farmer 
—all are good prospects for expansive bits. 

Or any workman whose work calls for the boring of large 
holes in a variety of sizes. 

For instance, the No. 4 with its range from % to 3 inches 
will amply take care of any holes within that range, and 
thus make it unnecessary for the workman to carry an ex- 
tra number of auger bits in the large sizes. 

Therefore, Greenlee Expansive Bits are economical, and be- 
cause of their Greenlee Quality will prove “good items.” 


















Catalog No. 27 shows our complete 
line of Auger Bits, Chisels, Gouges, 
Draw Knives, etc. May we send it? 





Greenlee Bros. & Co. 
Rockford, IIl. 


The No. 4 
This is the Large Plain Ex- 
pansive Bit with range from 
% to 3-inch holes. No. 3 
Small has range from % to 
1% inches. 


The No. 8 


This Large Screw Adjusting 
Expansive Bit has one piece 
body, and its range is from 
% to 3-inch holes. The No. 
7 Small has range from % 
to 134 inches. 


TOOLS THAT STAY SOLD 
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GRAY-WICK 


“Gray-Wick may cost a little more, but—it is worth it” 


When the sale of a Wire Screen Cloth increases 
rapidly year after year, there must be real quality in 
it. In GRAY-WICK there is; it is built for LONG 
SERVICE and gives it. 


GRAY-WICK is always made from rust-resisting 
Open-Hearth Steel. This steel is produced in our 
own furnaces. The wire is drawn in our own mills. 
Every operation from start to completion—from the 
raw material to the finished product is performed 
under our careful and personal supervision. It must 
be rzght—every roll must measure up to our high 
quality standard. 


To insure maximum wear we apply an extra heavy 
electro zinc coating, thoroughly enameled with good 
transparent varnish. The finish—a soft, pleasing 
Gray color makes it very attractive. 

When unrolled GRAY-WICK lies perfectly flat. 
This makes it easy to apply. The name WICK WIRE 
BROTHERS makes it easy to sell. 
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NOTICE! 
TO THE TRADE 
—o 

We hove been continuously menufec 
turing the orginal pattern Stilison 
wrench since 1904. Our mpht to zon- 
tinue this manufecture m the meoner 
thet we have wm the pest has been settled ff * 
by the United Sretes Circun Court of af 
Appeals. which 1s the final appellate tn- f 
bune] in parent end trade-mark marters. 


I: has been demonstrated end admitted, 
har although the original pattern Sull- m 
son wrench costs more to menufecture, uf. 
isthe strongest and most durable wrench 
of us kind ever made To obtem the 
oraimal pattern Suilson wrench. look 


for oyr trede-mark 































For further information regarding, Morco 
wrenches write the nearest sales office. 


SON WRENCH 
MORCO, quality 


TRADE MARK RECISTERED 


_ STILLSON 
WRENCH 
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Representative Jobber 


Indiana Steel & Wire Co. 


Sold Only through Reg 





Retailer 


ular Wholesale 


al Retail Channels/ 


U. S. Poultry Fence is strictly a hardware 
item. Its market has never been invaded by 
chain store competition. 


As a dependable, profit-producing line, it 
is worthy of‘ aggressive merchandising. It 
carries a margin of profit above the average. 
It sells readily and with minimum effort. One 
sale invariably leads to another. 


U.S. Poultry Fence is sold ONLY through 
the regular wholesale and retail channels--- 
never through chain stores, catalog or mail 
order houses. 


Representative jobbers in 93 cities stock 
it. Their strategic location in the principal 
distributing centers of the country insures 
prompt service to the dealer at all times. 


These jobbers carry adequate stocks to . 
meet all normal demands. This means speedy 
deliveries, less stock for you to carry, quicker 
turnover. Back of these jobbers’ stocks are 
our own enormous factory stocks ready for 
quick shipment. 


U. S. Poultry Fence distributors, through 
their salesmen, are now booking orders for 
spring. Let us urge that you give careful con- 
sideration to your requirements for the coming 
season and place your order with your jobber 
now. Be sure to specify U. S. Poultry Fence--- 
not just “poultry netting.” It costs no more. 


If you do not know the U. S. Poultry 
Fence Jobber in your territory, write us for 
his name. 


Indiana Steel & Wire Company 


Muncie, 





: I ndiana 





in| 
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NO. 224 NO. 124 


MILLERS FALLS 


























This display will send many a customer 
out of your store with a Millers Falls 
level under bis arm. It is made of wood 
and metal attractively colored and 
stands 18 inches bigh. Equally well 
fitted for window or counter use. Fur- 
nished free with an order of six levels. 





TWO NEW LEVELS 
FOR CARPENTERS 


These two new carpenters levels 
are being offered to complete our 
carpenters line of levels. They 
have the same high quality as our 
other numbers and are moderately 


priced. 


No. 124 Plain, 24-26-28-30” 
two plumbs, two levels. 


No. 224 Brass bound, 24-26-28-30” 
two plumbs, two levels. 


Both are white pine, thoroughly 
dried, with a beautiful red finish. 
All plumbs in levels have pro- 
tected glasses. 

Our level line now consists of 
five numbers of carpenters levels 
and seven numbers of masons 
levels in pine, mahogany and alu- 
minum. They are good looking 
levels. They are accurate. They are 
fully guaranteed by Millers Falls 
Co. Hardware customers will find 
pleasure in offering this fine new 
line of ours which will sell as read- 
ily as other Millers Falls products. 


MILLERS FALLS CO. 
MILLERS FALLS, MASS. 


NEW YORK: 28 WARREN STREET 
CHICAGO -: 9 SOUTH CLINTON STREET 
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5,000,000 women — the buyers for 5,000,000 homes —are read- 
ing—each month—the story of Better Casters by Bassick 























: 7) é wm, < WINDOW display—a counter display of 
i ~~ Bassicks will give you an immediate tie- 
up with Bassick advertising — 
cae Remember —Bassick advertising is going into 
m=, 5,000,000 homes—and in the home most every- 
thing rolls on casters—of some kind. 


Your customers have long since learned that 
easy rolling—easy turning —easy starting 
Bassicks save floors and furniture—save time 
—and effort— 


They know Bassicks. They want Bassicks. 
They are buying Bassicks. From you? 


oes Casters 
ned 
The BASSICK COMPANY 
Circulations (A Division of Stewart Warner) 
FACTORY a HOSP. BRIDGEPORT, CONN. 


27,256 Reg. U. 8. Pat. i 


BOEEs. MANAGEMENT For thirty-one years the leading makers of Better Casters 
‘ for home, office, hotel, hospital, warehouse and factory 
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lf you'll fence hog-tight 
we'll let you 
shave the money” 






ANKERS have money for hog-tight fence. 
They know good fence increases land val- 

ues; they know good fence pays for itself in from 
1 to 3 years; they know good fence makes a 


good farmer a better risk; 
they know that stories 
like these are easily dupli- 
cated right in their own 
neighborhoods: 


Charles Ross, Mt. En- 
terprise, Texas. “I paid 
$850 for an 86-acre farm 
with worn out fences. I 
fenced and cross fenced, 
straightened up the house 
and soldit, 14monthslater, 
at a NET profit of $2200, 
not counting my 14 months 
rent.” 


R. A. Ramsey, Barabou, 
Wisc. ‘‘I bought a farm for 
$4,500. Fenced it at a cost 
of $600. Sold it in two 
years for $6,500. $2,000 
profit on a $600 invest- 
ment.” 


per 


made me $4,000.” 












J. A. Raiser, Galian, Ohio. ‘‘In my 20 years 
farming experience the fencing proposition has 


Marshall Logan, Plymouth, Ind. ‘‘A neighbor 


always kept his fences in 
good shape. He sold at 
$114 anacre. The newown- 
er neglected the fences and 
sold the farm this Febru- 
ary at $49 an acre.” 


These are only a few of the 
thousands of examples we 
have on file of the money- 
making possibilities with 
good fencing. 

Do your share in making 
your farmer friends more 
successful. Sell them fence 
—not alone because of your 
profit—but because of the 
extra profit they, too, can 
make. 

And when they ‘haven’t 
the money for fence this 
year”’ your answer is‘‘your 
banker has.”’ 








KEYSTONE STEEL & WIRE COMPANY, PEORIA, ILLINOIS 
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Water Bowl 


“The Bowl with the Silver Lining” 






























Puts more milk into the pail; more money into the 
pockets of the farmers who install them. 


Milk is 87% water. When a cow gets enough water 
she gives more milk. 


Dairymen Report 20 to 30% Increase in Milk 


When cow rests her chin on the slanting valve lever 
the valve opens. Water comes as fast as cow can 
drink no matter what the pressure is. Valve snaps 
shut when she lifts her chin. Simple valve; all brass; 
can’t rust, corrode or clog. Round smooth iron bowl 
held by heavy bolts. Can’t be broken, bent, dented, 
loosened or knocked off by cow rubbing or bumping it. 


Spun Sheet Aluminum Lining 
Makes Sterilizing Practical 


Installed with bowl or added 
any time for a few cents, 
Easily slipped in or out 
of bowl. Noset screws 
clamps, clips or 
catches to 
bother 
with, No (a 
special tank 
or apparatus 
needed. No 
need of lug- 
ay 
eround. 






Linings easily slipped in or out. 
Carry them all on one arm. 


Slanting Valve Lever Is Easiest For the Cow to Work 
Swings back instead of down. Gives cow full depth of bowl to 
drink. No danger of sucking up air. Simplest valve, all brass. 
Can’t rust, corrode or clog. Working parts outside of bowl. 


Star Water Bowls Are Easiest to Sell 


Dairymen who know will not be satisfied with anything but a genuine 
Star Bowl. Dealers who have them profit accordingly. We help you 
sell them. Our salesman gives you his personal assistance in demon- 
strating and making sales. He knows the points that count. He knows 
the quickest and surest way to get an order. You just introduce him 
and he does the rest. 

Write for Special Dealer Proposition. 


sarFavioment’ Hunt-Helm-Ferris & Co., Inc. 


ions, Litter Car- . 
steal al cane tne tn a riers, Hay Car- Complete Barn Outfitters 
ordinary wash boiler on the stove riers, Door HARVARD, ILL. 
Hangers and 





other specialties. Albany, N. Y. San Francisco, Calif. 
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17 De Laval Turnovers 


“We find this year that we had a 17-time turnover on our De Laval 
Line, which is far better than we did with our other merchandise. 
De Laval goods give us prestige in our community and draw customers 
from far as well as near to obtain parts and service. This, of course, 
means more sales in other lines.’’ (Name on request.) 


This is a typical expression from a De Laval Agent. More and more dealers, who 
are making a careful study of their business, are learning that capital invested in 
De Laval Separators and Milkers is turned more rapidly and returns a greater profit than 
it is possible to obtain in any other line. 


The least amount of invested capital invested in De Laval machines yields the most 
profit, just as the De Laval Separator gets the most butter-fat from the milk. 


Any dealer, in any community where cows are milked, who will push the De Laval 
Line and cooperate with us, can do as well—because: 


{1} RAPID TURNOVER. De Laval Separators and Milkers can be 
sold every week in the year. Money invested in De Laval 
products works fast and little is required, as quick shipments 
can be made from conveniently located warehouses. 


{2} EASIER TO SELL. De Laval was the first separator; there are 
more in use; they do better work and give greater satisfac- 
tion; are better known and more widely advertised. 


{3} GREATER SALES POSSIBILITIES. There are greater sales £ 
possibilities at the present time for De Laval Separators and * 
Milkers than ever before. It has been estimated that more wy 
than twe million cream separators which are wasting butter- ~ 
fat and time must be replaced during the next five years. 

Most of this business will go to De Laval Agents. The De Laval 
Milker business is dev rapidly, has enormous possibili- 
ties, and the De Lavalis already recognized as the best milker. 


Aside, however, from direct profit in the sale of separators and milkers, many 
merchants consider the indirect profit from the De Laval Agency of even greater value, 
because: 


{1} De Laval brings prestige to a merchant’s business, makes satis- 
fied users and brings more customers to his store. 


{2} De Laval encourages dairying, the largest and most profitable 


branch of agriculture. Dairy cows bring in a steady cash 
income the year round. 


{3] De Laval creates greater buying power — it makes the mer- 
chant more and better customers. 


We are always looking for live, aggressive agents. If you think there is a possibility 
of increasing the De Laval business in your locality, get in touch with us. 


The De Laval Separator Company 


NEW YORK CHICAGO SAN FRANCISCO 
165 Broadway 600 Jackson Blvd. 61 Beale Street 
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GOOD NEWS 


We Are Now Making a Few 
Standard Numbers 


IN 


Two New Lines 


BOXWOOD RULES 





PLUMBS and LEVELS 


WOOD AND ALUMINUM 





You Always Know What to Expect from 


HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 
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ESTABLISHED 1854 INCORPORATED 1864 
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TRIMO 








Mechanically Correct --- 
The TRIMO Monkey Wrench 
























PUSH DOWN 


When you put a wrench over a nut, 
pull or push down. When you put a 
wrench under a nut, pull up. 























The mechanical principal of lev- 
erage helps this wrench to do its 
work. The larger the nut, the 
greater the leverage, because the 
movable jaw on a TRIMO ex- 
tends outward—away from the 


handle. 


The movable jaw is of 
drop forged steel and can 
be replaced. The threads 
are rounded to in- 
sure long wear. Nut 
guards keep the ad- 
justment set. This 
is a typical TRIMO 
quality tool. 






Sold by Jobbers and Supply Houses 


TRIMONT MFG. COMPANY 


ROXBURY (BOSTON), MASS. 


America’s Leading Wrench Makers 
for Nearly Forty Years 
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This 





This Window Display 
by The Stone Hardware Co. 
of Bristol, Okla. 
featured these tested and ap- 
proved products: 


Sellers Kitchen Cabinet 
One-Minute Washer 

New Process Range 

Witt Garbage Can 
Hoover Suction Sweep 
Pyrex Dishes 

O-Cedar Mop 

O-Cedar Polish 
American Steel Wool 
Enterprise Food Chopp« 
Blue-Whirl Beater 
Perfection Wicks 
Ray-Glo Gas Heater 
Griswold Waffle Tron 
Universal Vacuum Bottle 
Carborundum Stones 

Hot Point Electric Iron 
Rome Nickel-Copper Tea Kettle 


Dazey Churn 


GooD 


119 WEST 40TH 





Seal in your Window 
Brings New Business 


Merchants everywhere find it pays to feature merchandise 
tested and approved by Good Housekeeping Institute in their 
windows. Here’s the reason: 


This Seal sells goods — and “sells” your store, too! 


The Seal in your window tells every passer-by that you believe 
in selling guaranteed satisfaction. It makes your store head- 
quarters for quality merchandise. It brings in new trade. People 
prefer to deal where they are certain of their money’s worth. 


Make this test : 


Check your stock against Good Housekeeping’s advertising pages. 
Know what tested and approved items you already stock. Then 
tell your customers: “This is guaranteed by Good Housekeeping.” 
See for yourself how it makes sales easier to close — what 
good will people have toward this seal. Then you will know 
why over 250 first-class merchants made displays of Good 
Housekeeping guaranteed merchandise during last month. 


Send for free window cards like the ones shown above 
—and advertise your store as quality headquarters. 
Profit by the confidence millions have in this Seal. 


HOUSEKEEPING 


STREET NEW YORK CITY 
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2 pounds lighter 
than old-style planes 
of same size 





THERE'S a selling point for you! 
Important indeed. But it is only one 
of the many points that give the 
merchant who handles the Sargent 
Auto-Set Bench Plane a decided 
sales advantage. With the Auto-Set, 
you can not only make a carpenter 


Sargent Auto-Set No. 718 (18 in.)...... 


Sargent Auto-Set 
Bench Plane No. 714 





wonder why he should cart around 
two pounds of unnecessary weight— 
but youcan show him that this lighter 
plane is easier to use, simpler in ad- 
justment and as keen and capable as 
any plane could possibly be. Here 
is a table of comparative weights: 


 *5Y4 Ibs.......No. 722 (22 in.)......6 Ibs. 


Sargent Older Type No. 418 (18 in.).... 7 Ibs.......No. 422 (22 in.)......7% Ibs. 


Other well-known make (18 in.).......... 


sa Me isscavwennicsansntl (22 in.)......8% Ibs. 


*A difference here of 2% pounds 


The Auto-Set feature permits the re- 
moval of cutter for sharpening and 
its replacement without disturbing 
the original adjustment. The cutter 
is of edge-holding chromium steel 
and is so rigidly held in place that it 
will not chatter even when cutting 
across or against the grain. 

Sargent planes are advertised to 
mechanics through Carpenter, the 
craft publication, and foremost build- 
ing papers—to manual training stu- 


dents and instructors and folks with 
home workshops through several 
magazines devoted to their interests. 
Inquiries on Auto-Set construction 
are coming in increasing numbers. 
Weare mailing these people booklets 
and suggesting that they call on Sar- 
gent dealers for a demonstration of 
the Auto-Set features. Here is an 
opportunity for you to increase your 
sales of planes through window and 
counter displays. Write for details. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 
New York: 92-98 Centre Street Chicago: 150 N. Wacker Drive (at Randolph) 


on 
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SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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Wood strips covered with 
thin metal (to imitate Kawneer 
shapes) are perishable, thus 
endangering the safety of the 
glass. The thin, soft metal is 
easily dented and marred. 

















Photograph and diagram of 
a Kawneer hollow metal sash. 
Age and rough usage will not 
affect its strength and beauty. 
The heavy copper mouldings 
from which Kawneer sash and 
bars are built require no wood 
reinforcement. 
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STORE FRONTS 
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SELL MORE HARDWARE 


That merchants realize the importance of hav- 
ing the most attractive setting possible for their 
merchandise is proven by the rising popularity of 
Kawneer Solid Copper Store Fronts. A store front 
built purposely for your business by Kawneer 
will invariably increase the sale of hardware 
displayed in your show windows, and lead to ad- 
ditional sales of merchandise inside the store. 


The assurance of plate glass 





protection, perfect ventilating a 
and drainage features and the v 
satisfaction of having a perma- v 
nently attractive store front Pi 
are reasons why The Kawneer Ps 
Company is foremost in the wv The 
store front field. St Gam 
gf -—«-2017 N. Front St. 
Pa a a : 
ft HE o Display a Ma to 
% Sell It." 


Kawneer = ¢ 
COMPANY F si aaa 


e’ ADDRESS 
Niles, Mich. o 


¢ 
¢ 
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Deadlocks and Deadlatches 











Yale No. 42 Deadlatch 
New finish (Brass Color) 


ALE is making a nation-wide effort 

to educate the consumer to ap- 
preciate the outstanding merits of Yale 
Deadlocks and Deadlatches. 

Take the Yale No. 42 Auxiliary Rim 
Deadlatch shown here, for example. 
This is featured in advertisements, dis- 
play stands, circulars, wherever people 
need locks—which is everywhere. It is 


described as one of Yale’s most desir- 
able General Service Locks, suitable for 
any kind of door—especially popular 
for entrance doors as it has the security 
of the Yale Pin-Tumbler Cylinder. The 
bolt can be deadlocked by key or knob, 
making it proof against any pressure. 
Its new finish (brass color) case makes 
it an attractive item. 


Have you read it? 


Each lock in the Yale line of deadlocks and deadlatches has its own brief description— 
like the above. Anyone selling locks to the consumer should read thoroughly our booklet 


“‘New Names, New Markets, New Products”’ 


and have a supply of our little folder “ Yale 


Guards Your Treasures’”’ ready to hand the cuapuanges. Has your store seen this folder? 
It’s free—singly or in quantity. 





Yale 44 Deadlatch Eehemeienc) Yale 44% Deadlatch (Automatic) 





Yale 192 Deadlock (Rotary Bolt) 


Yale 10 Deadlock (Steel Bar) 


The Yale & Towne Mfg. Co., Stamford, Conn., U.S. A. 
Canadian Branch at St. Catharines, Ont., Can. 
YALE MARKED IS YALE MADE 








Yale 104 Deadlock (Steel Bar) 


Padlocks, Auxiliary Rim Locks, Builders’ Locks and Trim, Cabinet. 
Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 
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You can dress this window 


in ten minutes— 

















AAAAARAAAAAAAAS | 


* 


I DANA 


















































IMPLE and, therefore, effective — just ten minutes from 
the gathering of the materials to completion — using the 
accessories right in your store. Sells other merchandise as 
well as Semesan— your seeds, garden tools, agricultural im- 
plements, fertilizers, lime, insecticides. 
Semesan Display Elements make window dressing very easy 
and remarkably satisfactory — because they were designed on 
dealer specifications. Instead of one big, clumsy display that 
hogs the window, you have a series of seven posters, all 
equipped with both easel stand and hanger. 
This variety enables you to use all or just one or two cards, according 


to the crops and planting seasons. Can be used not only in the window, 
but also can be stood on the counter. or hung on the walls. 
je We also provide you with a handsomely printed, multi- 
ea ; colored window trim for framing your display, a colorful 
window decalcomania, and the Semesan Exhibit Cut-Out in 
seven colors. 
For the inside of your store we have provided a painted 
Metal Pamphlet Rack for crop booklets and a Counter 
Display Box for a dozen 2-ounce cans. 
All this material is illustrated in colors and photographs of 
suggested windows are reproduced in an eight page Window 
Display Bulletin. This coupon will start it toward your desk. 


rs SEMESAN. ; 
<M, 


H.A. Nov. 


E. I. du Pont de Nemours & Co., Inc. 
Dyestuffs Department, 
Wilmington, Del. 











Gentlemen: Please mail me a copy of your Win- 
dow Display Bulletin. 
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From a drawing by Hanson Booth Copyright 1927, P&L 


tch in charm ~ fow in cost / 


Vitralite 


The Long-Life Enamel 


is within reach of everyone who has a home, 

old or new. There is no need to use inferior 
enamels for the purpose of economy. Vitralite she 
Long-Life Enamel, while it costs more by the can, 
spreads so far and covers so well that it is no more 
expensive by the job than ordinary enamels. 

So thoroughly does Vitralite cover or “hide” that 
one coat very often does the work of two coats of 
common enamel. It brushes on so easily, without 
laps, runs or brush marks and flows out 
to a self-leveling surface smooth as por- 
celain. These working qualities free the 
user from any restrictions in application 
and result in a decided saving in labor. 

All the charm and beauty of the chaste 
white Vitralite or the rare tints, in gloss 
or eggshell finish, are yours at no extra 
cost. And in Vitralite you secure added 
durability — the maximum in resistance 
to wear and weather. That is why we 


NAMELED woodwork of the finest quality 


Autonigwerae 


When your 
needs refinis 


" iM d uy 


can guarantee it for three years, whether used outside 
or inside, although it gives such long service that a 
guarantee seems unnecessary to those familiar with 
Vitralite and its many unusual properties. 

From every point of view, the use of Vitralite is 
an investment in good taste which pays real dividends 
in money saved. In new or old_home wood- 


wo _ y p Dat De olor’ itralite 
Oe Vratk & *< ‘ab hy- 
a ty} 


Vr oposstee ei 
. tuali4 


R oS : WM 4A 
Q ward 


i ALAA 


rfstebs al’  . 


ri vee <ApAs 


eirocrt-inc., 114 Tonawanda Street, 
Buffalo, N.Y. Canadian address, 20 Courtwright 
Street, Bridgeburg, Ontario. 


PRATT & IAMBERT VARNISH PR°DUCIS 
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The Lupton-equipped hardware store of L. Epstein, North Arlington, N. J. 


Here’s a store that’s 


M* EPSTEIN has had experi- 
ence. He’s proved that he 


can sell more merchandise by mak- 
ing a good display of his stock and 
keeping everything systematically 


steel- equipped for profit 


your store now. Put in a few units 
of Lupton Display-door Cabinets 
with some Lupton Steel Shelving and 
Lupton Steel Display Counter; then 
you'll have a practical and efficient 








‘Buy them as 
you need them 








arranged for quick action. He makes _ layout that will enable you to ren- fas 
more profit on his stock because he der real service to your trade. We'll 
shows it better and sells it quicker. be glad to help you plan the equip- a fe ew 
You might just as well steel-equip ment to suit your store. sectio nS 
D MPANY ‘ 
AVID LUPTON’S SONS CO at a time 
2211-n East Allegheny Ave., Philadelphia 
aN 





Lupton 


STEEL SHELVING GROUPS 
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Pa. 
to Florida--- 


deal closed 
in 3 mins. 


A PuiLapeLpuia teal estate man was 
seeking to buy a suburban property, | 
but the woman who owned it was 
visiting in Florida. Letter afterletter | 
failed to secure the necessary terms. 
Then, to make matters worse, he 
learned that a competitor was after 
the property. He called the owner 
by Long Distance, got her promptly, 
and in 3 minutes settled the terms 
and made the purchase. Charges, 


$4.60. Amount involved, $25,000. 



































THOUSANDS OF TIMES DAILY, the long 
distance telephone renders a similar 
service to American business. Isa man 
too busy to leave his office? Does he 
dread a long trip? Is there an emergency? 
Is time important? Is it desirable to save 


for distant calls realizes many opportu- 
nities that otherwise would be lost. We 





expense? Long distance calls are the 
answer. Nearly any negotiation, purchase 
ot sale that can be made face to face 
can be made in person by telephone. 
The every-day use of the telephone 


BELL LONG DISTANCE SERVICE 


suggest now that call across the state 
or continent that will clear up some 
pending transaction. We believe you 
will be surprised how little it will 
cost. . . . . . . Number, please? 
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MYERS CATALOGS 


peer OR oma 


Gi MYERS lf 


FiS-O1LMG BULLOOTER 
POWER PUMPS 6 
WORKING HEADS 







Tate 


HAND AND 


WELL,HOUSE 
POWER SPRAY 
PUMPS 


AND CISTERN 
PUMPS 


PUMP STANDS 
TANK PUMPS 


SELF-OILING 
POWER PUMPS 












WATER 
SYSTEMS 


HAY &GRAIN 
UNLOADING 
TOOLS 


BARN AND 
GARAGE DOOR 
HANGERS 


Take ff Your-Hat—# 
fr nat? The A 
MYERS ‘ 

PUMPS: WATER SYSTEMS - HAY TOOLS DOOR HANGERS 


—eapengenerer 1 





















MMT 






The Myers Catalog Service is but one of the many 
elements on which the successful and widespread distri- 


Mores: after month—year after year—Myers Cata- 
bution of Myers Products has been reared. It forms a 


logs are an unfailing support for Myers Dealers. 





With their exact picturization of Myers Products— 
with their clear and concise descriptions—with their 
harmonized lists for a single liberal discount—with an 
edition devoted to the complete line of Myers Pumps, 
Water Systems, Hay Tools, Door Hangers, Store Ladders 
and Accessories—with separate editions showing indi- 
vidual lines—the dealer who stocks all or only a part 
of the Myers Line always has at his command the right 
kind of trade literature for reference or for advertising 


purposes. 





fitting background for quality built, nationally adver- 
tised products and affords a splendid support for Myers 
Dealers in their daily efforts to introduce and sell Myers 
Pumps, Water Systems, Hay Tools, and Door Hangers. 


Perhaps you are not fully acquainted with this service 
—perhaps you are not familiar with the exceptional 
opportunities the Myers Line offers for profitable busi- 
ness—If so, ask for all of the details. 


Write or wire. 


TH FL.EJMYERS & BRO.co. 


ASHLAND, OFIIO. 


ASHLAND PUMP AND HAY TOOLWORKS 
Cedar Rapids - Milwaukee ¢ St.Louis « Kansas City «Harrisburg eAlbany « New York. 
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Sell Easy! - CARTON 


Hardware Dealers are realizing the necessity of carrying a standardized 
high quality wheelbarrow built for home use. 


This new member of the Sterling family proves to be the greatest seller 
we have ever produced, and the reason it meets with such favor is because 









it fills every home wheelbarrow requirement. It is a scientifically designed 
and constructed wheelbarrow of greater strength and attractiveness. Sells 
ily on its merits. 


Buy Sterling’s for 
their repeat order 
Value. 


Shipped to you in SS 


N 
compact sealed N 


cartons ready for 


delivery to your \ 
aur \ 
You should know \ 
case 
\\ 

\ 






ST  ocegkeall 





Especially = Chicege—New a ofp DEALERS 
Adapted Zz Cleveland—St. Louis—Philadelphia | iff WRITE for our 
for the Home tig ph ) 

“ecm PROPOSITION 










MANUFACTURED FOR THE EUROPEAN MARKETS BY = 


Milwaukee STERLING FOUNDRY SPECIALTIES LIP he Wisconsin 
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Here’s the Waterless Cooker 




























_— customers are reading about water- 

less cookers, talking about waterless 

cookers. No other utensil is receiving such 
continuous favorable publicity in the 
home economics pages of magazines and 
newspapers. 


From now on you are going to sell more 
and more of these popular cookers—espe- 
cially if you pick the one that is scientifically 
designed, sturdily made, and reasonably priced. 
The Mirro Waterless Cooker! 


This cooker has been designed by experts. 
It has every tested feature which domestic 
scientists recommend—separate rust-resist- 
ing base, elimination of asbestos pads, easy- 
working cover clamps, convenient rack and 
inside pans, and heavy-gauge construction 
for best cooking results and long wear. 


Here is the most advanced waterless cooker 
on the market—with Mirro’s nation-wiae 
quality reputation to back it up. 4nd a mosr 
reasonable price. It’s the waterless cooker you 


should sell. 


Don’t miss a single one of the profitable 
sales that are so easy to make with the Mirre 
Waterless Cooker. Stock it NOW and start 
selling. Ask the Mirro salesman or write us 
for full particulars. 





ALUMINUM GOODS MANUFACTURING COMPANY 
MANITOWOC, WISCONSIN 


‘The BEST COOKS use 


Aluminum 
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CMIRRO 


The Finest Aluminum 





you should sell! 
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When the talk 
swings to 
tools 
what do they 
say of your 
store 
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THE ASH CAN SEASON 
-TS.HERE! 


Whether or not you will make money on Ash 
Cans this fall, will be determined largely by 
the kind you buy. 


When you offer your customer a guaranteed 
Witt Can, you are selling known quality. Each 
sale means a satisfied customer, repeat businegs 
and additional good will for your store. 


Then too, your profits on a Witt Can are 
worthwhile. You are not trading dollars. 


If you are interested in selling Ash Cans that 
give service, win the confidence of your trade 
and add to your profits, it will pay you to in- 
vestigate Witt Cans. 

Complete information is yours for the asking 
and without obligation. 


The Witt Cornice Company 
2111 Winchell Ave. 
Cincinnati, Ohio, U. S. A. 


Manufacturers of 


Wil A 


CORRUGATED 
“CANS ad PAILS:*: 


For the special sale, try the Brighton line of cans and 
pails—a medium weight line of good quality that pays 
a good profit. 
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vanch Off Sfices_, 
45 WARREN ST. - NEW YORK 
555 W. RANDOLPH ST.,CHICAGO 
124 PEARL STREET +» BOSTON 

















These 
Lively 
Numbers 
Are 
Anxious 
to Work 


for You 





There’s always a steady call for house numbers 
in every community. Hy-Caste and DeLuxe 
will earn this extra profit without extra effort 


on your part. 


The attractive appearance and reasonable price 
of DeLuxe solid aluminum house numbers 
makes instant appeal to owners and tenants 
alike. Their satin-silver finish and rich black 
enamel background provide a high degree of 
legibility under all conditions of lighting. 


The narrow design and beveled edge of 
Hy-Caste brass numbers catch and hold the 
interest of those who are satisfied with nothing 
but the best. Like all Premax numbers, their 


price permits an ample profit margin. 


To help you display these fast moving num- 
bers, we give a handsome metal display cabinet 
free with every order. Forty separate com- 
partments keep your stock clean and orderly. 
The coupon below will bring full details. Mail 


it today for promptvaction. 


This hand- 
some display 
cabinet free 
to Premax 
dealers. 


Here we sit 
in our places 
with  sun- 
shiny faces. | 





Niagara Metal Stamping Corporation 
(Dept. HA 11-3-27) Niagara Falls, N. Y. 


We would like to get our customer’s number. Please 
tell us more about your proposition. 
SI te hid ets s sid ue BO Me saa ees wre RE UaMelne pelea eal 
I ES od acdae' 4 nie. ck KP SE ETRE ROMS Bir es oie Ode oe ae Ta F 


RESTS OR a By ere : 
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American Steel & Wire 
Company 


— 






‘ American, 
Royal 
Anthony, 
U. S., 
National, 
Monitor 
and 
Prairie 
Fences, 
Steel Gates 
and 
Steel Posts 


These products are nationally adver- 
tised—made in the most up-to-date 
plants—are the result of more than a 
quarter of a century experience and 
are backed with the strongest possible 
guarantee. You insure having satisfied 
customers and steady patronage when 
you sell any of the above brands, 











Dealers Wanted Everywhere 


American Steel & Wire 


Company 
Sales Offices: Chicago, New York, Boston. Cleveland, 
Worcester, Philadelphia, Pittsburgh, Buffalo, 
Detroit,C ti, Baltimore, WilkesBarre,St. Louis, 
Kansas City, Minneapolis, St. Paul, Oklahoma City. 
B m, Atlanta. Memphis, Dallas, Denver, 
Salt Lake City, U. 5. Steel Products Co., San 

* Francisco, Los Angeles, Portland, Seattle. 
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Demand 


What we offer the Dealer in Hol- 
low Screws is the built-up sale of 
the best known article—not just 
something that ought to sell. 


The extra strength of the cold- 
drawn screw is familiar fact to the 
men in shops. The special heat- 
treatment, the unbreakable quality, 
date far back in factory experience. 


But the sale that has grown from 
these things—from the years of 
promotion and service—is an asset 
the Dealer can annex to himself in 
a day. 

Practically speaking you will take 
over sales, rather than stock. You'll 
take over a Reputation—with a 
following. 
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Fast Service from Factory Stocks 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 












Branch Offices: 

W. C. Stauble R. E. Gregory 
3360 Pasadena Ave. 816 Mulford Street 
Detroit, Mich. Evanston, Ill. 

E. P. Crawford Ww. J. McRae 
3348 No. Park Ave. 320 Market Street 
Philadelphia, Pa. San Francisco, Cal. 
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No. 66 


OORS can last no 
D longer than the 

hangers that 
carry them! If more 
folks realized that the 
years of service a slid- 
ing door can give is 
solely dependent upon 
the life of the hardware 
—then they would be 
sure to choose A-P 
hangers. 


N 0 66 for straight sliding doors, has a double truck sad- 

e dle made from a single piece of certified malleable 
—far stronger than a two-piece job—and 1% inch roller 
bearing hanger wheels. Double aprons give a bearing on 
each side of the door, are adjustable to any door thickness 
and adjustable to proper distance from the building. No. 66 
also has vertical adjustment that can be locked in any posi- 
tion. Track is round trough, 16 gauge and practically fric- 
tionless. Heavy steel brackets interchangeable from end to 
center. Capacity of hangers, 400 pounds. 


N 0 68 for single or parallel straight sliding doors, carry 
« a thousand pound load with ease. Hanger has both 
vertical and lateral adjustments, 12 inch double aprons that 
take care of doors from 2% inches to 3% inches thick, 3 inch 
roller bearing wheels and a double truck saddle made from a 
single piece of certified malleable, 13 gauge high carbon steel 
track and malleable iron brackets. 
Architects can play safe in specifying—contractors can save 
time in installing—dealers can make money in selling—and 
buyers can get satisfaction in using A-P hangers, tracks and 
brackets. 


Write for A-P Catalog No. 95. 


ALLITH-PROUTY COMPANY 
Danville, Illinois 


Manufacturers of 
Spring Hinges 
Overhead Carriers 


Rolling Ladders 
Door Hangers 


Garage Door Hardware 
Fire Door Hardware 


Allith 


MANUFACTURERS OF THE FINEST 
LINE OF GARAGE DOOR HARDWARE 

















Stores Become ‘Old Fashioned” 
Quickly These Days 


During the past few months, radical 
changes have taken place in methods of 
displaying and selling merchandise, as 
advocated by the National and State 
Hardware Associations. Yet these 
changes are based on the very principles 
that have been used and embodied in 
Warren Fixtures for many years. 


NEWS ITEM 


G. A. PAULY HDW. CO., Inc. 

4069 Shenandoah Ave., St. Louis, 

Mo., will remove to a new location 
on November 15th. 


This representative retailer has been using 
Warren Standard Fixtures for a number of 
years. ° 

Recognizing the sales value and satisfaction of 
doing business with modern display equipment, 
they have added ten additional sections (about 
85 ft.) of Warren Fixtures to complete the 
equipment of the new store. 

Suggestions from the Warrtén Service Depart- 
ment are being followed, with the result that 
this store will be a model of efficient hardware 
merchandising in St. Louis. 


This same Service, without cost 
or obligation, is at your disposal. 


J. D. Warren Mfg. Company 


208 West Washington St. Chicago, Illinois 


J. D. Warren Mfg. Co., Chicago, Il. 


Please send me: [J] The Warren Fixture Catalog; [J Display 
Table Folder — ‘Increased Sales and Bigger Profits”; as 
featured in Hardware Age. 

Name 


Street Address 


Re seinen a bewes re ic ete <.e SOM caccccdamesudne 
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PORTER'S ny 





















END CUT NUT SPLITTER SIDE CHAIN CUTTER 

















ELEC. WIRE CUTTER 
NUT SPLITTER END wiTH SEARCH HOOK 


$ Nut Splitters 
Rivet Squeezers 
Special Cutters 


Even now—some hardware stores do not carry bolt clippers of any make. 

urge these dealers to ask their jobbers about the sale of Porter Bolt Cligpars ‘i i 
hardware stores—or write to us for literature. If you don’t carry Porter’s line 
you are neglecting a source of satisfactory profit. 





SIDE CUT 













Bolt Clippers 





Wire Cutters 





Bench Cutters 






SOLD THRU JOBBERS EVERYWHERE—MANUFACTURED BY H. K. PORTER, INC., EVERETT, MASS. 


ses Sc ok 


No. 5739 No. 118 





Ne. 56 No. 116 





For Every Purpose 


Included in the Bowen line settine Counter Dee. 
: plays containing asso’ 
of grease cups and oil cups, sizes of the types of grease 


are lubricators of the exact nd oil cups most in de- 
mand provide the dealer 


type and size to meet every with a quick and easy way 


lubricating requirement. to sell and also a con- 
venient method of stock- 
Catalog No. L-104 showing ing these small parts. 


more than fifty other types 
will be sent upon request. 


BOWEN PRODUCTS 





CORPORATION 
" AUBURN NEW YORK 
| 
Branches 
| BOSTON (61 Massachusetts Ave. 
CHICAGO 412 Wrigley Bidg. 
| CLEVELAND 7113 Euelid Ave. 
DETROIT 2760 W. Warren Ave. 
KANSAS CITY 1322 MeGee St. 
MINNEAPOLIS 983 17th Ave., 8. E. 
NEW YORK 220 Broadway 


No. 77 SAN FRANCISCO Monadnock Bidg. Case No. 12 
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New Colored Lacquer finishes 
for Dissell’s “Grand Rapids” Sweeper 


In addition to the present finishes, our Red lacquer enamels. Please note that 
‘“‘Grand Rapids’’ model, either nickel these new finishes apply only to the 
or japan trimmed, may now be had.in ‘Grand Rapids”. Write for a color 
Delft Blue, Briar Green or Japanese circular and other details. 


A New Bissell makes a welcome 
Christmas Gift to present users 


Always outstanding among the useful gifts _ furnish freshness of appeal. New Christ- 
at a popular price, and the nez finishes mas Show Card sent on request. 


The Play-size Bissells are excellent Xmas items, too. 


BISSELL CARPET SWEEPER CoO. 
GRAND RAPIDS, MICH. 


New York Office and Export Department, 46 West Broadway 





Wood Screws 

Drive Screws 

Ceach Screws 

Machine Screws 

Set Screws 

Cap Screws 

Saw Screws 

Thumb Screws 

Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Stove Bolts 

Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Stove and Tire Bolt Nuts 

Semi-Finished Nuts 

Castellated Nuts 









\NMNNWVNIN = 





S.A.E. Nuts 

Jack Chain 

Register Chain UNIFORM QUALITY and ADEQUATE STOCK 
Safety Chain 

ee Sane The CORBIN SCREW CORPORATION 

= Se The American Hardware Corp., Successor 

Soest wks NEW BRITAIN, CONN. 

Speedometers Warehouses—New York, Chicago, Philadelphia 


Western Factory—Dayton, Ohio 
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Silver Lake 


The Line that will not 
harm or discolor clothes 


IGH-GRADE, white, long-staple cotton 

yarns—free from any artificial coloring 
—make SILVER LAKE the safe clothes- 
line for dainty fabrics. 


It’s now put up on a handy, rust-proof metal 
reel which makes it easier to handle and 
keeps it in A-1 condition. 


Don’t overlook these important selling 
points—and display SILVER LAKE. 


Your Wholesaler will supply you. 
SILVER LAKE COMPANY 
Newtonville, Mass. 


> wt.1 Oo = — ee > ee = oe) 


Cordage 





A “Wrench Store” in 


Condensed Form 


You'll be surprised at 
the volume of wrench 
business this attractive 
little —2 cabinet brings 
you. It’s stocked with a 
varied assortment, care- 
fully planned to meet the 
needs of the garage, ga- 
rage mechanic, car owner, 
mill, factory, etc. 
Contains all the most 
popular forms of wrenches 
including Tomahawk and Fits-a-Ford types. Sockets of 
CHROME NICKEL steel, toughest steel for socket use, 
tapered for easy access to the hard-to-get-at places. 
All-steel Cabinet in handsome dark blue and orange, 17 x 
23% x 10 in., with assortment of 62 Wrenches, Sockets and 
Parts, complete. Dealer net price $25.85. 
Write for Walden-Worcester Wrench Catalog 37. 


STEVENS WALDEN-WORCESTER, INC. 
Mire. Walden-Worcester Wrenches and Stevens “Speed-Up’’ Tools. 


Worcester, Mass. 








oe errr 


PREPARE FOR THE 


Winter Demand of 


Gasoline Torches - 


iy and Furnaces 
No. 79 Qt. No. 80 Pt. 
Stock the “ALWAYS RELIABLE” for 
increased sales and profits. It has a good, 
long-standing reputation and is fully guar- 


anteed as to quality and merits. 





Most jobbers stock. Others will gladly 
order for you. 


Stocks in Newark, N. J., New York 
City, Chicago, and San Francisco. 


OTTO BERNZ CO. INC. 


Newark, N. J. 
Established 1876. 


Offices in Newark, N. J., New York City, Chicago, 
Fort Worth, Denver, Helena, Mont., San Francisco, Los 
Angeles, Seattle and St. Thomas, Ont. 





Roofing Nails 
Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Representatives: 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 
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All sizes 2 to 8 mesh 
and meshes in stock 


The Wire Cloth of a Thousand Uses 


Possibly no style of wire cloth is put to so many uses 
as “Buffalo” standard galvanized hardware grade. Its 
adaptability, together with low cost, have placed it in 
great demand. MHardware dealers recognize this grade 
of “Buffalo” Wire as an essential item in their stock. 


It is carefully woven on improved power looms, then 
thoroughly galvanized. The latter operation securel 
solders with spelter each intersection, making the clot 
firm and absolutely impervious to corrosion from moisture. 


Stock sizes range from 2 to 8 mesh. We can make any 
other mesh or gauge of wire cloth on order. 


Send for catalog 8-AB 


BUFFALO WIRE WORKS CO., Inc. 


(Formerly Scheeler’s Sons) Est. 1869 


518 Terrace Buffalo, N. Y. 


BLOOUTRE 


Made up to a standard—not down to a price 88 





JOJO LCS _IL. 
(Ok S000 | 


CASEMENT 
OPERATOR 


This Operator has 
been on the market six 
years; has been used 
from Coast to Coast in 
all sorts of buildings— 
both public and private 
—so we will simply 
state here that it opens 
and closes Outswinging 
Casement Windows 





Lois’ 





Fig. 1 


from within, locks the 
sash in any position and 
is powerful enough to 
overcome binding and 
rattling. Screens and 
curtains may be hung 
inside without interfer- 
ing with operation. 


Simple, strong, prac- 
tical -and_ absolutely 
guaranteed; an asset to 
the popular outswinging 
casement. Placed on 
top or within the frame- 
work as shown in fig- 
ures 1 and 2 





Circular upon request. " 
Fig. 2 


THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVENUE, N. Y. 














STAR HEEL PLATES 
“PIONEER BRAND” 


They have stood the test for over 25 years, and have 
been and always will be superior to other brands. Why? 
Because they are made of the very best annealed malle- 
able iron and are larger and heavier than other brands. 


Send us your order today. 


No. 6 
No. 5 
Sp S a A i?) Pe, 
a ANU eS No. 4 
STAR 
WANING No. 3 
No. 2 
No. 1 
No. 0 





These illustrations are % size. 
STAR HEEL PLATE CO. 
LOUIS SACKS, Inc. 
Newark, N. J. U. S. A. 











Bigger and Better Holiday Sales 
and Profits 








HELLER 


Business Building Store Fixtures 


There is still time to install new display tables or wall cabinets 


before your holiday rush. 
and save time and expense of extra floor salesmen,—in fact, dis- 
play tables often pay for themselves in one holiday season. 


a mtn sath eee Ge ee e948 <4 2 <s<<2e= 


700 Bryant St., Montpelier, Ohio 
W. Cc. Heller & Co. 20 Vesey St., Suite 500, New York City 


They will make many extra sales 


0) Tables for Holiday Goods 00 New Type Saw Rack 
O New Design Cutlery Case 0) Display Door Cabinets 


ie a ery ea at: oF emer er tee Oe eee oe Trg 
MOE ne a Aids a0 abe DURES Eee Rbe he Mead ebeed ckecsinne 
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Tapered 
ROLLER BEARINGS 
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LIBBEY-OWENS 





You Can 


with 


Libbey Qwens 


FLAT-DRAWN CLEAR 


SHEET GLASS FOR WINDOWS 


Hardware dealers who handle 
LIBBEY-OWENS flat-drawn clear 
sheet glass are finding it a very 


profitable item. 
It can be handled, 


cut, and glazed with 


a minimum of break- 
age, and consequently 
with a maximum of 
profit. 

LIBBEY-OWENS flat- 
drawn sheet glass is 
drawn ina flat contin- 
uous sheet from the 
molten state, byanex- 
clusive LIBBEY-OWENS 
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HE numerous ad- 

vantages of LIBBEY- 
OWENS flat-drawn clear 
sheet glass for windows 
are being broadcast 
through a national ad- 
vertising campaign inthe 
Saturday Evening Post 
—a campaign which is 
rapidly teaching the 
public to identify this 
superior glass byits name 
—LIBBEY-OWENS. 
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Identify Libbey-Owens "‘A”’ quality 
glass by the manufacturer's label 
appearing on each individual sheet. 


process. Itis uniform in thickness, 
absolutely free from bow, and 
has a brilliant, sparkling lustre. 


LIBBEY-OWENS “A” 
quality glass is paper 
packed, with water- 
marked paper be- 
tween the lights— 
and each individual 
light bears the manu- 
facturer’s label. It is 
available in whatever 
quantities you desire. 


Look for the LIBBEY- 
OWENS label—it is the 
sign of superior glass. 


THE LIBBEY-OWENS SHEET GLASS COMPANY 


FLAT-DRAWN CLEAR 


TOLEDO, OHIO 


SHEET GLASS 


FOR WINDOWS 





Distributed through representative glass jobbers and used by sash and door manufacturers everywhere 
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ATKINS > 


SILVER 



























STEEL 


Che Four Hundred Saw 
for Christmas 


This saw is the standard for excellence. 
Made from “‘Silver Steel’’-—Atkins exclu- 
sive formula; 5 gauges taper ground; 
mirror polish; equipped with handles of 
solid rosewood and nickeled screws— 
Perfection pattern—prevents wrist 
strain. 


The cutting efficiency of THE FOUR 
HUNDRED is unquestioned; its use 
among better carpenters is be- 
coming: universal; its design is 
absolutely exclusive and dis- 
tinctive. 
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Every first class hardware store should 
* have a supply of THE FOUR HUNDRED 
or FOUR HUNDRED ONE;; also other high 
grade Silver Steel Saws—the saws that cut fast, 
free and easy, the saws that are a pleasure to own 
and a joy to use. If you have any difficulty in obtain- 
ing the Atkins saw you desire, write us at Indianapolis; 
we will see that you are supplied. 


Made in Regular Width and Narrow Ship Patterns, Skew or 
Straight Back. 






Modern Manufacturing Methods Make 
ATKINS SAWS THE LEADERS 


E. C. ATKINS & COMPANY 









ESTABLISHED 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Atlanta Minneapolis Portland 
Chicago New Orleans San Francisco 
Memphis New York Seattle 


Paris, France Vancouver, B. C. 
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CINCINNATI: BURNHAM FINNEY 
904 1st National Bank Bldg. 
Boston: GmeRARD F'RAZAR 
425 Park Sq. Bldg. 
MINNEAPOLIS: F. 8. SMITH 
4216 Bryant Ave. 8S. 
WaSsHINGTON: L. W. Morrert 
536 Investment Bldg. 


Cuicaco: D. M. ANDREWS 
1507 Otis Bldg. 

PHILADELPHIA: JaMEs M. Rosp 
1402 Widener Bldg. 

PittsspurGH: G. F. TEGAN 


ADVERTISING 


PHILADELPHIA: Harotp G. BLoperrr 
1402 Widener Bldg. 

New York: P. J. Coscravge 
239 W. 39th St. 

Boston: CHauNcEY F. ENGLISH 

425 Park Sq. Bldg. 


SUBSCRIPTION Price—United States, its possessions, Canada, Mexico, Central America, 
South America. Spain, and its colonies. 1 year, $3.00; 2 years $4.00. Foreign coun- 
tries. not taking domestic rates, 1 year, $6.00. Single copies, 25c. each. Subscription 
remittance should be made by Check, Post Office Money Order, Bapress Money Order 
or Bank Draft, payable to HarpwaRE AGzE, New York. 


Cuicaeo: R. R. CRONKHITE 
1507 Otis Bidg. 

Cigeverann: Witt J. FEppERY 
1362 Hanna Bldg. 





Member of the Audit Bureau of Circulations 


$1,000 for Advice 


ECENTLY a man who 

thought he was too busy 
to read, paid out $1,000 cheer- 
fully to a well known business 
counsel for advising him on a 
certain business problem. The 
“expert” told hima story of an- 
other business that had faced the 
same problem and had found 
the answer. The “expert's” ad- 
vice was undoubtedly the proper 
course for the business man to 
pursue, and he collected his bill 
of $1,000. The executive, being 
too busy to read, did not know 
that his unopened trade paper 
contained the story he had paid 
his money to the “expert” for. 
The above incident should 
emphasize the value of your 
trade paper. 


Read, What They Say 
About Us: 


Am very much satisfied with your 
paper. 
(Signed) Water FENWICK, 
Niagara Falls, Canada. 


Most of our hardware salesmen 
receive the HARDWARE AGE and get 
a great deal of good from your pub- 
lication. 

Yours very truly, 
THE CANTON HARDWARE COMPANY, 
(Signed) B. F. Boorn, 
Canton, Ohio. 
Sales Director, 
(Signed) E. Kuster. 


I attach check for one year sub- 
scription for HarpwarE AcE. May 
you continue to function and grow. 

Norvell piece every week is worth 
$1.50 or more. 

(Signed) DoucLtas METCALFE, 

Mount Dora, Fla. 











Member of the Associated Business Papers 
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6. Warwick 





1. Curley Lock Pattern 
2. Heart Design 

3. Tulip Pattern 

4. Etruscan Pattern 


5- Alhambra Pattern 
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P EOPLE who travel to England and the Continent 

stand spellbound before the romance and beauty of 
the forged iron hardware which forms such an impor- 
tant element in the equipment of mediaeval buildings. 


Some of this hardware can never be duplicated. But 
the forged iron hardware now made by McKinney 
is far finer than any average that could be drawn. 
It deserves to range very close to the top from the 
standpoint of sheer loveliness and artistry of design, 
texture and finish. 


There are mighty few people who can afford the 





cost of elaborately designed and specially executed 
forged iron hardware. The field is too limited to be 
of interest to hardware men. But most people can 
afford McKinney Forged Iron Hardware. Builders 
and architects and prospective home owners have forced 
an astonishing increase in demand for it during the 
past twelve months. 


There is no substitute for the completeness, the 
accuracy, the authoritative design of McKinney 
Forged Iron Hardware. It should be carried as an 
important stock item by every progressive builders’ 
hardware dealer. For catalogs and all information write 
to Forge Division, McKinney MANuFACTURING 
Company, Pittsburgh, Penna. 


MCKINNEY 


FORGED IRON HARDWARE 
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By Llew S. Soule 











Too Many Aunt Sarahs 


ID you ever hear the story of Aunt 
Sarah? If not, you have missed some- 
thing worth while. . 

According to Dr. Julius‘Klein, director of the 
Bureau of Foreign and Domestic Science, Aunt 
Sarah was a decidedly conservative old lady, 
who fell heir to a shoe factory. She insisted 
that the plant continue to manufacture the 
old style, high top button shoes, because her 
“Uncle Ezra” had made it pay, back in the 
“seventies.” 

Dr. Klein is of the opinion that there are too 
many “Aunt Sarah’s” in business today, and 
we are inclined to agree with him. An old 
fashioned store with old fashioned methods has 
about as much chance to succeed these days, 
as a shoe factory turning out high top button 
shoes. It simply can’t be done. 

The hardware man of our father’s time had 
a rather tranquil business life. Competition 
was comparatively mild, his customers had few 
outside interests or contacts; there were no 
motor cars to carry them over hard surfaced 
roads to other towns and cities. People gen- 
erally were satisfied with the common ordinary 
run of things. 

There were no chain stores and few mail 
order houses. The hardware merchant’s only 
real competitor was the other hardware store 
across the street, and there was business enough 
for both. 

Today all that is changed. There is an in- 
tense competition. People are no longer 
isolated. They revel in style and variety. The 
stores twenty miles away are as near as those 
two miles away in the old horse and buggy 
days, and—there are chain stores offering 
volumes of well displayed, low priced merchan- 
dise. Aunt Sarah methods are as obsolete as 
hoop skirts. It is a day when the merchant 
must get up to date, or get out of the picture. 

Can the individual hardware store meet mod- 
ern competition successfully? Yes, if he him- 


self becomes modern. It depends on the in- 
dividual. 

He will lose some trade, which is bound to 
go to “low-price, no-service” competitors. That 
is the natural course of events. On the other 
hand he will gain and hold the business of those 
who appreciate quality and service, provided 
he makes his store and stock attractive, and 
becomes efficient along quality and service lines. 

He will always lose business wherever and 
whenever he is inefficient. The worst enemy of 
the independent merchant today is his ineffi- 
ciency—a far more formidable enemy than the 
chain store or the mail order house. 

His advantages over the chain competition 
are many. He has the advantage of service 
and of known quality; he has personal owner- 
ship as against the impersonal and mechanical, 
because the chain stores are run by employees. 
He has the advantage of being a resident and 
an important member of his community; of 
dealing with neighbors and friends;. of being 
identified with local community life and insti- 
tutions. The head of the chain store is a 
stranger, whose sole interest is the profit he 
can take out of the community, to spend else- 
where. 

For a hardware merchant to turn from qual- 
ity and service to a purely price competition is 
foolish. It means turning from well known, 
established brands to unknown ones. It means 
bucking the chain store game without the chain 
store’s buying power. In short it means chang- 
ing from a hardware store to a handicapped 
imitation of the chain store, 

Have some cheap merchandise, certainly— 
but use it for comparison while you sell quality 
and service for what quality and service are 
worth, and in the modern, efficient way. 

Aunt Sarah is only a memory. Her nephew 
is running a modern plant and turning out 
alligator or snake skin oxfords at twenty dol- 
lars a pair. 
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The room shown 
above is the build- 
ers’ hardware sales- 
room of the Henry 
Heick Hardware 
Co., Louisville, Ky. 


The center win- 

dow display is by 

the Palace Hard- 

ware Co. of Erie, 
Pa. 


The lower photo 
shows a _ compre- 
hensive line of 
builders’ hardware 
as displayed in the 
window of the pro- 
gressive store of 
Tremont Hardware 
Co., of New York 
City. Edward Fer- 


guson is proprietor. 


RE PTR 

















HARDWARE AGE for NOVEMBER 3, 1927 ball 








Newspapers never carried so many advertisements explaining the advan- 
tages of home owning. Small cash payments and reasonable monthly 





payments are accepted as common practice. 


More People Are Building Homes 


The present movement of “Own Your Home” has a 
far reaching beneficial effect on the hardware mer- 
chant who senses this merchandising opportunity. 


URING the past two years unprecedented building 
D programs have been reported from all parts of the 
country. Thousands of “cliff dwellers” from city 
apartments suddenly realized that their high rents would 
carry a home in the suburbs or near to the cities where 
they were employed. New developments were opened, 
lots were sold. Bungalows and other modest dwellings 
were built and are being built for those of moderate 
circumstances. Larger houses were erected for those of 
more means. Newspapers never carried so many adver- 
tisements explaining the advantages of home owning. 
They never before carried so many stories stimulating 
the normally indifferent, to a realization that home own- 
ing had become on important phase in American life, 
extending even to the cities. In the smaller cities and 
towns home owning has always been popular and renting 
relatively unimportant. 
The “boom element” is not as prevalent as it was. The 
building and selling of homes is today a more steady 
and sane proportion. Families buying houses now are 


responsible, earnest and interestec in homes, whereas in 
the boom period there was a speculative atmosphere. 
Terms for building or buying were never more attrac- 
tive. Small cash payments and reasonable monthly pay- 
ments are accepted as common practice. Homes are 
today within the financial reach of nearly every family. 

There is a vital relation between the present home- 
owning status and the merchandising not only of build- 
ers’ hardware and paints but actually for every depart- 
ment in your store. 

The hardware merchant first enters the picture as a 
source of supply for builders’ hardware, building sup- 
plies and paints. Personal solicitation of builders, ar- 
chitects and prospective home owners has been found the 
most effective sales method of many dealers. Building 
permits filed each day are available for your use in pre- 
paring a prospect list. Builders are advertising exten- 
sively. Their acquaintance should be made. The man 
in charge of the builders’ hardware department should 
be in close touch with local building plans and operations. 

(Continued on page 86) 
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Expose Yourself to Friendship! 


By Saunders Norvell 


way back from the hardware convention in Atlantic 

City, I happened to read an article on the subject of 

friendship written by my friend, B. C. Forbes. It is 
worth while to quote this article: 
* * * 


“One of J. P. Morgan’s intimates tells me: 

“Mr. Morgan has changed. As you know, he used to be 
quite brusque. He didn’t sometimes take any great pains 
to save the sensibilities of others. In some respects he was 
very much like his father, excellent at heart, but aggressive 
in manner. 

“Mr. Morgan is not like that now. He has got over his 
brusqueness. His manners, instead of being autocratic, are 
now much more democratic.’ 

“Then he added this significant sentence: 

“*All that Mr. Morgan wants now is to make and to keep 
a number of good, real friends.’ 


“MELLOWED BY TIME 


“There you have a significant, human picture. J. P. Mor- 
gan is only one of many men I know of who, during strenuous 
years in the heat of the fray, paid mighty scant attention to 
inspiring genuine friendships, but who, toward the end of their 
days, mellowed greatly. 

“Henry Clay Frick was of that type. He was a fighter, 
intent only on winning, during all the active years of his life. 
But after he threw off most of his money-making burdens, 
he underwent a veritable transformation. He gave sentiment 
generous rein. He devoted thought and time to cultivating 
friends. He did many little and big acts of kindness. 

“I happen to know that it was a matter of painful regret 
to him in his declining years that he had not modified his way 
of living much earlier, so as to have won a better place in 
the esteem of his fellow mortals. 


“THE ROCKEFELLER BROTHERS 


“The Rockefeller family produced two sharp contrasts in 
this matter of winning friends. William Rockefeller, John 
D.’s brother, was always out for Number One. He lived 
so largely for himself that he had mighty few friends even 
among his own neighbors. 

“John D. Rockefeller, on the other hand, made a point of 
making friends, admittedly because of business motives, from 
the time he first started in business as a commission mer- 
chant. He once told me that he spent most of his time going 
around seeing people and trying to win their friendship and 
their confidence so that they would intrust him with their 
business. 

“Admittedly, Mr. Rockefeller later made many extremely 
bitter enemies by the way he went about building up Standard 
Oil. Yet Mr. Rockefeller earned many friends; not one of 
the whole Standard Oil group was more popular in the inner 
circles than John D. himself. The enmity he incurred years 
ago hurt him keenly, and nothing has given him more satis- 
faction during the last fifteen years or more than the changed 
attitude of public sentiment toward him. 


“A RECORD ‘NO’ MAN 


“The late James Stillman had the reputation of being the 
coldest banker in New York. He was credited with holding 
America’s banking record for the number of times he said 
‘No!’ Mr. Stillman, too, underwent a change of heart in 
his closing years. But, unfortunately for him, he didn’t live 
long enough to outlive his previous reputation. Mr. Stillman 
died an unhappy, disappointed man. I know so from what 
he told me himself. 


[: The Philadelphia Inquirer of Oct. 20, 1927, on my 


“George F. Baker, the dean of American bankers, on the 
other hand, is extremely rich in friendships. So was Carnegie. 

“Thinking it over, I am inclined to believe that the posses- 
sion of many friends, and the leading of a life calculated 
to inspire true friendships, is conducive to longevity. 

“For a certainty I know that dynamic giants who were 
so engrossed all through their lives in the pursuit of self- 
aggrandizement that they had no time or inclination to win 
the love of others, have almost without exception regretted 
bitterly when they neared the grave that they had thus spent 
their lives. The richest of men ultimately discover that they 
are poor indeed when they are poor in friends. 

“Why wait until the eleventh hour before adopting a more 
humane, a more sympathetic, a more helpful, a more friendly 
way of living?” 

i. 


The recent hardware convention at Atlantic City was 
the wettest on record—it rained every day! This was 
the first hardware convention I have attended for many 
years where I remained from the start to the finish. 


* * * 


Somehow, this convention seemed to me to be differ- 
ent from the conventions I have attended in the past. 
I have attempted to analyze this difference. Many of 
my old friends among the manufacturers and the job- 
bers were present. Alas, there were also others who 
will never attend another convention. I was often 
saddened by thinking of these absent friends. Time 
in some cases had dealt very gently with some of the 
veterans. In other cases time had taken its toll—the 
vigor and energy of youth, the flashing eye, the strong, 
full voice, were no longer in evidence. Still, all these 
things—the empty seats and the toll of time—did not 
account for the subtle difference between this convention 


and others in the past. 
ok * * 


At last, one evening, just about midnight, I took a seat 
ir the almost deserted corridor beside a veteran of many 
years. We chatted about the changes in the times. Then 
I asked him why conventions of today were so different 
from conventions of the past. He smiled and replied— 
“The difference today is in the custom of having room 
parties. Look at this corridor. See how few of either 
the manufacturers or the jobbers are in sight, but up- 
stairs in the private rooms there are no doubt dozens 
of parties. That is where the hardware men attending 
the convention are now foregathering and enjoying 
themselves.” So this, then, was the difference in con- 
ventions—room parties! 

. =. * 


In the manufacturers’ meeting, I heard two excellent, 
well delivered speeches, one of them on foreign trade 
and the other on our present and future tariff. Both of 
the speakers had splendid voices and a good delivery. 
You could listen to them not only with interest but also 
without effort and without feelings of sympathy. They 
spoke well and their addresses were chuckfull of valu- 
able information. I was sorry that, at the same time 
these speeches were being delivered, the jobbers were 
also holding a session and that, necessarily, they missed 
the speeches. 
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One morning I wandered into a jobbers’ meeting and 
took a back seat. I do not know whether a manufacturer 
was expected in that meeting or not. However, the 
Sergeant-at-Arms did not show me the door, so I sat 
and listened to the speaker. A jobber from the Missouri 
River was telling what they do in his section, not only 
to help their retail customers but to show the retailer 
that they have the desire and the ability to help, and that 
they are helping. I never heard a speech just like this 
before. It struck me that the work being done in this 
section must be valuable, but I had the same feeling 
that I had in the manufacturers’ meeting, i. e., I was 
sorry that all of the manufacturers were not there to 
hear the speaker’s remarks because I think they would 
have learned something. 

ss 

Then I gathered the impression—and maybe it was 
only an impression—that the jobbers rather herded to- 
gether. It also seemed to me that the manufacturers 
herded together. One manufacturer remarked to me 
that he came down to Atlantic City to meet his jobbing 
customers but that at the end of the convention he found 
most of his time had been devoted to entertaining other 
manufacturers and especially his competitors. He said 
he was returning home feeling that possibly his expense 
account to the convention would be a liability instead 
of an asset. He expressed a regret that there was not 
some more effective system by which manufacturers and 
jobbers would be thrown together. 

7-3 << 

I went down to the convention with five or six of 
the head men of our organization. After the conven- 
tion was over, I also realized that most of our time had 
been devoted to entertaining each other. We not only 
entertained each other but we also entertained other 
manufacturers. The plain fact must be admitted that we 
did not entertain or meet all the jobbers we would have 
liked to meet. Then, in the case of some of the jobbers 
we met, the opportunity for discussion of our respective 
trade problems was not entirely satisfactory. There 
were too many interruptions. On the other hand, in 
those cases where we made special engagements and 
locked ourselves up in a bedroom with a customer, we 
did have a satisfactory talk, but this plan of locking 
oneself up seemed to be the only plan that was satisfac- 
tory. Unfortunately, however, it seemed to be impossible 
to arrange meetings of this kind with as many of our 
jobbing customers as we would have liked. 

e's 

All this leads to certain general reflections on the 
value of conventions. Conventions are of course valu- 
able. If we did not have them, they would be missed. 
When I review the years, it seems to me that the great- 
est value of a convention is in the opportunity to expose 
oneself to friendships. I have made many friendships at 
conventions. These friendships have lasted for many 
years and they still last. After all, isn’t this the greatest 
value of a convention? If the best thing that happens 
at a convention is the making of new friends and the 
relighting the torch of old friendships, shouldn’t con- 
ventions in some manner be arranged so it would be 
easier to expose oneself to friendships? 

When men are strangers, even among the most hard- 
boiled of us, there is a certain timidity about making 
advances. We are just a little afraid that the other 
fellow may not be as willing to get acquainted as we 
are. It is of course delightful and easy to meet old 
friends but the difficulty is getting together with strang- 
ers. I wonder if, some day, a new and original idea 
may not develop at this great annual convention. Sup- 
pose even the making of speeches, the studying of prob- 


lems, were relegated to the background. Suppose a con- 
vention should be pulled off where the big central idea 
would be for everybody to expose himself to just as 
many friendships as possible. The big idea would be 
not so much to meet your old friends as to make new 
friends. 
ete 

This convention might,be arranged so practically every 
session would be a joint session of manufacturers and 
wholesalers. I am convinced in my own mind that it 
would do more good for the manufacturers to hear the 
jobbers talk than for the jobbers to hear these talks. 
I am further convinced that it would do more good. for 
the jobbers to hear the manufacturers talk than for the 
jobbers to listen to their fellow jobbers talk. There is 
very little to be so secretive about, after all. There is 
no reason why the jobber should not know exactly what 
the manufacturer thinks of him and how he does busi- 
ness. It might do the jobber a whole lot of good to 
hear the manufacturer talk frankly and plainly about the 
jobber’s shortcomings. On the other hand, I am quite 
sure that it would do the manufacturer a whole lot of 
good to hear the jobbers talk about the manufacturers 
and see just what they think of them and their practices. 
When every grievance had been scraped up, possibly 
there would not be so many sore spots after all and maybe 
these sore spots would not be very galling. 

*k * x 


Really, when one comes to think of it, there are not 
very many great differences between the jobbers and 
the manufacturers in the hardware business in this 
country. In a general way, making allowances for the 
peculiarities of each line of business, we are all pretty 
fully agreed as to the best things that should be done, 
but am I just a little weak-minded when I express the 
thought that very little good is done when jobbers talk 
to each other about manufacturers or, on the other hand, 
when manufacturers talk to each other about jobbers? 
Wouldn’t these conventions accomplish a great deal more 
good if manufacturers talked straight out to jobbers and 
if jobbers did the same to manufacturers? 

*. 2 

Some of these days, therefore, let us hope that there 
will be a convention upon new and entirely different 
lines. Just as a trial, wouldn’t it be fun if, instead of a 
fancy dress ball, a plan could be worked out by which 
all of the jobbers from a certain state should be grouped 
together? Then all of the manufacturers in a certain line 
would be grouped together. A parade could be formed 
by which every single manufacturer would have to shake 
hands with, and make the acquaintance of every single 
jobber. This is not such a complicated idea that it could 
not be worked out. If it were carried out in a spirit of 
goodfellowship, a lot of funny things might happen. 
Can’t you imagine some manufacturer and jobber who 
have not spoken for twenty years being forced to meet 
and shake hands? Perhaps all these years these two have 
wanted to make it up but there has never been an oppor- 
tunity. Jobbers would meet manufacturers who sold 
their competitors and manufacturers would meet job- 
bers who sold the other fellow’s lines. It would be a great 
jamboree and mix-up and I believe it would be good for 


everybody. err 


A doctor once told me that the basis of all good 
health and longevity was circulation. “As long as your 
blood circulates freely everywhere in your body”—said 
this physician—‘“you are all right, but when the blood 
ceases to circulate; when there are odd corners of your 
anatomy to which the blood ceases to flow, trouble starts.” 

(Continued on page 86) 
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A Simple Process for 


Making Paper Stencils 


for Signs and Show Cards 


By Joseph Bertram Jowitt 


ILMOST every retail establishment now and then 

is in need of a stencil when a dozen or more signs 

are wanted of the same kind. Understanding the 
principal of stencil cutting aside from being useful and 
interesting it also affords excellent practice for the 
beginner giving him a more accurate idea of the correct 
formation of the Gothic alphabet. The following nine 
words, “THE QUICK BROWN FOX JUMPED 
OVER THE LAZY DOGS,” gives a much clearer idea 
of the correct spacing between letters and words than 
would just the twenty-six letters of the alphabet in rota- 
tion from A to Z. In these nine words will be found 
all of the letters of the alphabet. 

The process of cutting out letters and ornaments for 
stencil patterns is somewhat simple and interesting when 
once the beginner knows how and where to cut each 
letter, but unless the rules are closely followed it will be 
a very easy matter to cut beyond the supporting “ties” 
{Arrows indicate on plate -where and how many ties 
cach letter should have) and either spoil the stencil pat- 
tern or compel the beginner to do an extra amount of 
patching up. 

The choice of materials from which stencils are cut 
depends somewhat on the quantity of prints required 
from each stencil. If fifty signs or show cards are 
wanted the stencil may be made out of common manila 
wrapping paper. The letters or pattern should be first 
roughly drawn or sketched out in pencil copying the 
Gothic style of letters illustrated herewith. When the 
sketch is completed give the whole pattern two coats of 
shellac (Regular oil soaked prepared stencil paper may 
be purchased if the beginner does not care to bother pre- 
paring same). After the shellac has set sufficiently so 
it is not “tackey” to the touch the next move is to cut 
out the letters. 

Some may think that cutting out stencils is a com- 
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plicated and tedious operation requiring a lot of skill and 
many different tools. On the other hand it requires 
nothing more than a sharp pointed penknife, a small 
sharpening stone to keep the point of knife always sharp, 
and a smooth piece of wood, or better still, a piece of 
glass to cut on, and a plain alphabet to copy with simple 
instructions to follow. It stands to reason that the 
plainer the alphabet the easier the job of cutting. 

The pattern to be cut should be placed in a diagonal 
position in front of you and the knife held on a slant 
while cutting using special care not to cut through the 
ties which hold the center of each letter in place. The 
following letters require no “ties” to hold them in shape ; 
I, F, H, J, L, T and V, but if the stencil is to be used 
to any great extent it is advisable to use ties with the 
exception of the letter “I.” 

In the accompanying illustrations the reader will notice 
the “Eagle White Lead” card and the “Johnson” card 
hoth done with a stencil. The card featuring “Dutch 
Boy White Lead” shows the finished product with the 
“ties” painted out and the lettering shaded. 

When applying the color to stencil be careful to hold 
the pattern down firmly and do not shift the position 
otherwise the color or ink may work up under stencil 
and leave the edges of letters ragged and spoil the work. 
Oil paint mixed rather thick is generally used for stencil- 
ling, but water colors in paste form may be used with 
equal results. 

Only regular stencil brushes should be used. These 
are made of bristles with short and stubby hairs, one 
inch wide being the most popular size. 

The method of applying the color has a good deal to 
do with the results obtained. Place a small amount of 
paint on a card or piece of glass, dip the stencil brush 
in this and before applying it to pattern work it well into 
the brush by pouncing it up and down two or three times. 
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Use this same pouncing motion when applying the paint 
to the stencil, and be careful not to use a side-to-side 
motion as this will tear the stencil or break the “ties.” 

Remember to obtain the best results the ink or paint 
should be worked as thickly as possible. It is always a 
good idea to stencil one or two patterns on paper in case 
anything should happen to the original stencil. 

The breaks or white strips through each letter shows 
where the tie or support holds the center of letter in 
place, of course the wider the tie is made the stronger the 
letter will be. 

After the show cards are finished the ties may be 
painted out with a small brush and all the ear-marks of 
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stencil work eradicated as illustrated on the “Dutch 
Boy” card. 

The letters which require the most care in cutting are, 
B, C, D, G, O, P, Q, R and §, this is on account of their 
rounded terminals the remaining letters of the alphabet 
will be found more simple on account of their straight 
line construction. 
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Two or three sets of numerals from 1 to zero will be 
found very handy for making small price tickets in a 
hurry, these stencils should be kept under some heavy 
weight or between the leaves of a book when not in use 
to prevent the stencil from curling up. 

Floral designs cut from wall paper or seed catalogues 
and pasted on paper which has first been shellaced will 
make ideal decorative stencils for show cards, etc. 
Especially if the stenciling is done in two-tone color 
effects. 

The writer knows of one progressive paint man at 
home who stencils his name on the back of every can 
of paint in his shop. He also distributes to the trade 
cards 7 x 11 in. stencilled with the following, “WET 
PAINT” from Dodges’ Hardware Store. 

The writer would like to hear from any reader who 
would like more light on stencil cutting. 

















Tips from Customers 


VERY housewife and home maker has some little 

pet way of doing something, contrived through 
necessity or ingenuity, which many other women would 
like to know about. Probably a special way of taking 
care of her aluminum cooking utensils or the like. 

The woman in charge of the household goods in the 
hardware store, if she has her eyes and ears open at 
all times, could collect a great deal of useful informa- 
tion she could pass on to a customer, making a friend 
of the latter or employ in her advertising or store display 
cards. 

For instance, there is a certain kind of household 
cement that is advertised for many uses in the home, 
but one woman found still another use for it. She used 
it to paste a colored glazed chintz binding on cretonne 


or chintz curtains, thus saving herself time and a num- 
ber of stitches and assuring a smooth, neat job, with no 
puckering. 

The woman clerk could use this tip and many other 
similar ones, in her advertising, for while one woman in 
a hundred would think of doing such a thing, the other 
ninety-nine would welcome the idea. 

The woman’s purchase in the hardware store, no mat- 
ter how small, is as important to her as a piece of fur- 
niture is to someone else and the sales woman who re- 
marks, “A woman purchased one of these roasters the 
other day and she told me she was going to.. .” 
might induce the woman to unfold some of her pet 
schemes, one of which might be set aside in the clerk’s 
mind for future reference. 
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An Interview with HERBERT HOOVER by Robert R. Updegraff 


As printed in “The Magazine of Business” 


In which the Secretary of Commerce reports on the Missis- 

sippi flood and visions a great coordinated inland waterways 

system that would serve both agriculture and industry and 
would improve America’s economic balance. 


HAD the rare good fortune to catch Mr. Hoover on 

a Saturday morning when he had only a few appoint- 

ments on his calendar and was able to work me in 
for more than the conventional few minutes. 

When I say he was ready to talk, it must be taken 
comparatively. The Secretary is never much of a talker 
in the “feet-up-on-the- 
desk” sense. But I 
found him very ready 
to answer questions 
about the Mississippi 
River situation, having 
only recently returned 
from a resurvey of the 
devastated regions, and 
having the needs of this 
section very much on 
his mind. And I found 
him in a mood to dis- 
cuss how this great 
river might be made to 
serve in the further de- 
velopment of American 
industry and agricul- 
ture, to the benefit of all 
sections of our country. ate 

Naturally, my first Lex: No 
inquiry concerned the Rl F7, 
situation along the river 
as the Secretary found 
it on his recent tour of 
inspection. 
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“By the first of November, the homes will be repaired 
and refurnished so that they will be fit to live in. The 
people will have been provided with seed for fall plant- 
ing. Live stock and chickens will be available. And the 
pepole will have sufficient clothing. 

“The relief agencies have the necessary funds on hand 
to carry through this 
rehabilitation. We shall 
have some continued 
destitution over the 
winter. Somewhere 
from 50,000 to 100,000 
will need to be provided 
for and I believe we can 
find the necessary 
funds.” 

“How much of the 
flooded land is out of 
production for this 
year?” I asked. 

“Roughly, 2,000,000 
acres. That is, some of 
this land is producing 
feed and vegetables 
which will contribute to 
the people’s support 
over the coming winter. 
But it will not con- 
tribute any substantial 
money return this year. 
Just what the crop yield 
will be on the 1,500,000 














“There is not much 
to add to my report to 
the President,” said 
Mr. Hoover, “but I’ll 
give it to you in a few 
words: All of the peo- 
ple who were driven 
from their homes are now back. Of the more than 
600,000 who were at one time homeless and dependent on 
relief agencies, all but about 46,000 are now providing 
for themselves, or over 90 per cent are self-supporting. 


“To get the most out of the rich territory which feeds the Mississippi 
you have to think of it as more than a job of building levees. Yuo 
have to think of the Mississippi in terms of a great potential agency 

for economical transportation serving ou future needs. 


acres of the flooded 
territory that were put 
in regular crops after 
the flood connot be de- 
1» termined for a month or 

so yet. Meanwhile, we 

have brought the local 
banks and mortgage-holders and emergency finance cor- 
porations into practical cooperation so as to continue 
to help the farmers until the 1928 crops can ma- 
ture.” 
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““‘These floods jeopard- 
ize the lives of 1,500,000 
fellow-citizens. And 
economically the des- 
truction reacts through- 
out the whole nation, on 
producers, consumers, 
manufacturers, distrib- 
utors, and investors. It 
is bound to deduct 
something from _ the 
well-being of every 
citizen— Herbert 
Hoover. 





“What progress is being made toward repairing the 
levees?” I asked. 

“Rapid,” said the Secretary, with that incisiveness of 
his which reveals executive grasp and decision. And 
then, divining that I was about to press the question 
further, he continued, “The Mississippi River Commis- 
sion and the Engineer Corps are working on all the 
breaks that come under Federal jurisdiction—and help- 
ing with the others. In Louisiana there are many State 
levees, and the State of Louisiana is taking care of these 
very capably. You see, they had to make emergency 
repairs to take care of any possible rise in the river this 
fall. I think all the important breaks will be closed by 
the first of December.” 

“I know the readers of The Magazine of Business 
will be interested in anything you have to say about the 
economic consequences of this great flood,” I said. 

I waited. 

“You cannot separate the immediate economic conse- 
quences from what we might call the long-view conse- 
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quences,” said the Secretary at length, raising his eyes 
from the star he was drawing on his desk blotter and 
focusing them on me. “Great catastrophies develop new 
leaders—arouse people to dangers and open their eyes to 
opportunities. 

“A great calamity like this by which 1,500,000 people 
were put in serious danger, and which drove hundreds 
of thousands of our citizens from their homes, cannot 
be all a loss. It has awakened the people of the United 
States to a great problem of elemental importance to the 
progress of our country—the necessity for complete 
control of the Mississippi River.” 

He paused and laid down his pencil, and said very 
earnestly, “This thing must never happen again.” It was 
Herbert Hoover, the humanitarian, speaking—and at the 
same time Herbert Hoover, the engineer. 

“Certainly in America we have enough engineering 
talent to subjugate the Mississippi and prevent a recur- 
rence of such a catastrophe,” he continued with that 
same earnestness. “It is unthinkable that we should be 
indifferent to so great a need as the protection of hun- 
dreds of thousands of our citizens.” 

“Aside from the humanitarian aspect of the situation,” 
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I prompted, ‘isn’t there an economic side—a business 
side?” 

“Yes,” replied Mr. Hoover. 

I waited—and waited. 

Suddenly, in that abrupt way of his, the Secretary 
came out of himself again. Leaning forward, he shot at 
me, “In the great flood plain of the Mississippi we possess 
one of the nation’s great assets—20,000,000 acres of its 
richest land, watered by the rains that fall in thirty-two 
States. It is not only possible, but entirely feasible, to 
reclaim to the nation this great asset, for homes, and to 
increase our national prosperity. We can, with proper 
flood control, make this land as secure for human life 
and as safe for farming as any other section of our 
country. We, perhaps, do not need this added land for 
another twenty-five years as we have enough or a sur- 
plus of agricultural products ; but if we started tomorrow 
to build adequate flood control, and then to reclaim, it 
would be twenty-five years before it affected our total 
production very much.” 

He stopped short and abruptly retreated again into that 
well-known cabinet-officer shell of his which baffles some 
of his callers and which I believe, is really a retreat into 
which he goes for the purpose of organizing his thoughts 
into engineering form. 

I waited. 

“We can make it possible for the people of the States 
in the river territory to add, not merely millions but 
hundreds of millions of dollars to our national wealth— 
and support many millions of Americans in comfort,” he 
said, with a jerky, sweeping gesture that seemed to take 
in the whole United States. 

“Tt is not alone the citizens of these river States who 
will benefit from this increased wealth and production. 
Every farmer and every worker—yes, and every citizen, 
throughout the whole nation—will gain. It has been 
well put, that for every successful farmer another family 
far distant is given livelihood through commerce, manu- 
facture, and transportation. 

“This is another reason why we cannot, as a nation, 
tolerate the destruction-and shock which comes from the 
periodic recurrence of a catastrophe such as this Missis- 
sippi flood. Entirely above any economic effects, these 
floods jeopardize the lives of 1,500,000 citizens. Eco- 
nomically the destruction reacts throughout the whole 
nation—on producers, consumers, manufacturers, dis- 
tributors, and investors. It is bound to deduct some- 
thing from the wages or the well-being of every citizen, 
from ocean to ocean.”’ 

“I judge, then, that you regard flood control as a 
national problem and something of a national responsi- 
bility,” I said. 

wee” 

Another long pause. Another star drawn on the desk 
blotter. 

Then, “Adequate flood control is bound to be a national 
problem. One of our first obligations is the development 
qf a comprehensive plan for the permanent solution to 
this flood problem—and to provide funds for its execu- 
tion. The sums would not have to be large, relatively. 
A sensible program would not involve us in any national 
extravagance. It would not mean endangering the 
Administration’s program of tax reduction. This is no 
pork-barrel proposition. The Mississippi problem is per- 
fectly possible of solution on a basis of sound economics 
and without burden upon our taxpayers.” 

“Won't vou develop that thought a bit further?” I 
suggested. 

Again the Secretary withdrew into the cabinet officer, 
and. for perhaps. 30 seconds sat following the lines of 
the latest of the stats on his blotter with his lead pencil. 


“That’s a big subject,” he said at length. “To get the 
most out of the rich territory which feeds the Missis- 
sippi—the thirty-two States I spoke of a few minutes ago 
—you have to think of it as more than a job of building 
levees along the Mississippi. You have to think of the 
Mississippi also in terms of a great potential agency for 
economical transportation serving the future needs of 
this growing nation. 

“You see, the war distorted our transportation costs 
and set up economic currents which put the whole 
Mid-West at something of a disadvantage, both agricul- 
turally and industrially. It is becoming increasingly evi- 
dent that we must find some cheaper means of carrying 
our bulk commodities if we are to maintain that uni- 
formity of development throughout the country on which 
any sound and permanent national prosperity must be 
based. 

“Take farm products. As I pointed out in a talk [ 
made at Minneapolis last July, the price of our farm 
products is determined, not in the nearest city market, 
but at those points on our seaboard, or even abroad, 
where the competitive streams of exports from Canada, 
Australia, Argentina, Europe, and other distant sections 
come together. The price at the farm is, actually, the 
price made at these junction markets, less the cost. of 
handling and transportation to these markets. 

“While ocean freight-rates have changed little, land 
transportation costs in this country have increased seri- 
ously. We cannot expect any consequential reduction in 
freight-rates, with the permanently higher cost of labor 
and materials. Our railroads have reached a very high 
point of efficiency, and we must maintain them at that 
point or better it. 

“But,” continued Mr. Hoover, warming up to his sub- 


ject and reaching into his desk drawer for a cigar, “but 
think of the effect on the Mid-West farmers and the 


Mid-West industries. It is just as though they had been 
pushed hundreds of miles farther away from their old 
markets and their old sources of supplies while other 
localities remain in the same position they were in before 
the war. 

“Here in the Department of Commerce we have 
been doing some figuring, based on present rail costs and 
the influence of the Panama Canal on coast shipping. 
Picking the cheapest route in every instance, we have 
found that whereas before the war a ton of staple goods 
cost 1904 cents to ship from New York to San Fran- 
cisco, that is, it was 1905 cents away from San Francisco ; 
now, with the Canal, it is only 1680 cents away. On the 
other hand, Chicago, which was 2610 cents away on this 
same ton of goods from the Pacific Coast before the 
war, is 2946 cents away today. 


“*A rather serious trend, when you look ahead.’ ” 


“Put it another way, if you will. Chicago has moved 
336 cents away from San Francisco, while New York 
has moved 225 cents closer. Chicago has been moved 
594 cents away from the markets of South America 
and of our own Atlantic seaboard, and the same ratio 
applies pretty well throughout the Middle West. 

“Now, in pushing those markets farther away, it has 
made it more costly to get to market, and to bring in 
raw materials and merchandise from the outside. The 
effect of this is not confined to the farmer. It is bound 
to force certain types of Middle-Western industrial 
enterprises to move to seaboard. This leads in a wrong 
direction, economically. It tends to establish manufac- 
turing nearer the coast and farther from the heart of 
agriculture, to the disadvantage of both industry and 
agriculture, and of the ultimate consumer of farm stuffs 

(Continued on page 90) 








Dr. Faubel Talks to Manufacturers 
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on Tariffs, 


Past, Present and Future 


HARACTERIZING the Wilson- , 
( Gorman tariff act of 1894 as unfor- | 
tunate and stupid and linking its 
passage and enactment with poor employ- 
ment conditions, due to restricted industrial 
operations at that time, Dr. Arthur L. 
Faubel, associate professor of economics, 
New York University addressed the 
manufacturers at Atlantic City, Oct. 18, 
on the subject of tariffs of today and to- 
morrow. In part Dr. Faubel said: 
Thirty-three years ago this past August, 
President Cleveland refused to sign the 
Democratic Wilson-Gorman Tariff Act 
presumably because its schedules were not 
low enough—that they did not fulfill his 
party’s pledge of relieving the people of 
the United States of the burdens of an 
iniquitous protective tariff. The Wilson- 
Gorman Act became law, therefore, with- 
out the President’s signature, and with the 
advantage of thirty years’ historical per- 
spective which we now have it is no ex- | 
aggeration to say that probably no other 
act of our national legislation was more 
ill-timed, unfortunate and = stupid than 
was this tariff act of 1894. There are 
millions still alive and active who will 
remember its circumstances and results, 
many of them remembering them all too 
well. A crisis and a depression which had 
appeared in England in 1890 had spread 
to this country and in 1893 we had one 
of our typical old-time panics. To add to 
the affairs of the time we were flirting 
with free silver and with disastrous con- 





sequences to the state of our national ex- 
chequer. Under these circumstances, the 
Wilson-Gorman Tariff Act went into op- 
eration and bad became worse. The next 
three years were bad—very bad. In- 
dustries the country over shut down or 
slowed up with the inevitable effect upon 
unemployment. Chicago had its great pull- 
man strike and “Coxey’s Army” marched 
on Washington. 

The latest example of the American 
policy of adequate protection is the present 
Fordney-McCumber Act passed five years 
ago on September 22, 1922. Probably no 
previous American tariff act was ever more 
bitterly denounced by its critics, both in 
Congress and out, as was this law of 
1922. Under it, it was predicted, that our 
foreign commerce would be destroyed, or 
at least crippled, and that the army of five 
million men and women out of work when 
it was. pased would be doubled as a direct 
consequence of it. And probably no other 
tariff act in American history has more 
completely confounded its critics than has 
the Fordney-McCumber law of 1922. In- 
stead of destroying our foreign commerce, 
the past five years have witnessed the 
greatest peace-time. foreign trade in Amer- 
ican history. Our total exports for this 
period have amounted to over twenty-two 
billion dollars, making an annual average | 
of almost four and a half billion dollars, | 








and our imports for this period have to- 
taled nineteen billion dollars or an annual 
average for the five years of slightly less 
than four billion dollars. 

And before leaving the statistics of the 
five years’ operation of the tariff act of 


1922, may I refer to its income producing 
accomplishments. Total customs collections | 


under the. act of 1922 amount to date to 
approximately three billion dollars. In no 
year during its operation have these 
revenues fallen under half a billion dol- 
lars, the five year annual average being 
five hundred and seventy-four million dol- 
lars. These statistics of the operation of 
the Fordney-McCumber Act do more than 
any other one thing to give the lie to the 
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statement that this act is a prohibitive 
tariff. The average ad valorem rate of 
duty on all imports into this country for 
the past five years amounts to slightly less 
than 14 per cent. The same calculated rate 
of duty under the McKinley Act was 23 
per cent, under the Dingley Law it was 
25 1/2 per cent, and under the Payne- 
Aldrich law it was 19 per cent. For the 
full period of operation of the Underwood 
law the average rate of duty on all im- 
ports was 9 per cent, but if only the reason- 
ably normal peace-time years are con- 
sidered, this average was 13 1/2 per cent. 
In other words about one-half of one per 
cent less than the average rate of duty 
under the Fordney-McCumber Act today. 

It is this tariff act which is the subject 
of increasingly violent political fire. Its 
critics pay little or no attention to its ac- 
complishments, being particularly fond at 
the moment to regard it as an unjust burden 
upon agriculture for the benefit of industry. 
It is already slated to be one of the out- 
standing issues if not the outstanding issue, 
in the presidential campaign of next year. 
A former Attorney General of the United 


| States has gone so far as publicly to sug- 
| gest to the present most prominent Demvw- 
cratic nominee for President that the 
| Democrats never won a national election 
| except on the tariff, and that therefore the 
| tariff should be the leading Demoeratic 
issue in 1928. 
| <All of which leads directly to “The 
| Tariff Tomorrow’—a day filled with un- 
| certainty. It would be useless to deny that 
| the old tariff alignments are seriously 
| broken down. A considerable section of the 
| Middle West has been fanned into almost 
|a frenzy of discontent, with the tariff being 
| used as the red flag. A considerable group 
of our international finance element is in 
| opposition, taking the view that if Amer- 
lica desires the repayment of the loans 
|made abroad it will be necessary to re- 
|duce our tariff to permit our debtors to 
| Pay us in the products of their farms and 

factories. An increasingly large and im- 
portant group of American big businesses 
are no longer satisfied with the American 
}market for their products, and are en- 
| deavoring to cut a bigger figure in the 
| markets of the world. This is as it should 
be; it is one of the inevitable consequences 
of our changing times. But when these 
American businesses in the attempt to get 
lower foreign tariffs on their products 
would offer reduction in the American 
tariff to foreign countries, this otherwise 
healthy economic tendency takes on boom- 
erang characteristics. 

Added to these and other forces of op- 
position to the present American tariff 
policy is the all too prevalent attitude of 
indifference on the part of American 
manufacturers affected directly by the 
tariff toward the attacks against the act 
of 1922. The act is, of course, not in- 
vulnerable. In the words of Senator 
Smoot: “The Tariff of 1922 is not per- 
fect; no tariff ever was or ever will be.” 
The act of 1922 was passed at a time 
when the Unifed States was virtually the 
only great country in the world not on 
a depreciated money basis. This state 
of affairs necessitated high tariff rates 
and: these rates in many instances were 
not high enough. With most of the 
world back on a stabilized money basis, 
it is not at all unlikely that certain of 
of the rates needed in 1922 may now 
safely be revised. But such revision 
should be made only after thorough eco- 
nomic consideration and with full atten- 
tion to its economic consequences. It 
should not be made nor should it be al- 
lowed to be made on the basis of a blind, 
unreasoning political antagonism to our 
present law and tariff policy. In this con- 
nection, I should like to refer to a state- 
ment by the Hon. Thomas Walker Page, 
former chairman of the United States 
Tariff Commission, a Democrat _ inci- 
| dentally and not a high tariff man, when he 
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testified before a Senate Committee about 
a year ago: 

“Inasmuch as this country has _ been 
living under a protective tariff, industries 
have grown up and adjustments made 
under that kind of a tariff. I believe that 
any immediate withdrawal or revolutionary 
change in our policy would be attended by 
disasters in this country that would prove 
to be without parallel.” 





In conclusion, the next year will surely 
be a big tariff year if present indications 
mean anything at all, and if we are not 
ready for what is likely to happen it surely 
will not be because we have not been 
warned. May I close by quoting a state- 
ment of former Assistant Secretary of the 
Treasury James B. Reynolds made in 
Philadelphia this past summer: 

“The next tariff battle will be a momen- 


tous one. The enemy is organizing and is 
at work. Organized effort on the part of 
the manufacturer, intelligent and constant 
activity, hearty and unanimous cooperation. 
by all branches of industry—these can save 
the situation. If this is done, in the Tariff 
Tomorrow the manufacturer can get what 
he deserves. If it is not done, the man- 





ufacturer will deserve what he gets.” 





Walter S. Doxsey Discusses the 


Warehouse In the Steel 


UGGESTING that the warehouse price 
of steel be based upon a minimum size 
package or quantity, and that a service 

charge be made to cover the overhead in- 
volved in handling the smaller quantities, 
Walter S. Doxsey, addressing the Metal 
Branch at Atlantic City, Oct. 18, said in part: 

“The warehousing of steel cannot be 
considered as an enterprise self-contained 
and individual unto itself. As one of the 
important channels through which steel 
flows from the mills to the ultimate con- 
sumers, the warehouse must function as 
an integral part of the entire system of 
distribution. If the position of the middle- 
man in this system of distribution is eco- 
nomically justified, then the warehouse 
must not be viewed merely as a customer 
of the mills, nor as a competitor, but as 
an active partner. 

“If we review the progress of civiliza- 
tion, we find that as each branch of in- 
dustry developed from primitive fireside 
craftsmanship, the middleman system of 
distribution developed with it. The extent 
to which this is true marks the position of 
the middleman as one of the conspicuous 
characteristics of modern civilization and 
industrial progress. 

“War with its insatiable demands brought 
plant expansions and capacities far beyond 
our normal needs. Another wave of 
mergers was the natural outcome, and even 
today, nine years after peace was declared, 
this war-born impetus to consolidate has 
not spent itself. These amalgamations 
throughout our industries bear an impor- 
tant influence upon distribution, for as 
manufacturers become more powerful, the 
tendency to control distribution as well as 
production increases. 

“The economies effected by the whole- 
sale house operating with a reasonable de- 
gree of efficiency offer an acceptable and 
convincing explanation of its importance 
in the distribution of merchandise. The 
middleman brings materials and products 
from an endless array of manufacturing 
plants and supply sources scattered all over 
the world, swelling his stocks with an al- 
most countless variety of items in many 
sizes and styles for the ready inspection 
of his clientele. This service is heightened 
by the experience and judgment of the 
wholesaler who has learned to select his 
wares judiciously and with a keen sense 
of relative values. To this very valuable 





service is added the ability of the ware- 
house to make immediate deliveries. 

“These factors, of sufficient value in 
themselves to justify the position, of the 
wholesaler, give the buyer the additional 
advantage of small inventories, or rather 
of an extensive inventory, carried at the 
warehouse, available for quick shipment 
with little or no extra cost. 














“A most vital consideration which the 
self-styled economists and the manufac- 
turers or mills frequently overlook when 
urging the elimination of the middleman 
is that the direct routing of merchandise 
from production source to consumer does 
not necessarily dispense with the middle- 


man’s services. When the maker under- 
takes to sell his products directly to the 
consumer, he is merely arranging to per- 
form the middleman’s services himself, 
hoping that he can show a saving by go- 
ing into the wholesale business himself. 
Our mercantile history proves that the 
elimination of the wholesaler does‘ not in- 
evitably bring a reduction in costs. Fre- 
quently the opposite is true. 

“The prosperity of the steel mills, and 
your prosperity, depends upon the eco- 
nomical distribution of steel. The funda- 
mental problem is the same whether 10 
tons or 1000 tons are involved. Today 


Position of the 
Industry 


we have an alleged excess of steel-making 
capacity. The common concern is not who. 
should get this or that order. The im- 
portant individual and collective task which: 
calls for the attention of the best minds 
in the industry is to sell more steel, to. 
keep the mills running at capacity, to 
study markets analytically, and to bring 
to the steel makers and distributors the- 
business which competitors without the in- 
dustry are appropriating while our minds. 
are befogged with internal problems that 
add nothing to the sales volumes. 

“Through scientific market studies. the- 
Portland cement manufacturers have opened! 
up tremendous outlets for their products. 
Patented roofings have made serious in- 
roads in the fields once enjoyed by corru- 
gated steel roofings. Activities of the- 
Copper and Brass Research Association 
may well be emulted by the steel industry. 
In five years the use of brass pipe for 
plumbing has gained 234 per cent. Alu- 
minum furniture is already making its bow 
before the public. This metal is being used’ 
in motor car and bus body constructiom 
to the exclusion of many tons of steel 
each year. These competitive products. 
have a right to their places in the sun of 
industry and commerce, but each of these- 
is usurping business that once went to- 
warehouses and mills, and little or nothing 
is being done to uncover new markets to- 
replace this lost trade and to widen the- 
application of steel to expand sales totals. 

“Two important divisions of the indus- 
try have made gratifying progress im 
undertaking cooperative researches to de- 
velop new uses and new markets. The- 
Sheet Steel Trade Extension Committee- 
and the American Institute of Steel Con- 
struction are aggressively fostering a sales. 
approach which is based upon the service 
a product will render rather than upon the 
price per pound. National advertising is. 
being employed in a modest way to sell 
steel in competition with other products. 
The leadership of these two splendid or-- 
ganizations should be emulated by the en- 
tire industry. 

“The importance of an organized and! 
concerted effort to sell steel, to merchan- 
dise it if you please, is emphasized by a 
review of the production department of the- 
steel industry. 

“Despite the fact that the total consump-- 





tion of all steel products has doubled with-- 
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in the past 20 years, this growth has been 
due largely to the expansion of the manu- 
facturing industries that in many cases 
were among the original customers on the 
books of the mills. For example, 3000 tons 
of steel a year ago into razor blades, and 
another 5000 tons into razors and contain- 
ers. Telephones take 4350 tons a year. 
License plates require 12,500 tons. In the 
development of new uses for its products, 
the steel industry has, perhaps, been a lag- 
gard. Its growth has come through in- 
itiative in other businesses rather than 
through an organized effort to sell steel 
to the public. 

“1927, which has fallen behind 1926 to 
the disappointment of many, shows a con- 
sumption of 88.54 per cent of the prac- 
tical capacity for the first nine months. 
This practical capacity, by the way, is 
based on 50,500,000 gross tons of open- 
hearth and Bessemer steel annually, and 
does not include crucible and electric fur- 
nace ingots. So far as the production of 
ingots and castings is concerned, therefore, 
I believe these facts give lie to the over- 
production bogey and point to a necessary 
expansion of our facilities in the near 
future. 

“When we examine the finishing facili- 
ties of the industry, the picture we find 
is somewhat different. Although our nor- 
mal demands for raw steel may be close 
to 100 per cent of practical capacity, a peak 
load has never been scored by the finish- 
ing department. I doubt if full output of 
bessemers and open hearths would require 
more than 75 per cent of the finishing ca- 
pacity necessary to convert it into the 
forms demanded by the consuming market. 
The variety of finished steel products is 
legion, and it is only natural that the fin- 
ishing capacity exceed the ingot tonnage 
by a round margin. 

“And in a measure a portion of this 
excess finishing capacity represents an 
excess of inefficiency which must either 
be supplanted by modern equipment or else 
succumb to the march of progress. 

“Unfortunately, the generally adopted 
scheme for bolstering sales volumes is to 
shade prices. Barren results from the oft- 
repeated moral, that cut prices neither 
stimulate new business nor foster any 
profits would indicate that experience is 
a poor teacher. 

“Cause for dissatisfaction with the 
meager earnings of the steel companies 
is readily found in the average sales prices 
of the various products. During the past 
ten or twelve years wages in the industry 
have advanced 200 per cent and the eight- 
hour day has been substituted for the 
twelve-hour day. Freight rates on raw 
materials have jumped 90 per cent in thir- 
teen years. Yet the prevailing price of 
plates, shapes and bars is 1.75 cents a pound, 
base Pittsburgh, as compared with 1.70 
cents a pound in 1907. 

“A typical illustration of selling in the 
steel industry came to my attention re- 
cently. The consumer inquired for 20 
tons of a certain material. One warehouse 
with a mill contract of 1.75 cents, base 
Pittsburgh, quoted on the basis of 1.80 
cents a pound, which provided a margin 
of $20.on the entire order. The differ- 
ence between the freight included in the 


quotation and the switching charge from 
the local mill provided an additional mar- 
gin of $51, making the total profit on this 
order of approximately $1,000 about $71. 
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The order was placed at 21.50 cents a hun- 
dred pounds under this quotation. 

“In a recent paper Charles F. Abbott, 
executive director, American Institute of 
Steel Construction, calls attention to bids 
on work involving 1800 tons of structural 
steel. Some idea of the wide variation in 
prices quoted can be gained from the fact 
that one price was $39,000 lower than the 
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next lowest, a difference of nearly $21 
a ton. Similar disparities are of too fre- 
quent occurrence, and it is recognized that 
the buyers’ confidence in the industry must 
be heavily jolted by such bids. 

“Buying habits have changed. But in 
some organizations sales tactics have not 
been adjusted to the new times. Some of 


the executives directing this industry have 


arrived at their commanding positions 





through apprenticeships in production de- 
partments, and this training naturally 
makes it difficult for them to cope with 
sales problems. Theirs is the inclination 
to demand, not develop sales. Their an- 
swer to competition is today: ‘If Bill can 
handle the business for such and such a 
price, we can do it for less.’ Tonnage is 
their panacea. If they can only fill their 
plants to capacity, cost records be hanged, 
they can make a showing. This was tried 
by the sheet steel mills last spring at a 
net loss of about $8 a ton. Some of the 
jobbers have had a similar experience dur- 
ing the past year. 

“The abolition of Pittsburgh plus has 
served to restrict the territories and has 
accentuated local competition. Naturally, 
this has aggravated the problem of ware- 
houses in a number of sections. 

“Our national prosperity rests too heavily 
upon the welfare of the steel industry to 
permit ruthless competition to shake this 
foundation. Of course we cannot over- 
rule the law of supply and demand and 
its effect upon prices, nor can we dispense 
with the desire of every human being, 
be he selling or buying, to obtain the best 
possible bargain. But it does seem reason- 
able to hope for an orderly distribution 
of that important portion of our annual 
output of steel which flows through the 
warehouse to ultimate consumers. 

“From an economic standpoint there must 
be a minimum quantity of steel, a mini- 
mum package, so to speak, which the mills 
can handle with a profit. For convenience 
sake, suppose we assume it is a carload. 
With the warehouses should be placed the 
business which necessitates breaking of 
this package. The wholesalers are in close 
contact with less than carload consumers of 
steel; they are equipped to cut, assemble 
and deliver these smaller orders; they are 
trained and organized to render just this 
type of service. 

“So the suggestion has been made that 
the warehouse price of steel, like that of 
the mill, be based upon a minimum size 
package or quantity, and that a service 
charge be made to cover the overhead in- 
volved in handling smaller quantities. 
And further, quantity differentials might 
be arranged for the larger size warehouse. 
orders, up to a minimum carload, thus 
offering an appeal for the large volume of 
this class of business that now is going to- 
the mills because of the big savings in- 
volved. Even should the mills accept less- 
car orders, there is no valid reason why 
their charges should be any less than those- 
of the warehouses, for these orders involve 
service just as much as they do materials, 
and such service should be furnished on 
the basis of actual cost plus a fair profit. 
If such a scale be based on the cost of 
material, plus the cost of service, plus a 
fair profit, and if these charges be applied 
to less-car orders by the mills as well as 
by the warehouses, I am sure the tendency 
of buyers would be toward the warehouses. 
If the mills could be made to appreciate 
the cost of this service, if they knew it 
as thoroughly as you wholesalers know it, 
I am sure the desire of the mills for over- 
the-counter orders at carload prices would! 
be quickly dispelled.” 
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Profit the Basis of Successful Business, 


Says F. O. Schoedinger at Metal Branch 


PENING the Metal Branch sessions 


O 


Outlining current trends he said in part: 
“Profit is the basis of all successful 
business. The measurement of prosperity 
in business is not volume of merchandise 
and credit in circulation, but what is left 
after costs of every kind are deducted 
from the income that volume brings. 

“We have deprecated strongly the fetish 
of volume, and we still note a constant 
struggle for business without taking into 
consideration what would be left after all 
overhead costs have been paid. 

“In reckoning our present condition we 
must regard, first, that too many business 
interprises, large and small, are operating 
on narrow margins of profit or no profit. 
This is serious but not beyond remedy if 
the way to make profits is studied with as 
great care as is usually devoted to making 
sales. 


of the recent Atlantic City Conven- | 
tion, Chairman F. O. Schoedinger, of | 
Columbus, Ohio, urged members to par- | 
ticipate in a free and frank discussion. | 


| 


“The mortality among business enter- | 
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prises runs high and is perfectly under- 
standable in view of the fact that the com- 


| plexities of doing a successful business and 
| making reasonable profits were never more 
| pronounced in all of our history. 

| “The standard of living in this country 
| was never higher. The difference between 
| rich and poor that aggravated observers 
| decades ago are now barely seen. 

“There has been some recession in gen- 
eral business in the second and third quar- 
ters. Carloadings in the first half of 1927 
showed a moderate increase in weekly av- 
| erage over the corresponding period last 
fave whereas steel ingot production de- 
| clined slightly. Many crops have been 
| curtailed and prices are high. How far 
| the law of supply and demand will com- 
| pensate the farmer and planter for the 
disheartening early season outlook remains 
| to be demonstrated, although the outlook 
is on the whole much brighter than it was 
| earlier in the season. In several of our 
| western agricultural states prosperity of 
| an unusual order is already manifest. There 
| has been a falling off in automobile sales 
| this year-of approximately 14 per cent. 


Proper Screening to Prevent Malaria 
Will Enable South to Increase Production 


HERE is a great potential market in 

the south, J. A. Le Prince of the 

United States Public Health Service 
told members of the American Hardware 
Manufacturers Association who attended 
the heavy hardware, mill supplies and 
builders material group meeting Oct. 19 
at Atlantic City for all kinds of merchan- 
dise, but it cannot be developed until 
malaria has been controlled. The lack of 
proper screening of houses in many parts 
of the south, particularly in the river 
valleys, is preventing the economic de- 
velopment of some of the most fertile 
sections of the country, Mr. Le Prince 
stated. 

“Malaria is prevalent and cannot be con- 
trolled so long as screen manufacturers 
continue to sell 14 mesh screen wire in 
the south. Malaria mosquitos can walk 
right through 14 mesh wire. There should 
be nothing less than 16 mesh wire sold in 
the south. 

“The great market for screen wire in 
the south is being ignored by the manu- 
facturers of screens and screen doors. 
There is not the right kind of advertising 


being done. 
should be used and it should tell people 
how to maintain their screens so that they 
will last longer. There is a big market in 
the south for small patches of screen wire 
to be used for repairing damaged screens. 
This is absolutely neglected by the manu- 
facturers. 

“The proposition boils down to a very 
simple statement. Prevent malaria and 
the production of the south will automati- 





| cally be increased, its purchasing power 


will be greater and a fresh market for 
commodities of all kinds will be opened 
up.” 

Mr. Le Prince was followed by L. L. 
Williams, Jr., also of the United States 
Public Health Service. Mr. Williams said 
that one of the reasons why many of the 
people of the south do not believe that 
screeing their homes will prevent malaria 
is because they have found from experi- 
ence with 14 mesh wire that mosquitos can 
go right through it. The use of 16 or 18 
mesh screening, he said, will work a mod- 





ern miracle in the south. He urged manu- 


It should tell why screens , 


facturers to appoint a committee to study 
the situation in the lower Mississippi River 
valleys and to take action on the findings 
of their committee. 

Charles J. Graham, of the Graham Bolt 
& Nut Co., Pittsburgh, discussed the situ- 
ation in the bolt and nut industry. He 
said that as a result of the work done by 
the committee of manufacturers and job- 
bers better trade relations have been es- 
tablished between producers and distribu- 
tors. Specifying against forward needs 
has brought about more economical sell- 
ing in the industry. 

J. F. Donahue, Foster Bolt & Nut Mig. 
Co., Cleveland, Ohio, chairman of the 
group, was reelected. J. C. Foster, Jones 
& Laughlin Steel Corporation, and W. D. 
Biggers, Continental Screen Co., Detroit, 
Mich., were elected as_ vice-chairman; 
W. L. Pond, Nicholson File Co., Provi- 
dence, R. I., was elected chairman of the 
program committee. He is to be assisted 
by F. J. Coakley, Samson Cordage Co., 
Boston, Mass., and W. W. Withington, 
American Fork & Hoe Co. 
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The Bolt and Nut Situation Discussed 
by Charles J. Graham of Pittsburgh 


OINTING to the great improvement 
in the bolt and nut situation, Charles J. 


Graham, president of the Bolt, Nut and | 


Rivet Manufacturers’ Association, Pitts- 
burgh, commented upon the direct shipment 
of standard goods on jobbers account at 
the recent Atlantic City Convention. Mr. 
Graham said in part: 

Our Industry has gone through a com- 
plete revolution. Practically all of our 
methods have been completely changed. We 
have lifted ourselves by our own boot 
straps as it were and have climbed from 
the lowest depths of well deserved ridi- 
cule in the business world of the United 
States, to a point where we can at least 
hold up our heads and see a certain amount 
of sunshine ahead and to where we are 
being shown some degree of respect and 
consideration, as indicated by your invi- 
tation to address you at this, the greatest 
of all Hardware Conventions. 

It is simply a matter of re-education, a 
complete readjustment of business ideas 
and ethics to conform to the great economic 
change that has occurred in our country 
since the war, a change .while gradual has 
been very great and has come about so 
quietly that a great many lines of busi- 
ness seem to be as yet, unaware of it. 

The great problem which faced our In- 
dustry three years ago arid which we are 
bending effort to solve, and have with a 
fair degree of success, was the question of 
saving it from absolute ruin. The steps 
we have taken are the steps that must be 
taken by many other industries, should 
they hope to transfer their positions from 
the unsuccessful class to the successful. 

This applies to the Jobbing industry as 
well as the Manufacturing, as from the 
best information we can secure, the jobbing 
industry is suffering from over capacity and 
the net return on capital invested is far 
from satisfactory. 

While we have not succeeded in putting 
our industry on a basis of a satisfactory 
profit, or on a basis where it is showing 
a fair return on capital investment we have 
succeeded in taking it out of the unsuc- 
cessful class and transferred it to the suc- 
cessful—this by a very narrow margin, 
however, as our average profit in 1926 was 
under four per cent on capital invested. 

The reason for this small percentage is 
caused largely by lack of sufficient opera- 
tion and our only hope of improving it 
lies not only in an improvement in busi- 
ness, but the further success of our work 
with the railroads and large industrial cor- 
porations, by having them eliminate the 


manufacture of our product, and instead, | 


secure their requirements from us. 

The cost of this work up to the end 
of 1926 did not exceed 1/6 of one per cent 
of our sales, this year it will be slightly 
higher and eventually may reach % of one 
per cent, but when you stop to consider 


i 
| 





that we have changed from a loss of ap- | 


proximately 12 million dollars in 1924 to 
a profit of approximately six million dol- 
lars in 1926, we received a remarkable re- 
turn on this investment. It might be well 
to impress upon you at this time that any 
time or money you gentlemen may put into 
this class of investment, the return will be 
far greater than any possible return you 
would receive in any other way. 

There is no secret in how we do it, we 
have no secrets of any character or de- 
scription. All our work within ourselves 
and otherwise is open and above board. 
We work always under the supervision 
of a very competent attorney. We meet 
frequently and never permit any price dis- 
cussion in our meetings. We started with- 
out any precedent to follow as no attempt 
had ever been made in the history of our 
industry prior to this movement, that had 
any basis except the fixing of prices. 

We felt that if we started on such a 
basis we not only were going contrary 
to law, but would be doomed to failure, 
as all other such efforts have failed. We 
felt that by working along constructive 
lines, making a study of our business meth- 
ods both operating and selling, digging out 
the evils and eliminating them one by one, 
as they were brought into the light of 
day, that eventually price would take care 
of itself and the results have proved that 
this theory at least is correct. 

We have had a better stabilized market 
on our products the past two years than 
any other competitive industry we know 
anything about and today with the lowest 
operating conditions that have been re- 
ported in three years, we have the best 
market conditions from a price standpoint 
than ever before existed, not excepting the 
war period when our prices were more or 
less under government control. 

What does all this prove? It proves 
that we have eliminated to a great degree 
selfishness among competitors in our line. 
We have educated ourselves to feel that 
every progressive Manufacturer making 
bolts and nuts by modern methods, who 
has his money and in many cases his life 
invested in the business, whether the in- 
vestment is much or little, has a right 
to live and is entitled to the same pro- 
portionate return on both as the so called 
large manufacturer. Our frequent meet- 
ings have created friendships where enmity 
existed before. We all realize that there 
is not and will not be for a long time to 
come, sufficient business to take up our 
existing capacity and we are all perfectly 
satisfied to do our share of the going 
business. 

You are all familiar with our activity 
beginning about a year ago to eliminate a 
further evidence of our selfishness—the 
struggle we had been making for years to 
get all of the bolt business in the country 
direct from the consumer. We were march- 


ing ruthlessly over the jobbers’ head with- | 





out any consideration for his necessity as 


|a distributor, his tremendous investment, 


both money and effort, or his right for his 
chance to live, and be paid a decent return 
for his effort and work in our behalf. 

We have devised a plan with which you 
are all familiar that has already show prac- 
tical results in a very large section of the 
United States. By the expenditure of much 
time and money, we have carried this plan 
and presented it to you in 25 of the leading 
jobbing centers of the country, east of 
Denver. In the month of November, a 
number of our executives who are leaders 
in our industry will carry it to the far 
West, holding meetings in Seattle, San 
Francisco, Los Angeles, Salt Lake City and 
Denver. Every jobber as far as we know 
has had an invitation from us to attend 
these meetings, so that all might be fa- 
miliar with the plan and have an oppor- 
tunity to be heard. 

We anticipate, with the full and com- 
plete operation of this plan, the bolt and 
nut business of the jobbing interests will 
be increased, depending on localities from 
50 to 100 per cent and we know that by 
the proper cooperation of the jobbing in- 
terests, it will be on a much satisfactory 
basis from the standpoint of both jobber 
and manufacturer that ever before existed, 
and out of which the public will reap the 
real benefit. 

We wish to make the bolt and nut busi- 
ness an asset to the jobber. We want him 
to feel that his stock is always an asset. 
We want him to carry a full and com- 
plete stock. We want him to fill his orders 
out of stock and eliminate direct ship- 
ments for his account. Nothing would be 
more satisfactory from our standpoint than 
to have the National Hardware Associa- 
tion put through a resolution, requesting us 
to make no further direct shipments on 
standard goods on jobbers account. 

And please bear this very important fact 
in mind that it is apart of your duty, 
under this plan, to lend all the aid you 
can, consistent with good business judg- 
ment, and a knowledge of the law, in the 
maintenance of the present stabilized con- 
ditions of our markets. The encouragement 
by you of the radical price cutter in this 
or any other line means demoralization to 
you as well as to us. It means the con- 
version of your vast stocks into liabilities, 
rather than assets and means the breaking 
down of all our effort, and creates a waste 
of all the time any money expended in 
the furtherance of the proposition. 

The greatest weakness in both jobbing 
and manufacturing today is selling. The 
man who defines your sales policy must 
be a student, he must be in a position to 
know that your costs are right and in 
line with your competitors’ costs. This 
does not mean particularly your purchase 
price of goods, but all of the costs which 
enter into your operation. 
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Efficient Tool Display Panels Used by 


Jones Hardware Company 
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This window by Car] Haecker, of the Frank Burke Hardware Co., Waukegan, IIl., is arranged according to a very careful 


study of the buying habits of the average person. 


Note the way in which the tools are grouped, and that they are so placed 


that the prospect senses the “feel” of them in his hand and visualizes himself using them. Result—a ready sale. 


Jones Hardware Company Displays 
All Tools in Stock 


on wall panel display boards and keeping some 

tools in the show windows at all times are two im- 
portant reasons why the Jones Hardware Corporation at 
672 Eighth Avenue, New York City, enjoys an annual 
volume in tool sales of $25,000. Paul Hirsch, the pro- 
prietor, finds that mechanics demand quality in their 
tools, while housekeepers are partial to style and finish. 
The mechanic has found that by having good tools his 
jobs are made easier and he can do more and better 
work. In this way he has more employment. His posi- 
tion depends upon the tool equipment by which he earns 
his living. 

In this completely modern store, the many wall panel 
display boards of tools have a dark purple covering, 
upon which are shown the varied line. The merchandise 
stands out on this background. A customer many feet 
away can easily distinguish each item. Tools are a 
basic line and the hardware store is obviously the logical 
source of supply. By giving them a good display in his 
store, Mr. Hirsch is putting them where they can be 
easily seen and more easily sold and is securing an extra 
amount of tool profit. The displays attract even the 
casual customer who may have no previous thought for 


| Dees practically every tool item in stock 


tools, but seeing them so attractively displayed is im- 
pressed and when he does need tools will return to the 
store. 

Many steps are saved each day and much time for- 
merly lost is now utilized as cusfomers come to the panel 
where the tools they desire are shown, all plainly priced, 
and select the tool they desire. It is procured from the 
stock shelf behind the case. Surplus stock is kept in 
bins on top of the cases and in drawers below the panels. 

The window may feature radio equipment, electrical 
appliances or builders’ hardware, but there are always 
some related tools to be seen. There is always a con- 
tinual reminder that tools can be found within, whenever 
they are needed. 

Mr. Hirsch turns his tool stock five times a year. He 
has found it to be a good plan to casually mention to a 
purchaser of a radio or some product that may require 
tools that if the new owner finds that in the future he 
needs tools, the Jones Hardware Corporation will be glad 
to supply his needs. In this store tools are given a chance 
to sell themselves, and they do—to such an extent that at 
the end of the year, when the books are gone over, it is 
found that this department brings in about one-quarter 
of the total sales. 
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HANKSGIVING 
MERCHANDISING 


is one thing and Holiday Selling another 
says this Woman Contributor 


HEN the Pilgrim Fathers set apart a day to 
celebrate their first harvest in the new world, they 
exhibited special canniness, for not only did 
they arrange to show gratitude for blessings received, 
but this celebration helped to bring the young colony into 
the right sort of mental attitude for a real Christmas 
celebration. And that would make for contentment and 
happiness. 
This was in 1621. Then, later, when George Washing- 
ton in 1789, issued a 


home and the home service more attractive, more effi- 
cient, more up-to-date and more satisfactory in every 
way. 

Advertising for Thanksgiving should be aimed first 
of all straight at the men folks, for they are the family 
wage earners in most cases. And if they are going to 
foot the bill, they must be sold on the idea of giving 
their wives money enough to buy what is needed, or of 
going and buying what is needed themselves as a sur- 
prise to her, or of bring- 
ing her along that they 





proclamation from New 
York recommending a 
national celebration along 
the same lines, and still 
later when Abraham 
Lincoln recommended it 
for an annually occurring 
celebration by proclama- 
tion in 1863—the people 
were only too glad to fall 
in lines Nowadays 
Thanksgiving is as regu- 
larly planned for as is 
Christmas itself. 
Whether these worthy 
Pioneers who landed at 
Plymouth Rock, and 
George the Father of his 
Country, and Honest 
Abe had any idea of the 


are concerned. 





It isn’t enough to make a dis- 
play of goods in windows and in 
show cases—there must be a rea! 
directing power back of them or 
too much of the selling effort 
will be at random—Thanks¢giv- 
ing merchandising is one thing 
and holiday selling another—at 
least as far as women customers 


may pick out what they 
want, together. 

During the selling 
campaigns of the year, it 
will be expedient very 
frequently to focus on 
the merchandising of 
some one article, such as 
electrical table equip- 
ment, or step-ladders, or 
step-ladder chairs, or 
something of that kind. 
But when it comes to 
Thanksgiving and 
Christmas, the offerings 
should be of a much more 
general nature, so as to 
appeal to everybody and 
everyhody’s needs. 

Christmas merchandis- 








commercial aspect of the 
situation, is doubtful, but 
it is true, nevertheless, that if people are going to cele- 
brate and be in a holiday mood, they must have the 
wherewith. 

There must be a good sharp knife to carve the 
Thanksgiving turkey or savory pork spare rib or roast 
duck or whatever the feast may provide. There must 
he a good, reliable range in which to bake the pumpkin 
and mince pies, and everything else to make the feast 
easy to prepare, attractive and correct in the serving. 


A Distinct Difference 


Thanksgiving is not a gift making time to any great 
extent. Christmas is too near, and while an occasional 
Thanksgiving gift and greeting are in order, it is essen- 
tially a home or family day, a time when hostesses de- 
light to entertain their friends beneath their own roofs. 

So it is logical to adopt the policy of making the key- 
note of the Thanksgiving merchandising, better home 
equipment, so that the hospitality offered may be of the 
finest. 

It can and should be a season when the family, either 
individually or by means of pooling funds, buy the things 
which they have long wanted and needed to make the 


' ing will be of a more per- 
sonal character, while Thanksgiving presents a golden 
opportunity to make a gift to the house. 

But to come back to advertising directly to the men! 
We are going to talk to them and do it in such a way 
that the wives will chuckle when they see those ads, and 
take them to their hubbies, pointing them out with a 
triumphant finger. 

This publicity should point out, in your own particular 
manner and type, that Thanksgiving is approaching— 
is almost here—and that while it is all right to celebrate 
with a fine feast, and entirely fitting to do so, that it isn’t 
quite fair to the one who prepares the feast to expect 
her to get up a corking good meal with a range that is 
enough to tax the religion of any person who tries to 
bake in it or cook on it. 

It should stress the fact that it isn’t fair to expect 
her to serve a good meal without those special things 
she needs—practical baking and cooking utensils, a carv- 
ing set which will cut to razor edge thinness, and serving 
trays, or whatever else she needs to save steps and 
weariness. 

That it isn’t fair for the men folks to fill up on turkey 
and all the trimmings, and sit back and take it easy, 

















while someone else drudges in the kitchen washing up 
the dishes, when an electrical sink or a mechanical dish 
washer would do the work in no time. 

That it isn’t fair to expect an A No. 1 sort of an 
entertainment without handsomely-shaded lamps and 
plenty of them, smoking equipment for the enjoyment 
of the guests, thermos bottles and reading lights for the 
guest rooms—and so on and so on. 

Just make these men folks sit up and take notice that 
“nothing succeeds like success,” and that if they want 
their homes to be up-to-date and on a par with those of 
their ‘friends—they must expect to pay out a reasonable 
amount annually in upkeep, or first thing they know, 
their home will be a regular “has been” and the influence 
of this environment is bound to be felt in business and 
in the mental outlook of everyone sheltered by that home. 

Hand it to the men 
folks! Tell them that 
the true _ spirit of 
Thanksgiving is to be 
grateful enough for 
blessings received, to 
make life comfortable 
and happy for the peo- 
ple around us. 

The old man who 
filled one end of the 
range with empty tin 
cans so that his wife 
could only keep a fire 
in the other end, was 
economical enough to 
save a large sum to 
donate annually and 
publicly to benevo- 
lences, but no one re- 
spected him who knew 
the inside facts of the 
case, and his wife died 
of a combination of 
broken heart and 
broken spirit. 

Next, special adver- 
tising should be di- 
rected to the women 
themselves and may 
well be along the lines 
of, “What do you need 
to make your work 
easier? What do you 
need to make your dining room service more attractive 
and modern? What do you need to make your living 
room as cosy as the best—fireplace andirons, a fireplace 
screen, a vacuum cleaner which will pick up litter, ete ? 
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A suggested Thanksgiving window display 


uw 
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Then stress the idea to both men and women that 
Thanksgiving is the time to indulge in a gift for the 
home itself—something which all can enjoy, directly or 
indirectly ; something which will be of common benefit. 

Repeat in different ways, the idea that devouring a 
feast is all right—but that it should be only the grand 
tinale after we have shown a thankful spirit by means 
of additional equipment to make life a little richer. 

One man who has learned to look beneath the skin 
of things marks each milepost of the years with a 
Thanksgiving gift to the home, which he and his wife 
started in their youth. And no place is so dear to them 
as “Home Sweet Home,” and they can point to the 
permanent expression of a thankful spirit of the different 
years. 

That couple is very close in mutual interests, and they 
— take untold pleasure 
in planning from one 
year to the other for 
t he possession of 
something nice enough 
for the occasion. 
Money is not allowed 
to dribble away so 
that there is nothing to 
show for it, and 
throughout the year 
they are getting posted 


fust what ou 
need to 
get your best 





on the best kind of 
‘teu aap equipment toward 
to prepare thi which they are look 
THANKSGIVING ing, and for which 


* DINNER - they are planning. 
The result is that 

their home is modern 

from the heating plant 


WuosLtys 


to the up-to - date 
electric refrigerator. 
Ther Thanksgiving, 


year by year, has taken 
the form of thanks- 
living throughout the 
other 364 days of the 
year. 

Put this thought 
this great selling 
thought — into the 
minds of your public. 
Do it by means of live, 
vital advertising copy, 
splendid window displays which talk eloquently instead 
of being deaf and dumb, and by means of that type of 
salesmanship which is intelligent, interested and far- 
visoned. 


65—100 Per Cent Show Windows—and How 


Many hardware dealers are not getting the full value 
of their window displays because they are working them 
only two-thirds of the full time. When an attractive 
show window is darkened when the store closes, 33 1-3 
per cent of the publicity value is lost. 

The hours when the show windows of the hardware 
dealer actually work for him are between 8 o’clock in 
the morning and 11 o'clock at night—fifteen hovrs. 
3efore 8 a. m. the passersby are hurrying to their work 
and have little time or inclination for window shopping. 


After that hour, those passing by have more time to stop 
and look at what appeals to the eye. After dinner in 
the evening, until 11 o'clock, many people pass, going to 
and returning from an evening’s recreation at the movies 
or other entertainment or walking for exercise. 

If the store closes at 6 o’clock, leaving the windows in 
darkness, five hours of the fifteen working hours are lost. 
An attractive window, brilliantly lighted for a few hours 
at night, will make many acquaintances for your business 
and frequently customers. The cost of the electricity 
used is negligible. 
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Hot off the Naif Ke 


Little yarns that others have laughed 
Asa 


over culled from various sources. 


: contemporary puts it: 
have been copied, the rest will be.” 


“Some of them \ 











Doctor (to autoist who had been carried 
into his office after an accident)—“Yes, 
sir, you had a bad smashup, but I managed 
to bring you to.” 

Autoist—“I don’t remember. Would you 
mind bringing me two more?” 





“One more payment and the baby will 
be. ours,” exclaimed a young husband as 
he mailed a check to the doctor. 

Deferred-payment plans increase produc- 
tion, we are told. 





Paul had adopted Lindbergh as his hero 
for all time. He wore a tiny silver edition 
of the Spirit ofeSt. Louis on the lapel 
of his coat; his velocipede and toy auto 
were rechristened “Lindbergh” and the 
“Spirit of St. Louis” respectively, and the 
walls of his room were covered with every 
possible picture of his favorite and the 
plane. 

His mother began to wilt under this per- 
petual stream and begged for mercy. Paul 
was deeply hurt by the suggestion that 
even this thrilling topic might become a 
bit monotonous. 

“Why shouldn’t I be excited about it?” 
he asked. “I bet you were just as excited 
yourself and talked about it just as much 
when Columbus discovered America.” 





“Judge,” said the drunk, “you’re so dumb 
I betcha you don’t know how many days 
there are in February.” 

“Thirty days!” snapped the judge. 





Question—“Give the names of your 
parents?” 


Applicant—“Mamma and papa.” 





He—“I’ve had this car for years and 
never had a wreck.” 

She—“You mean you’ve had this wreck 
for years and never had a car!” 





Mr. Nouveau (explaining his new radio 
set)—“Y’see, the waves ain’t sound waves 
or electric waves—they’re ether.” 

Mrs. Nouveau (correcting him)—“ ‘Eye- 
ther,’ George.” 








He—“How about a little ride, cutie?” 
She—“Are you going north?” 
He—“Yes, I am.” 

She—“Give my regards to the Eskimos.” 


Miss Davidson—“Name three articles 
containing starch.” 


Bernice—“Two cuffs and a collar.” 





Magistrate—“Did you or did you not 
strike the policeman?” 

Prisoner—“The answer is 
firmary.” 


in the in- 





When Noah sailed the waters blue 
He had his troubles, same as you. 
For forty days he drove the Ark 
Before he found a place to park. 





Mr. Kangaroo—“But, Mary, where’s the 
child ?” 

Mrs. Kangaroo—“Bless me, I’ve had my 
pocket picked.” 





“How do you play hookey from the 
correspondence school?” 
“T send them an empty envelope.” 





She was young, very young, and igno- 
rant of the world, and that night he 
brought her an expensive present. So she 
sat in his lap, unresisting, while he smoth- 
ered her with kisses and caressed her hair. 
He was much older than she. 

“Are you a married man?” she asked 
him. 

He laughed at her. 

“Of course,” he answered. 
ridiculous question!” 

Then he kissed her again, and she never 
protested. 

Her neighbors knew her as a quiet girl, 
who cared little for companionship or dis- 
course. Her rooms were rented and paid 
for by the man she called her “daddy.” 
As a matter of fact, he was a married 
man, much older than she, old enough to 
be her father. 

And she was his. daughter, aged four 
and one-half. 


“What a 





Father looked at his daughter’s short 
frock disapprovingly. 

“I shudder to think, Marjorie, what your 
mother would say if she saw you in that 
frock.” 


“Yes, so do I, daddy. It’s her frock!” 





Bookseller—“Madame, I have brought 
you the great voice expert’s book on ‘How 
to Sing.’” 

Madame—“But I didn’t order it.” 

Bookseller—“No, madame; it was the 
lady in the apartment above you who or- 
dered it.” 





An old prospector just outside a cave 
announced that he had just found a treas- 
ure hidden inside. 

“What is it?” he was asked. “Quartz?” 

“Naw,” he whispered, “pints.” 





Teacher—“Now, Robert, what is a niche 
in a church?” 

Bobby—“Why, it’s just the same as an 
itch anywhere else, only you can’t scratch 
it as well.” 





“Girls were harder to kiss in your day, 
weren't they, grandpa?” 

“Mebbe, mebbe,” ventured the old gen- 
tleman, “but it wasn’t so blame dangerous. 
The old parlor sofa wouldn’t smash into 
a tree about that time.” 





Young Jack, talking to the new visitor— 
“So you’re my grandmother, are you?” 

“Yes, dear. On your father’s side,” re- 
marked the old lady, smiling. 

“Well, you’re on the wrong side; you'll 
find that out,” replied Jack. 





“Have you ever been married?” asked 
the judge. 

“Ye-es,” stammered the prisoner. 

“To whom?” 

“A woman.” 

“Of course it was a woman,” snapped 
the judge. “Did you ever hear of anyone 
marrying a man?” 

“Yes, sir,” said the prisoner brightly, 
“my sister did.” 
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“Bob” Murray Addresses Direct 
Mail Advertisers 


At the convention of the Direct Mail 
Advertising Association, held in Chicago 
during the week of Oct. 17, one of the 
principal speakers was Robert J. Murray, 
hardware merchant of Honesdale, Pa., and 
past president of the Pennsylvania and At- 
lantic Seaboard Hardware Association. 

Mr. Murray, who does a half million 
dollar business in a town of 5000 popula- 
tion, told of his experiences in advertising, 
and stated that he considered it the great- 


est single factor in the development of his | 
| branch, 


| 1 West Forty-seventh Street, New York 
| City, manufacturers of paints, varnishes, 


store. Several years ago the Murray store 
was brought face to face with serious com- 
petition from the large mail order houses. 


Mr. Murray summed up how this competi- | . | ; 
| 22, from pneumonia contracted on a trip 


tion was met follows: “We analyzed 
all of the mail order catalogs, and before 
we were through they sold us on the mail 
order idea. It seems possible to sell any- 
thing with the proper kind of advertising, 
and these catalogs convinced us that there 
was a mail order field for us. So we pub- 


as 


lished a 24-page catalog and mailed 5000 | = 


of them. We found that we could sell by 
mail just as well as the big fellows, and 
for the past ten years we have published a 
catalog each year. It has now grown to 
190 pages, and we are indebted to the Chi- 


cago mail order houses who sold us the | : 
us to | 


idea and at the same time forced 
learn how to combat it.” 

Another interesting speaker at the con- 
vention was Edward N. Skinner, vice- 
president and general manager of Wilson 
Bros., on the subject of “Helping Retailers 
Stay in Business.” 
that one solution of present-day problems 
was a concentration of buying on the part 
of the retailers. He contended that limit- 
ing the number of sources from which he 
bought would give the retailer better ser- 
vice and cooperation from the wholesalers 
and manufacturers and at the same time 
greatly reduce his stock investment. An- 
other advantage to be gained from concen- 
trated buying by the dealer would be the 
enabling of both the wholesalers and the 
manufacturers to better anticipate a sea- 
son’s demands, and in the case of the latter 
effect considerable economies in the pur- 
chase of raw materials which would, in 
turn, be reflected in the price of the mer- 
chandise. 

In conjunction with the convention was 
a very interesting display of various forms 
of advertising material as well as exhibits 
showing printing processes and the like. 


Charles Andrews Passes Away 


Charles Andrews, founder of the An- 
drews Wire & Iron Works, now the 
Andrews Division of the Washburn Co., 
Chicago, IIl., passed away recently at the 
age of 82. He was born in London, Eng- 
land, in 1845 and learned the trade of a 
wire worker. He came to Canada when 
a young man, and several years after his 
arrival secured a contract with the old firm 
ot Lockwood & Lyman Co., Rockford, IIL., 
to build 100 plant stands. Upon the com- 
pletion of the contract he joined the com- 
pany and remained until the plant was sold, 
after the death of Mr. Lockwood. 








In 1885, with a small borrowed capital, 
he organized the Andrews Wire & Iron 
Works. From this humble start the com- 
pany grew into one of the largest wire 
goods manufacturing plants in the world. 
It was consolidated seven years ago with 
the Wright Wire Co., of Worcester, Mass., 
to form one of the divisions of the Wash- 
burn Co. 


R. S. Wilson Dies Suddenly; 
N. Y. Manager for Devoe 


Robert S. Wilson, manager, New York 
Devoe & Raynolds Co., Inc., 


lacquers, etc., died suddenly Saturday, Oct. 








Mr. Skinner asserted | - 


R. S. Wilson 


ens voanpees nen nenneD enn MnO a tenme eenanene inna caravan nen ene nenn ete 


to Lancaster, Pa. He was 33 years old 
and has been with this company since 1913. 
Mr. Wilson's first job with Devoe was 


Philadelphia Retailers Hear Prof. 
Keiser’s First Lecture 


“Aggressiveness keeps ahead of compe- 
tition,” declared Harry D. Kaiser to the 
members of the Philadelphia Retail Asso- 
ciation at their meeting of Oct. 20. He 
further averred that, “The man who is 
not worrying now nor will next year or 
| during coming years is the one who is 
| keeping abreast of the ever-changing con- 
| ditions.” The Philadelphia retailers have 
secured the services of Prof. Paul S. Keis- 
| er, head of the merchandising department 
| of Temple University, for a series of lec- 
| tures on merchandising to be delivered dur- 
‘ing the monthly meetings of the associa- 
| tion. The first lecture was tried as an 
experiment at the September meeting, and 
its value was so apparent and the sugges- 
tions tried out proved of such value that 
the series will be continued indefinitely. At 
the meeting of Oct. 20, the professor talked 
'on “Increasing Sales by Knowing My 
| Merchandise.” 
Professor Keiser analyzed the different 





- | kinds of selling points for a product, ap- 


| proaching it from every angle. A mimeo- 
| graphed folder was given to all present 
which contained the lecture outline, in- 
| structions and suggestions for dealers, also 
several questions that each dealer was to 
| answer for himself. 

| At the conclusion of the talk the mem- 
| bers asked several questions vital to their 
| business interests which were answered in 
|a practical and very satisfactory manner. 

Ernest Johannesen, president of the Bal- 

| timore Association, was an interested vis- 
| itor, and he complimented the local asso- 
| ciation on the educational plan they had 
| laid out which should surely make better 
merchants and yield more dollars. 

At the conclusion of the meeting a play- 
let entitled “The Evolution of a Hardware 
Merchant” was presented by Henry Diss- 

| ton & Sons, Inc., Philadelphia, Pa. George 

KX. Hopf of the same organization ren- 
dered several beautiful selections on a Diss- 
ton (M. S.) musical saw. 


in the Fulton Street, New York, retail ex- | 


perimental store in 1913. The next year 
he was made an outside salesman, cover- 
ing parts of Brooklyn and New Jersey. 
Later he managed the retail store on Forty- 
second Street, New York, and in 1920 be- 
came manager of all the company’s retail 
experimental stores located in strategic 
points throughout the country. For the 
past two years Mr. Wilson was manager 
of the New York branch. His office was 
at headquarters, 1 West 
Street. 

During the war Mr. Wilson served as 
a lieutenant of artillery. He was a mem- 
ber of the Allied Paint Traveling Sales- 
men’s Association and was well known 
and popular among salesmen and dealers. 
He is survived by a widow and one 
daughter. 


Mrs. Warner Succeeds Husband 


Announcement has made of the election 
of Mrs. Leon C. Warner to the presidency 
of the Warner Hardware Co., Minneapo- 
lis, Minn. Mrs. Warner succeeds her hus- 
band, who died last month. The other offi- 
cers of the corporation are unchanged. 


Forty-seventh | 


Ken-Wel Co. Now Operating in 
Large Factory in Utica, N. Y. 


The work of removing the various de- 
| partments of the Ken-Wel Sporting Goods 
| Co., Gloversville, N. Y., to the company’s 
|new home in Utica, N. Y., is completed 
| and the plant is now in full operation. 
This company had its start in a small 
| building in Gioversville eight years ago 
and has expanded from time to time as 
| conditions warranted. Last year it became 
evident that additional room was again 
needed, and that the prominence of the 
company made a more advantageous loca- 
‘tion desirable. After a careful survey of 
| possible locations, a modern factory build- 
|ing in Utica. was secured. This building 
contains two and one-half times the floor 

space of the Gloversville plant, and the 
| four nearby railroads provide excellent 
| shipping facilities. 

The present officers of the company are: 

Allen E. Kennedy, president; Bert Ken- 
inedy, vice-president; Dr. M. Kennedy, 
| treasurer, and John Kennedy, secretary. 
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Howard F. Hudson of Australia 
Visiting American Factories 


Howard F. Hudson, 352 Kent Street, 
Sydney, Australia, is in the United States 
visiting manufacturers with the object of 
keeping up to date in the various items of 
hardware which are sold or can be sold in 
his country. : 

Mr. Hudson is a manufacturers’ agent, 
dealing in metal, hardware and allied lines, 


which he sells to the Australian jobbers. | 


Trading in that capacity, he has entree to 
all the jobbing trade of Australia. He 
maintains permanent offices in both Syd- 
ney and Melbourne, and is a recognized 
factor in the Australian hardware field. 

After a visit to the factories of the 
East, he plans to return to Australia via 
Vancouver, stopping at the principal trade 
centers of the United States en route. This 
is one of his periodical trips to this coun- 
try, which occur every five years. 

Mr. Hudson comments on the fact that 
Australia is rapidly developing its sec- 
ondary or manufacturing industries. He 
believes that, as time goes on, those prod- 


ucts coming under the category of semi- | 
his | 
country’s industries, will be imported in | 


manufactured materials required by 
ever increasing volume. 


His direct mission at this time is to es- 


tablish contacts and make arrangements | 


for handling finished products or lines, not 
manufactured in Australia, as that is the 
type of business on which his firm concen- 
trates. 


Porcelain Companies Merge; 
Form Porcelain Praducts, Inc. 


An important merger in the porcelain 
industry has been announced. Six large 
companies have merged into the Porcelain 
Products, Inc., whose general offices will 
be at Findlay, Ohio. 

The companies in this merger are: The 
Cincinnati Porcelain Co., the Federal 
Porcelain Co., General Porcelain Co., Ra- 
venswood Porcelain Co., the Findlay Elec- 
tric Porcelain Co. and the National Elec- 
tric Porcelain Co. The executive personnel 
of these companies will continue active in 
the new corporation, and broader service 
will be established from the plants located 
at Carey and Findlay, Ohio, and at Par- 
kersburg and Ravenswood, W. Va. 


Salt Lake Hardware Co. Buys 
Colorado-Utah Hardware Co. 


The Salt Lake Hardware Co., Salt Lake 
City, Utah, has just completed the pur- 
chase of the Colorado-Utah Hardware Co., 
Grand Junction, Colo. This company has 
been doing a strictly wholesale business, 
and it is the intention of the purchasing 
company to continue it along the same 
lines. 

The purchase is in conformity to a plan 
of extension inaugurated last March when 
the Salt Lake Hardware Co. purchased the 
assets and good-will of the Northrop 
Hardware Co., Boise, Idaho. For the time 
being that branch is being conducted un- 
der the name of the Northrop Hardware 
Co., but eventually it is expected the name 


will be changed to the Salt Lake Hard- 
ware Co. 
ae: 
general manager of the Salt Lake Hard- 
ware Co., in a letter to HARDWARE AGE, 
makes it very plain that the company’s plan 
|of expansion is in no sense along retail 
| lines but is exclusively wholesale; that it 
| has no interest in any retail establishment 
| anywhere ; that its policy is strictly one of 
| wholesale distribution of hardware. 

The acquiring of the_two new branches 
will enable the Salt Lake Hardware Co. to 


give a more complete and rapid service to |! 


| the retail merchants in Idaho, eastern Ore- 
pe southern Montana, Utah, the western 
section of Nevada and the western slope 
of Colorado. 





|New Catalogs Brought Out by 
Peden, Southern Hardware 
House © 


Instead of putting out a general catalog | 


| this year, Peden Iron & Steel Co., Houston 
and San Antonio, Tex., are issuing eight 
sectional catologs, of which the “Marine 
Hardware and Supplies” catalog is the first 
off the press. 

The departments covered in the other 

sections are: Automobile accessories, sport- 

ing goods, household goods, agricultural 
implements, oil well supplies, machinery, 
| machine tools, mill supplies and contractor 
| supplies, builders’ hardware, roofing, re- 
inforcing steel and general hardware. A 
new line added by this company is the 
Schick safety razor. 

E. D. Peden, secretary of the company, 
announces the following changes in the 
sales organization: W. D. Wagner will be 
in charge of the Corpus Christi territory, 
and C. O. Morrow the western Louisiana 
section. C. M.-/Scholl is now in charge 
of the general hardware department and 
H. F. Smart is handling the Heath and 
Milligan paint lines. 





Mfrs. Appoint Committee to 
Survey Marine Hardware Line 


Marine hardware manufacturers and dis- 
tributers at the recent convention in At- 
lantic City, N. J., appointed a committee 
to survey the entire marine hardware line 
with a view of preparing a simplified prac 
tice program, in cooperation with the Divi- 
sion of Simplified Practice, Department of 
Commerce, Washington, D. C. 

The committee consisted of: George C. 
Soule, Marine Hardware Equipment Cox 
South Portland, Me., chairman: C. F. 
Herrmann, Wilcox, Crittendan Co., Mid- 
dletown, Conn., and D. S. Laughlin, 
| Thomas Laughlin Co., Portland, Me. 








Whitbridge Succeeds Bush As 
Pres. of Buckeye Casting Co. 


S. P. Bush has recently resigned as 
president of the Buckeye Steel Castings 
Co., Columbus, Ohio. Mr. Bush has been 
| with the company for 28 years, 20 years of 
| which were served as president and gen- 


| eral manager. J. C. Whitbridge, who has 





| been vice-president and a member of the | 


| board, was elected to the presidency to 
' succeed Mr. Bush. 


A. Schweikhart, vice-president and | 
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| United Chromium, Inc., Elects 
| Officers for Ensuing Year 


| The first meeting of the board of direc- 
tors of United Chromium, Inc., was held 
| in New York City on Oct. 5. 

The following officers were elected: 
| Frederick S. Wheeler, chairman of board 
of directors; F. H. Hirschland, president ; 
| Andrew E. Baldwin, vice-president; John 
T. Pratt, Jr., secretary; F. M. Becket, 
sillings, assistant treas- 


treasurer; W. H. 
urer. 

Committees on Research, Patents and 
Protection of Patents were appointed by 
the president, and an extensive plan for 
continued research and experimental work 
was outlined and approved by the board. 

For the present the offices of United 
Chromium, Inc., will be located at 30 East 
Forty-second Street, New York City. 


Knapp & Spencer, Sioux City, 
Iowa, Issue Frost Bulletin 


A very helpful compilation of dates of 
| the first killing frosts in lowa and the corn 
belt, as taken from the Government rec- 
ords, has been issued by Knapp & Spencer, 
hardware jobbers at Sioux City. These 
records extend over a period of 35 years 
and indicated that if conditions were aver- 
age the date of the first serious frost could 
be fairly accurately estimated. 

The idea of issuing such a bulletin will 
no doubt be of interest to jobbers in other 
parts of the country, where frosts are a 
serious factor in the business situation. 

The dates as given by the Knapp & 
Spencer bulletin are as follows: 


5 Oct. 9, 1915 
Sept. 17, 1889 Sept. 13, 1902 C : 
Sept. 29, 1890 Sept. 16, 1903 Sept. 29, 1916 








Oct. 6, 1891 Oct. 23, 1904 Oct. 8, 1917 ; 
Oct. 8, 1892 Oct. 20, 1905 Sept. 18, 1918 
Sept. 25, 1893 Sept. 30, 1906 Oct. 11, 1919 


12, 1907 Sept. 30, 1920 
29, 1908 Oct. 4, 1921 
12, 1909 Oct. 9, 1922 
22, 1910 Oct. 19, 1923 
~ pone Nov. 2, 1924 
11, 1913 Oct. 9, 1925 
25, 1914 Sept. 25, 1926 


Oct. 
Sept. 
Oct. 
Oct. 
Oct. 
Sept. 
Oct. 
Oct. 


Sept. 30, 1894 
Sept. 27, 1895 
Sept. 19, 1896 
Sept. 17, 1897 
Oct. 6, 1898 

Sept. 20, 1899 
Sept. 17, 1900 
Sept. 17, 1901 





Hardware Dealers and Salesmen 
New York Meeting Nov. 4 


Members of the North Jersey Hardware 
& Supply Dealers’ Association, Brooklyn 
Hardware Association, Westchester County 
Hardware Dealers’ Association, Manhattan 
and Bronx Hardware and Supply Dealers’ 
Association, and of the New York Hard- 
| ware Boosters will meet jointly in the Blue 
| Room of the Hotel McAlpin, New York 
| City, on Nov. 4 at eight o'clock. 

The meeting is being sponsored by the 





New York State Retail Hardware Asso- 
ciation, under the direction of Secretary 
John B. Foley, who is being aided locally 
by N. R. H. A. President R. J. Atkinson, 


and Edward J. Ferguson, president, Man- 


| hattan and Bronx Association. Rivers 
Peterson, editor, Hardware Retailer, will 
be the speaker. Refreshments will be 
| served. 














Se 
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American Radiator Co. Plans 
Buying Kewanee Boiler Co. 


Negotiations have been inaugurated for 
the acquisition by American Radiator Co., 
New York City, of the property and as- 
sets of Kewanee Boiler Co. of Kewanee, 
Ill., whose activities for 35 years have 
been the production of steel boilers for 
heating; this product will supplement the 
line of cast iron heating boilers now man- 
ufactured by American Radiator Co. and 
enable it better to serve larger structures, 
comprising apartment houses, hotels, and 
office buildings. If the purchase is con- 
summated it is contemplated that the or- 
ganization of Kewanee Boiler Co. will be 
taken over intact. The basis of negotia- 
tions involves payment in cash and in 
common stock of American Radiator Co. 





Court Appoints Receivers for 
Wickwire Spencer Co. 


The Wickwire Spencer Steel Co., Inc., 
voluntarily went into receivership under 
date of Oct. 22. 

Edward C. Bowers and Charles L. Feld- 
man were appointed receivers by the court. 

Mr. Bowers was for the past two years 
president of the corporation and his ap- 
pointment as active director of affairs de- 
notes greatest confidence in his direction 
of the company’s business and in his ability 
to carry on to successful termination the 
present readjustment proceedings. It is 
expected they will make the company one 
of the strongest financially in its line of 
endeavor. His appointment has insured 
the retention of the present organization 
which covers administrative, operating and 
selling. All the plants will be operated as 
heretofore without shut-down. Any un- 
filled commitments on the books of the 
company will be successfully handled as 
will future business that is placed with 
them. There will be no rearrangement of 
the selling organization in any respect and 
sales contacts which customers have had 
will be maintained as in the past. 

The American Wire Fabrics Corpora- 
tion, Chicago, while it is a subsidiary of 
Wickwire Spencer Steel Co., Inc., is not in 
the receivership and in no way affected by 
these proceedings. 


G. A. Biesecker of Du Pont Co. 
Advanced to Sales Director 


Announcement is made of the appoint- 
ment of Guy A. Biesecker as director of 
sales of the Paint, Varnish and Lead Di- 
vision of E. I. du Pont de Nemours & 
Co., effective on Nov. 1. 

Mr. Biesecker has long been identified 
with the paint and varnish industry, hav- 
ing entered the employ of the old Harrison 
Brothers & Co., Philadelphia, Pa., in 1905. 
Beginning his business career as a stenog- 
rapher, he was transferred to the sales 
department and was engaged in selling for 
eleven years. For two years following 
the taking over of the Harrison business 
by the du Pont company, Mr. Biesecker 
continued as a salesman and was then ad- 
vanced to the position of assistant man- 
Further advancements came with 


ager. 





his appointments ars district sales manager 
and later trade sales manager. 

In his new position, Mr. Biesecker will 
direct the work of one of the largest 
forces of salesmen in the paint, varnish 
and lead industry. 








G. G. Hein, general man- 
ager, Milwaukee Circulat- 
ing Pump Co., Milwau- 
kee, Wis., which recently 
took over the Blackhawk 
Mfg. Co. Milwaukee, 
makers of the American 
Grinder line 











I. C. Hattabaugh Passes On 


I. C. Hattabaugh, former president of 
the Inland Empire Implement & Hard- 


ware Association, passed away la onth ca : 
P Sereda | new building is completed, on or about 


| May 1, 1927, it will be used as general 


at his home in Lewiston, Idaho, at the age 
of 76. 

Mr. Hattabaugh was a native of Indiana 
and settled in Idaho in 1878. Later he was 
connected with the Butterfield-Elder Im- 
plement Co. at Moscow and from 1901 and 
1909 managed the Grangeville Implement 
Co. He is survived by his widow, his son 
and two sisters. 


N. L. & K. W. Zeagler Move 
from Denver to Los Angeles, 
Cal. 


N. L. and K. W. Zeagler, manufactur- 
ers’ representatives of Denver, Colo., have 
moved their offices to 308 S. Spring Street, 
Los Angeles, Cal. They will now devote 
all their time to the three Pacific Coast 
States, the inter-mountain territory having 
been released. Under the new arrange- 
ment, K. W. Zeagler will concentrate on 
Oregon and Washington while N. L. Zeag- 
ler will serve the California trade. 

At the present time they represent the 
Forged Steel Products Co., Newport, Pa.; 
Barcalo Mfg. Co., Buffalo, N. Y.; Fors- 
berg Mfg. Co., Bridgeport, Conn.; Amer- 
ican Rule Mfg. Co., Brooklyn, N. Y., and 
E. T. Fraim Lock Co., Lancaster, Pa. 








District Distributers Named 
by Standard Electric Stove 


The Standard Electric Stove Co., 1718 
N. Twelfth Street, Toledo, Ohio, has ap- 
pointed Barkley, Bauder & Close, 10 High 
Street, Boston, Mass., as district represen- 
tatives of the New England States, with 
the exception of Fairfield County, Conn., 
which is handled from the New York of- 
fice. 

Two large jobbing houses will now dis- 
tribute the Standard products, E. B. Lat- 
ham & Co., New York, will cover south- 
ern New York, northern New Jersey and 
Fairfield County, Conn. Jones-Beach & 
Co., Philadelphia, Pa., will handle eastern 
Pennsylvania and New Jersey. 





Frank E. Moulton Dies 


Frank E. Moulton, well known to the 
sporting goods trade, passed away recently 
at his home, 1060 West Woodruff Avenue, 
Toledo, Ohio. He had been ill only a very 
short time and his death was not expected. 

During his business career he had been 
connected with Bostwick-Baum Corp., To- 
ledo, Ohio; Simmons Hardware Co., St. 
Louis, Mo.; Standard Simmons Co., To- 
ledo, Ohio; Utica-Duxbak Corp., Utica, 
N. Y., and Draper & Maynard, Plymouth, 
N. H 


Mr. Moulton was one of the best known 
and well liked sporting goods salesman and 
he will be missed by his many friends in 
the trade. 





Congoleum-Nairn, Inc., Plans 
Addition to Kearny Plant 


Plans have been filed by Congoleum- 
Nairn, Inc., for the erection of a $400,000 
building adjacent to the company’s lino- 
leum plant at Kearny, N. J. When this 


headquarters for all executives and busi- 
ness departments of the company. 

Every modern feature for efficient trans- 
action of business and for the convenience 
of guests will be installed. 





S. C. Swain Now Buyer with 
Higginbotham-Pearlstone, 
Dallas, Texas 


The Higginbotham-Pearlstone Hardware 
Company, of Dallas, Tex., which succeeded 
the Maroney Hardware Company of that 
cty, has engaged S. C. Swain as buyer. 
Mr. Swain was formerly sales manager 
and in charge of the sporting goods de- 
partment of the Maroney company. M. P. 
Neal, who has been buyer for this com- 
pany, has gone to Shreveport, La., where 
he intends to engage in business. 





S. V. Brooks, Bluefield, Takes 
New Position 


S. V. Brooks has resigned his position 
as vice-president of the Bluefield Supply 
Company, Bluefield, W. Va., to become 
sales manager of the Bluefield Hardware 
Company. 
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Knight & Wall. Tampa, Fla., 
Purchase New Property 


The increasing scope of business of 
Knight & Wall, Tampa, Fla. has made 
necessary the purchase of the northeast 
corner of Water and Jackson Streets, 
which adjoins the company’s property. 
The price paid was approximately $140,000. 
This property will eventually become part 
of the present plant, which already covers 
about two blocks. Jerry G. Wall, general 
manager, said that they probably would 
remodel the buildings and put them to some 
use in the general scheme of the business. 

Knight & Wall, whose trade territory 
embraces the whole State of Florida, as 
well as territory in adjoining States, also 
maintain a large branch in Havana. 


John F. Robinson Dies, 
Veteran Massachusetts Dealer 


John F. Robinson, who for forty years 
conducted a hardware store in Ware, 
Mass., passed away recently in his home 
in that place. Mr. Robinson was born in 
1859 and came to Ware when a small 
child. He attended the local schools and 
later went into his father’s hardware and 
furniture store. He bought his father’s 
business in 1877 and started out for him- 
self under the firm name of John F. Rob- 
inson & Co. 

Mrs. Robinson survives her husband as 
do their two children. 


Robert W. Gillispie Heads 
Jeffrey Manufacturing Co. 


Robert W. Gillispie has been elected 
vice-president and general manager of the 
Jeffrey Mfg. Co., Columbus, Ohio. 

Mr. Gillispie was with the Bethlehem 
Steel Co. for a number of years, and pre- 
vious to that general sales manager of the 
Pennsylvania Steel Co. He joined the Jef- 
frey Company in 1926 as vice-president 
and assistant general manager. 


C. H. Harley Sells Interest in 
P. N. Harley Hardware Co. 


C. Howard Harley has sold his interest 
in the P. N. Harley Hardware Co., Way- 
cross, Ga., to his brother, P. N. Harley, 
who was his partner in the business. This 
company ranks among the older business 
institutions of Waycross, having been es- 
tablished for about 25 years. Mr. Harley 
plans to reenter the hardware field in the 
early part of 1928, and will need catalogs 
from jobbers and manufacturers. 


Henry Disston & Sons Open 
Tacoma Branch 


Henry Disston & Sons, Inc., have re- 
cently opened a stock room, repair shop 
and office at Tacoma, Wash. This branch 








will serve the great lumber industry of 
that locality. The personnel of the branch 
includes: P. G. McCane, manager; W. W. 
Gill, city salesman; Thornton Davis, of- 
fice manager, and V. F. Scales, who is both 
a repairman and a filer on band and cir- 
cular ‘saws. Mr. Scales will be in charge 
of the shop. 


C. T. Aid Says “Howdy” on 
75th Birthday 


A refreshing idea has just been put to 
use by C. T. Aid of the Aid Hardware 
Co., West Plains, Mo. On his 75th birth- 
day, which event occurred on Oct. 19, Mr. 
Aid sent out the accompanying greeting to 
the entire mailing list. The card was 


printed with a bright red border and read 
as follows: 






GREETING 











It has long been customary that, 
when a poor man passes on to 










Glory, his friends are noti- 
fied; and many rejoice accord- 
ingly. 





Wishing to reverse this cus- 
tom, I take the pleasure of let- 
ting my friends know that today 
is my 75th birthday; feeling well 
and going strong; work nine 
hours a day; eat three meals a 
day, and am still on the pay roll. 

Yours truly, 
G. 2 .sAED: 
President, Aid Hardware Com- 
pany, West Plains, Mo. 
Oct. 19, 1927. 








HU 00A00U UTGNEpeNATECOULAANOUEAENO ANE NA 





$100,000 Hardware Warehouse 
Being Built by Huey & Philip, 
Dallas, Texas 


The Huey & Philip Hardware Co., 
Dallas, Tex., will erect a large warehouse 
at Griffin, Collin and Magnolia Streets, 
Dallas, the cost of which is reported to be 
very close to $100,000. 


George Allen Prescott Dies 


Death suddenly called George Allen 
Prescott, a former hardware man, re- 
siding in Tawas City, Mich., for he passed 
away on Oct. 18. 

Mr. Prescott was born in Reynoldsville, 
Pa., 65 years ago and came to Tawas City 
with his father when he was 19 years old. 
They conducted a hardware store at that 
place for a number of years. 

In 1895 he was elected State Senator 





and later reelected, and in 1905 was elected 


Secretary of State. Mr. Prescott was 
active in business and political life in the 
State for many years. 


George Hamburger Co. to Repre- 
sent Goodell-Pratt in Inter- 
Mountain Territory 


Goodell-Pratt Co., Greenfield, Mass., 
have appointed the George Hamburger Co. 
of Denver as representatives to handle their 
full line in the inter-mountain territory 
tributary to Denver, Salt Lake and other 
distributing centers in that locality. 


Liberty Gauge & Instrument 
Appoints N. Y. Representative 


The Liberty Gauge & Instrument Co., 
Cleveland, Ohio, has announced the ap- 
pointment of the General Electrical Appli- 
ance Service organization, located at 112 
West Forty-second Street, New York City, 
as its sales and service representatives for 
Metropolitan New York. 

A showroom and service department will 
be maintained for the convenience of the 
company’s customers. The personnel of 
this New York organization consists of 
William G. Bissett, Robert J. Bissett, Wal- 
ter F. Bissett and James Bissett. 


William J. Bresee Dies 


William Jarvis Bresee, senior partner of 
Dye & Bresee Hardware Co., Towanda, 
Pa., died recently at his home in that place. 
Mr. Bresee was in his seventy-third year, 
and had been suffering from a prolonged 
illness. 

He was born at Morris, N. Y., on May 
7, 1855, and received his education in local 
schools. In 1877 he came to Towanda and 
entered into a partnership in the hardware 
business with his brother-in-law, the late 
A. D. Dye. For the past fifty years Mr. 
Bresee worked continuously to better serve 
his many customers and to do his best for 
the community. 

He is survived by his widow, two sons 
and several grandchildren. H. K. Bresee 
is now president of the company and C. J. 
Bresee is vice-president. 


Stratton & Terstegge, Louisville, 
Ky., Makes Sales Force Changes 


Stratton-Terstegge Company, Louisville, 
Ky., have recently made some changes in 
their sales force. Reese Stewart, of Pike- 
ville, Ky., has been added to the force and 
will cover the Pike County territory, be- 
ing well known in that section. W. H. 
Murdock, of Greenwood, Miss., will travel 
the Delta section of Mississippi. Major 
O. H. Allen, late of the U. S. Army, will 
take the Owensboro, Ky., territory, and 
H. Allen Sanders has been transferred 
from the Huntington, W. Va., territory to 
the southeastern Arkansas territory. 
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The La Kel Surface Finisher 


| 
Herbert Cliffe, Bourse Bldg., Philadel- | 
phia, Pa., is the general sales agent ior | 
The La Kel Surface Finisher, estar 
placed on the market. This machine has | 
been designed for use in several jobs, | 
such as a portable bench tool for sanding | 
bevel edges, correcting errors in band saw 








| weighing 12 oz. 


cuts and surfacing floors, etc. It is not a 
large machine and is able to reach in nar- 
row closets and odd-shaped nooks and 
corners. 

The La Kel is equipped with both a disc | 
and drum which are interchangeable with- | 
out loss of time. Both are padded with | 
high grade felt. The renewal of sand- | 
paper is made easy by a special patented | 
device. Either alternating or direct cur- 
rent may be used with the 1/3 h.p. motor 
which gives the disk or drum 2600 r.p.m. 

A four-inch Babbitt bearing provides | 
smooth action and the rollers conform to | 
the floor giving perfect flexibility, and the 
direction of the rotation can be changed 
in a few seconds. This machine is sturdy, 
yet simple in construction, heavy enough 
to be durable, yet light enough to be por- 
table. 

There is an automatic pressure release, 
disengaging the machine from the work 
when the hand that guides it is removed. 
One important feature is a dust collector 
which collects the dust from the floor and 
saves it from being blown around. 

The La Kel comes complete with 25 ft. 
of cord, switch and 12 sand paper disks 
and 12 sandpaper sheets, measuring 4 by 
12 in. 





Useful for the Smoker 


“The Cunningham,” a sturdy yet dis- 
tinctive cigar and cigarette lighter, has re- 
cently been placed on the market by Cun- 
ningham Mfg. Corp., 155 Lafayette Street, 
New York City. This lighter is made in 
one piece which eliminates unnecessary 





parts. There are no buttons to press or 
steel wheels to soil the fingers, as the aux- 
iliary wheel does the lighting. Cunning- | 


ham Lighters are manufactured in two 
sizes and in white gold or white platinoid 
finishes. These lighters are also mounted 
on Onyxite Ash Trays with artistic statu- 
ettes. 


National Baseball Dart Game 


The National Game of Baseball Darts, | 
manufactured by George A. Frank Co., | 
916-18 North Thirtieth Street, Philadel- 
phia, is being distributed by J. F. Hoffman, 
1033 Drexel Building, Philadelphia, Pa. 
This game is offered in two styles. Style 
A consists of an attractive four-colored 
lithographed card, 22 in. square, ready 
to mount; three heavy loaded darts with 
stay-tight pins, one pad of game score 
sheets, one tally card, and a sheet of sim- 
plified rules. All shipped in a mailing tube 


Style B consists of the same card mount- 
ed on both sides (making two games) on 
a special jointed soft wood board 24 in. | 
square, six darts, score paid and tally card, 
and fittings for convenient hanging. This | 
set is packed in a box weighing 7 lb. The 
object of the game is to stand at a dis | 
tance and throw the darts at the card, | 
which is laid out like a baseball diamond. 
There are several bull’s-eyes, with the | 





home-run score in the center. This game 
can be played by anyone, and great inter- 
est is aroused in trying to place the darts | 
where they will best score. 


Detroit Torch No. 36 


An improved line of torches is being of- 
fered to the trade by Detroit Torch & 
Mfg. Co., 12057 Cardoni Avenue, Detroit, 
Mich. 

No. 36, one of this line, has a quart ca- 
pacity tank, made with a rounded top to 
prevent bulging. A new burner is said to 





give excellent results under all conditions. 
The inner and outer collar, which is cast 
integral with the burner tube, reflects the 
heat and assists in the generation. A pow- 
erful pump is set on an angle in the tank, 
where it is always accessible for adjust- 
ment. 

The torch has a satin finish and weighs 


| 3% Ib. 


The Sanette Dishwasher and Dryer 


Dishpans, greasy dishwater and dish- 
rags are eliminated from the housewife’s 
kitchen by a new dishwasher and dryer, 
recently placed on the market by The 
Sanette Corp., 129 Charlton Street, New 
York City. “The Sanette,” the name 





of this product, has many features which 
will appeal to the woman in her effort to 


have nice looking hands and yet clean-and 
shining dishes. 

After scraping the dishes they are placed 
in the special wire tray. “The Sanette” is 
attached to the hot water faucet and the 
water pours out of the soap chamber in a 





| warm sudsy stream. When the dishes are 


clean, the bakelite knob is turned from 
“soapy water” to “clear” and the dishes are 
then rinsed with this hot water. The dishes 
dry themselves quickly. 

The soap chamber is made of solid brass 
and has a heavy nickel finish. The bake- 
lite knob will not heat, which prevents pos- 





sible burns in changing the water solution. 
The tube is of heavy corded rubber. There 
are two rubber washers with each outfit, 
in case one does not fit all types of home 
faucets. Two long handled brushes and 
the wire dish rack are included. 
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Speedy and Strong Roller Skate 


A roller skate designed particularly for 
high speed and strength is being manufac- 
tured by Samuel Winslow Skate Mfg. Co., 
Worcester, Mass. “High Speed Rubber 
Rolls,’ as the new skate is known, is 
equipped with rubber rolls that suggest 
balloon tires on disk wheels, their con- 
struction making them durable and non- 
collapsible. - The cones and ball cases are 





hardened, and eight high-grade 1%-in. steel 
balls are used in the assembly of each 
wheel. 

The company is prepared to furnish any 
of its four-wheel ball-bearing roller skates 
with these new high speed rubber rolls. 


The Arico Valve Tester 


A practical automobile engine 
tester has recently been placed on the mar- 





As the jaws of both heads project from 


“the same side of the handle, the wrench 


has a comfortable grip. The “Superrench” 





| is guaranteed against breakage and is fur- 
| nished in a wide variety of sizes for all 


| 
| 
| 


popular U. S. and S. A. E. standard nuts 
and cap screws. 


“Super-Suction” Force Pump 


A sturdily built force pump is being 


| manufactured by Rome Manufacturing Co., 


Rome, N. Y. The Rome “Super-Suction” 
Plumber’s Force Pump has a rust-proof 
brass cylinder which will stay clean and 
smooth on the interior, is easy to handle 
and is neat looking. The handle is made 
of cast iron, firmly attached to the steel 
rod, which in turn is screwed into the 
central metal part of the plunger, about 
which ample packing is fastened. 
plunger fits tightly against the interior 
walls of the cylinder. The bulb is made 


| from red, live India rubber and is pliable 


valve | 


ket by The American Hammered Piston | 


Ring Co., Baltimore, Md. It consists of 


a steel collar or socket, 


in which is affixed | 


a strong rubber bulb in the shape of a half | 


ball. 
placing the tester over the valve opening 
and pressing with the thumb or finger. 
Should the bulb yield to pressure, air is 
escaping, showing that the valve leaks; but 





if the bulb remains firm under pressure, 
the valve is properly seated. 

This instrument is called the Arico Valve 
Tester and comes in several sizes. 


The Obstruction “Superrench” 


J. H. Williams & Co., Buffalo, N. Y., 
has manufactured from chrome-molyb- 
denum steel a wrench designed to reach 
and turn nuts and bolts in awkwardly 
placed positions. Obstruction “Super- 
rench” with its narrow, pointed jaws and 
thin heads, with 75 deg. angle of open- 
ings, is especially designed for such jobs. 


The testing operation consists of | 





enough to adjust itself to the unevenness 
of the surfaces to which it may be placed. 
The diameter of the bulb is 6 in. % 
larger than the popular brand. 

When the handle of the pump is raised, 
there is a strong suction, and when it is 
pushed down, there is a good force. The 
pull or suction loosens the obstruction and 








the drive or force carries it away. Weight, 
3 Ib. 


General “No. 100” Wheelbarrow 


A new wheelbarrow has been announced 
by General Wheelbarrow Co., Cleveland, 
Ohio. “No. 100” Wheelbarrow has a 3 
cu. ft. capacity and is designed for gen- 
eral work. It is painted orange and black, 
and is narrow enough to go through gates 


The | 


in. | 





and narrow passages, but has ample room 
between the handles for steady wheeling. 

The legs are permanently riveted of 
channel steel and have broad flat bottoms. 
The tray is of 18 gage lapped and welded 


steel, with a rounded narrow front which 
makes it easy for forward or sideway 
dumping. An 8-spoke wheel is mounted 





An added reinforcement 
consists of two strong steel braces from 
the frame to the front of the tray. The 
hardwood handles are grooved to fit the 
legs and are nicely finished. 

This wheelbarrow is quickly assembled. 
Four bolts through the frame and two to 
the front of the tray complete the job. 
There are no leg braces or cross braces 
to put together. 


on a %-in. axle. 


New Remington Display Panel 


Remington Arms Co., Inc., 25 Broadway, 
New York City, is now offering the “Shur 
Shot Shell” display panel, measuring 1254 
in. wide by 18 in. high. This panel has 
eight bright and cheerful colors, which 


tr 
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| blend well, giving life and attraction value. 





Dealers may obtain this display panel 
free of charge, postage prepaid, by writ- 
ing to the Remington Arms Co., Bridge- 
port, Conn., or giving an order to a Rem- 
ington representative. 


Trimo Tools Catalog Issued 


Trimont Mfg. Co., 55-71 Amory Street, 
Roxbury, Boston, Mass., has recently is- 
sued its 1927 catalog of Trimo Tools. This 
catalog describes, illustrates and lists the 
several types of wrenches and wrench parts, 
also the pipe vises, cutters and parts which 
the company manufactures. 
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Milwaukee Dealers Cash In On Food Show 


borhood hardware store in the large city ever at- 

tempted has just been successfully staged by the 
dealers in Milwaukee. In that city it has been the cus- 
tom for some years to hold an annual “Food Show” and 
in more recent years this exhibit has come to include 
demonstrations of many household appliances as well 
as food products. 

The popular interest in this annual event by the house- 
wives of Milwaukee caused L. F. Thamm, business man- 
ager of the Milwaukee County Hardware Merchants 
Association, to undertake a very extensive plan to im- 
plant a favorable impression of the city’s retail hardware 
stores in the minds of the buying public and particularly 
the women. 

Backed by the seventy-one members of his organiza- 
tion, Mr. Thamm contracted for approximately 2900 sq. 
ft. of exhibit space and erected a model store with show 
windows, display tables, wall show cases and the like. 
The Duluth Show Case Co., Duluth, Minn., cooperated 
to the extent of installing fourteen modern open-top 
display tables and 50 ft. of wall cases. Various manu- 


Or: of the best pieces of publicity for the neigh- 


facturers of household appliances furnished displays 
and, in several cases, demonstrators, and the whole place 
was given the appearance of a well managed hardware 
store arranged by departments. 


A total of over 100 





running feet of show windows ran around the display 
in which were attractively shown such items as cutlery, 
enamelware, woodenware, stoves. electric washers, paint 
and toys. 

It is estimated that, during the six days of the exhibit 
over 150,000 people visited the model hardware store. 
Dealers from the various sections of the city were in 
attendance at the display, the south side dealers, the 
north side and the west side each spending two days in 
meeting the visitors and explaining the merchandise 
shown. 

During the exhibit two dealers who had previously 
not been members of the Milwaukee organization asked 
to join, bringing the total membership up to seventy- 
three. Just what the actual results of the display will be 
is hard to tell but from the interest shown it is quite evi- 
dent that a most favorable impression was made. The 
Milwaukee dealers have for some time been advertising 
cooperatively in the daily newspapers and contracts have 
been signed for 14,000 lines of additional newspaper 
space to be used during the ensuing year. 

In addition to L. F. Thamm, the business manager, the 
officers of the association are: Earl R. Butters, president ; 
C. Wagen, vice-president ; Joseph T. Stollenwerk, treas- 
urer and Walter Reinhold, secretary. 


This elaborate exhibition 
of hardware at the Mil- 
waukee Food Show was 
staged by the Milwaukee 
County Hardware Mer- 
chants Association in co- 
operation with the various 
manufacturers of house- 
hold appliances and the 
manufacturers. of display 
equipment. It is esti- 
mated that over 150,000 
people visited the hard- 
ware store at the show. 
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General Market News 








Hardware Trade Expects 
Present Activity to Continue 


New York, Nov. 1.—A general survey of conditions in the hard- 
ware trade encourages the opinion that the next eight weeks will 
round out a very satisfactory year’s business. Aside from the active 
holiday trade which is commencing to get under way, the steady con- 
tinuance in sales of regular lines is reassuring. Building continues 
in good volume at the present time. 

The agricultural districts are expecting a better business than for 
several years past, as soon as the crops begin to be marketed in 


volume. 


Jobbers’ stocks are adequate and retailers are reported filling 
theirs in anticipation of increased business during the remainder 


of the year. 


Collections are improving to some extent. 





E. T. Trigg Predicts Big Year for 
Paint, Varnish Industry 


The coming year will be a prosperous 
one, the Presidential election having but 
little effect on business, it was predicted at 
Atlantic City, N. J., Oct. 24 by E. T. Trigg 
of Philadelphia, in an address before the 
annual meeting of the American Paint & 
Varnish Manufacturers Association and 


the National Paint, Oil & Varnish Asso- | 


ciation, in the Ambassador Hotel. 

Mr. Trigg, former president of the lat- 
ter association, declared that indications 
point to more active business for the paint 
industry in 1928 than during this year, add- 
ing that the greatest need of the industry 
is for more trained painters. 

“Ever since the war,” he said, “the num- 
ber of painters has decreased, and we must 
encourage school boards to continue com- 
mercial painting courses.” 

After stating that the paint industry an- 
nually imports 15,000,000 gallons of tung 
oil from China, Dr. H. A. Gardner of 
Washington, research chemist, asserted that 
a “fortune awaits purchasers of Florida 
waste lands if they turn them into tung 
oil groves rather than waiting vainly for 
home builders. So far, we have 3000 acres 
of Florida land developed to tung oil 
groves, but there should be 50,000 acres 
more. Florida trees only four years old 
produce as much tung oil as most of the 
trees ten years old in China.” 

Interchange of ideas between manufac- 
turers to advance scientific progress was 
urged by G. C. McEwen of Toronto, presi- 
dent of the Federation Paint & Varnish 
Production Clubs, meeting at the same 
time. 


Dollar’s Buying Power 68.4c. 
Says Prof. Irving Fisher 


Prof. Irving Fisher of Yale University 
announced Oct. 23 that the previous week’s 


| 


| 





prices, based on Dun’s quotations, aver 
aged 146.2 per cent of the pre-war level. 
The purchasing power of the dollar was 
68.4 pre-war cents, says the Journal of 
Commerce. 

Crump’s index for the week was 135.3. 

The Italian index for the week ended 
Oct. 15 was 484.5. 


Bank Debits Up 27.9 P. C. 
Says Federal Reserve Report 


Debits to individual accounts, as reported 
to the Federal Reserve Board by banks in 
leading cities for the week ended Oct. 19, 
1927, aggregated $15,315,000,000, or 27.9 
per cent above the total of $11,977,000,000 
reported for the preceding week, which 
included but five business days in many of 
the reporting centers. 

Debits for the week under review are 
$1,558,000,000, or 11.3 per cent above those 
for the week ended Oct. 20, 1926. New 
York City reported an increase of $1,072,- 
000,000, Chicago $166,000,000, San Fran- 
cisco $73,000,000, Los Angeles $33,000,000, 
Minneapolis $30,000,000 and Philadelphia 
$27,000,000, while Boston and Detroit re- 
ported reductions of $22,000,000 and $25,- 
000,000 respectively. 

Aggregate debits for 141 centers for 
which figures have been published weekly 
since January, 1919, amounted to $14,671,- 
000,000, as compared with $11,268,500,000 
for the preceding week and $12,920,135,000 
for the week ended Oct. 20, 1926. 


Plate Glass Prices Reduced by 
Leading Manufacturers 


Leading manufacturers announced Oct. 
15 a decline on plate glass which is said 


to average between 12 and 15 per cent. | 


No change is given or apparently ex- 
pected on window glass. 


Freight Loadings Show Increase 


for Week Ended Oct. 15 


Cars loaded with revenue freight for the 
week ended on Oct. 15 totaled 1,119,872, 
according to reports filed Oct. 25 by the 
railroads with the car service division of 
the American Railway Association. This 
was an increase of 19,320 cars above the 
preceding week, increases over the week 
before being reported in the loading of all 





commodities except ore and merchandise 
| and less-than-car-load-lot freight, but was 
a decrease of 82,908 cars under the same 
week last year but 13,863 cars above the 
same week in 1925. 

Miscellaneous freight loading for the 
week totaled 433,953 cars, a decrease of 
27,603 cars under the corresponding week 
last year. 

Coal loading amounted to 196,508 cars, 
a decrease of 26,412 cars under the same 
week last year. Grain and grain products 
loading totaled 52,333 cars, a decrease of 
154 cars below the same week in 1926. 
Live stock loading amounted to 40,776 cars, 
an increase of 25 cars above the same week 


| last year. 


Loading of merchandise and less-than- 
carload-lot freight totaled 268,473 cars, a 
decrease of 1803 cars below the same week 
last year. Forest products loading totaled 
66,490 cars, 6153 cars below the same week 
last year. Ore loading totaled 51,784 cars, 
| 17,352 cars below the same week in 1926. 
Coke loading amounted to 9555 cars, a de- 
crease of 3456 cars under the same week 
in 1926. 

All districts reported decreases in the 
total loading of all commodities, compared 
with the corresponding period in 1926, but 
all except the eastern, southern and north- 
western districts reported increases, com- 
pared, with the corresponding period in 
1925. 


Window Glass Demand Exceeds 
Production at Present Time 


The window glass situation last week 
has much in common with its history for 
a few weeks past. The demand is still 
leading production by a nice margin, with 
one noticeable feature—the sudden and 
very satisfactory demand for window glass 
from eastern concerns for Pacific coast 
states. One of Pittsburgh’s large produc- 
ers has been called upon to furnish rather 
large quantities of glass to the far west- 
ern states as well as enjoying a “larger 
than usual” trade in the Middle West, says 
the National Glass Budget. 

With the wage scales of all flat glass 
concerns with their cutters and flatteners 
now settled, there should be little to dis- 
turb the regular order of business for sev- 
| eral weeks to come. This should be of a 
| volume quite satisfactory to all. 























Good Volume of Future Buying Developing 


in Chicago—Prices Remain Unchanged 


(Chicago Office of HARDWARE AGE) 


CHICAGO, Nov. 1—There has been little change during the past week 
in the prosperously active conditions which surround the hardware 
trade in this section. Both wholesale and retail sales are running about 
equal to the same period last year which was considered very good. 

Future buying of spring merchandise is getting under way very nicely 
and indications are that the total volume of this class of business will 


considerably exceed the record of any recent year. 


One jobber reports 


that he has already booked more lawn mower orders for next spring de- 
livery than his entire current sales during the past season. 

The situation in the steel industry in this territory has changed little 
and activity continues to lag considerably behind earlier expectations 


except for some increase in buying by the railroads. 


Manufacturing 


conditions in general are rather irregular and automobile manufactur- 


ing is falling off sharply. 
Credit conditions throughout the 


Middle West are satisfactory as is 


to be expected at this season of the year. 





AUTOMOBILE ACCESSORIES.—The 
demand for winter items is not quite 
as heavy this year as usual, due prob- 
ably to a lack of any real cool weather. 


We quote from jobbers’ stocks 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
hdc. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 53c. each; A. C., 58c. each; 
lots of 100, 50c.; A. C. Special Ford, 


36c. each. 
Spot Light.— Appleton, No. 3280, 
$6.50 each. 


Chains.—Non-skid, duzen pair lots, 
35 per cent discount. 


Jacks.—National Standard, No. 21, 
$1.30 each. 
Pumps. — Rose, 1% in. cylinder, 


$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.75 each; regular 
cord, $6.60 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
30 x 3%, $1.45 each, 

AXES.—Axes are in season and sales 
are good. Prices remain unchanged. 

We quote from jobbers’ stocks 
f.o.b. Chicago: Single bit base weight 
axes, unhandled, at $14 per doz.; han- 
dled at $19.25 per doz.; double bit 
base weight axes, unhandled, at $19 
per doz.; handled at $24.50 per doz. 


BOLTS AND NUTS.—Prices are being 


well maintained and the demand is 
normal. 
We quote from jobbers’ stocks 
f.o.b. Chicago: Carriage bolts, cut 


thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE. — It is 
stated that jobbers will advance prices 
on plated butts shortly to conform with 
the manufacturers’ advance on Aug. 1. 
Sales are holding up well. 


We quote from jobbers’ stocks 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $1.92 
per doz. pair, case lots—less quan- 
tities, 12c. per doz. pair higher; 4 x 4 
steel butts, old copper and dull brass 
finish, $2.64 per doz. pair, case lots— 
less quantities 12c. per doz. pair 
higher; heavy steel bevel inside sets, 
$5.75 per doz. sets, case lots; steel 
bit-keyed front door sets, $1.45 per 
set; wrought brass bit-keyed front 


door sets, $2.49 per set; cylinder front 
door sets, $6 per set. 
CHAIN.—The demand is good, espe- 
cially for halter chains, cow ties and 
furnace chains. 

We quote from jobbers’ stocks 
f.o.b. Chicago: %-in. proof cow 
chains, $8.50 per 100-lb. Tenso Bull 
Dog and Brown coil chains, 50-10 
per cent discount, No. 00-4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 


considered low. 
We quote from jobbers’ stocks 
f.a.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount, 


ELECTRICAL MERC HANDISE.— 
There are no price changes. Business 
is continuing good on all electrical 
items. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Electrical merchan- 
dise—No. 14 rubber covered wire, 


$6.50 per 1000 ft.; in 1000 ft. lots, $6; 
No, 18 lamp cords, $12.50 per 1000 ft.: 
in 1000 ft. lots, $12; -in. brush 
brass key sockets, 1514c.’ each; two- 
way plugs, 45c. each, in lots of 10, 
40c. each; two-piece attachment 
plugs, 744c. each; dry cells, boxes of 
50, 32%c. each; less than case lots, 
36c. each, 

Electrical Appliances. — Iron, Hot 
Point, $4.20; lots of six, $3.89; Sun- 
beam $5; lots of six, $4.72. Table 
stove, Armstrong, $8. Percolator, 
Universal 9169, $16.65. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 766, pack- 
ages of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 770, pack- 
ages of 5, $3.17; No. 772, $2.62 each: 
packages of $5, $2.41; No. 486, $3.58 
each; No, 486, packages of 5, $3.33. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each. 


FILES.—Prices are firm and the de- 
mand is normal. 





We quote from jobbers’ stocks 
| f.o.b. Chicago: American files, 60-10 
| per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
| 50 per cent off list. 


GALVANIZED WARE.—With prices 
settled for 1928 the trade is ordering 
liberally for seasonable requirements, 
especially baskets for corn husking and 

' cans for kerosene heaters. 


We quote from jobbers’ stocks 
| f.o.b. Chicago: Standard galvanized 


Sales are fair and prices are generally | 


after made tubs, No. 1, $6 No. 2, 
5; No. 3, $8; 10 qt. galvanized 
made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60; 1 gal, all galvanized oil 
cans, special, $2 doz.; 2 gal., a 
doz.; 3 gal., $5.75 doz.; 5 gal., $7 doz.; 
1 bu. galvanized baskets, $6.20 doz. ; 
No. 26% bu, bailed galvanized meas- 
ures, $4.50. 


. 
| GLASS AND PUTTY.—The demand is 
| active and jobbers’ stocks are com- 
| plete. 
We quote from jobbers’ stocks 
f.o.b. Chicago: Single strength A, all 
brackets, 89 per cent discount; single 
strength B, all brackets, 90-5 per 
cent discount; double strength A, all 
brackets, 89 per cent discount; double 
strength B, ali brackets, 90-5 per 
cent discount; putty, pure grade, 
$4.25 per 100 «5 commercial, $3.50 
per 100 Ib. 
| GLASS SUBSTITUTES.—tThis is the 
| season of best demand for Cel-O-glass 
| (semi-transparent coated wire fabric) 
and Glass-cloth (tough-woven waxed 
cotton fabric) for inclosing poultry 
houses, service porches, garage win- 
| dows, hot beds, cold frames and the like, 
| where the passing of the sun’s ultra- 
| violet rays is desirable. 
We quote from jobbers’ stocks 
f.o.b, Chicago: Cel-O-Glass, 100 x 3 
ft., full rolls, $36.00 each; Glass-Cloth, 
150 x 3 ft., full rolls, $12.00 each. 
| GOLF GOODS.—Sales are beginning to 
drop off as the fall season advances. 


We quote from jobbers’ stocks 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 


medium grade, $1.35 each; Crawford- 


McGregor steel shaft wood clubs, 
$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each; Grand 
Slam wood clubs, $4.75 each; Grand 
Slam iron clubs, $3.35 each; U. S. 
Royal Golf Balls, $6.5 St. 


| Mungo Colonel Golf Bais, $056 doz. 
‘HANDLED HAMMERS AND 
| HATCHETS.—Dealers who keep tools 
| attractively displayed report growing 
sales in this department. Fancy tools 
of high quality are increasingly in de- 
mand for Christmas gifts. Local houses 
| report good early sales on nail ham- 
mers, motor axes, etc., especially boxed 
| for gift purposes. 
| HAMMERS.— 
We _ quote 


from jobbers’ stocks 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz., nail hammers, 
$6 to $8 doz. 


HATCHETS.— 

We quote from jobbers’ stocks 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 

HANDLES, TOOL.—Hammer handles 
are in large demand and the supply is 
searce. A good volume of general or- 
| ders is being received, with no price 
changes. 

We quote 
f.o.b. Chicago: 


from jobbers’ stocks 


Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
| ond growth hickory, $6.50 doz. 
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Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. | 


HINGES. — Jobbers announce that | 
prices will be advanced very shortly. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4 in., 88c.; 5 in., $1.16; 6 
in., $1.28; 8 in., $2.05; 10 in., $3.45 per 
dog. pair; extra heavy T hinges, in 
bundles, 4 in., $1.21; 5 in., $1.49; 6 in., 
$1.53; 8 in., $2.49; 10 in., $3.71 per doz. | 

HOCKEY STICKS.—Indications are for | 
a very good business with the advent of | 
colder weather. 

We quote from jobbers’ stocks 
f.o.b. Chicago: Boys’ Hockey stick, 
$2.00 doz.; Youths’ Hockey stick, $4.00 
doz. ; College Hockey stick, $8.25 doz.; 
Professional Hockey stick, $20 doz.; 
practice pucks, $2.25 doz.; official 
pucks, $3.50 doz. 


HUNTING CLOTHES.—The demand is 
very active and is increasing as the 
season advances. | 


ICE SKATES.—There is a large de- 
mand developing, especially for tubular 
skates. 


We quote from jobbers’ 
f.o.b. Chicago: Key Clamp, Rocker, 
men’s and boys’, bright finish, 75c. 
pair. Half Key Clamps, Rocker, 
women’s and girls’, $1 pair. Key 
Clamp, hockey, men’s and boys’, $1.20 
pair. Half Key Clamp, hockey, 
women’s and girls’, $1.40 pair. Tu- 
bular skates, men’s or women’s, racer 
or hockey, $5.50 pair. 


LANTERNS. — The sales season 
reaching its height and the demand 
good. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Long or short globe 
tubular lanterns, $13 per doz. net. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Sales are slowly improv- 
ing as the season advances. 

We quote from jobbers’ .stocks 
f.o.b. Chicago: Enterprise No. 25, 4 
qt., $8 each; No. 31, 6 qt., $8.65 each; 
No. 35, 8 qt., $9.50 each. 

NAILS.—Fall and winter sales are 
much ahead of old records for this sea- 
son, as there is more and more all- 
year building activity. No price changes. 

We quote from jobbers’ stocks 
f.o.b. Chicago: l.c.l. quantities com- 
mon wire and cement coated nails, 
current orders, $2.95 per keg base. 

PAINTS AND OILS.—The demand 
normal and prices are unchanged. 

We quote from jobbers’ stocks 
f.o.b, Chicago: 

Linseed Oil, Raw.—Barrel lots, 89c. 
per gal.; 5 barrel lots, 86c. per gal. 

Linseed Oil, Boiled. — Barrel lots, 
92c. per gal.; 5 barrel lots, 89c. per 
gal. 


stocks 


Ss 


_—_ 


_s 


Ss 





Denatured Alcohol. — Barrel lots, 
58i%4c. per gal.; steel drums, extra | 
$6 returnable. } 
Turpentine.— Drum lots, 66c. per | 
gal. net. p | 

White Lead.—100-Ib. lots, $13.75; | 


loo, N. Y. 


Townsend Hdwe. Co., C. Guy Townsend, prop., recently opened a store 


in Lumberton, N. C 


Bowbells Implement Co., Hanson & Frasaker, props., recently opened 
k 


a store in Bowbells, N. Dak. 
toi ha: 





St. Clair Ave., Cleveland, Ohio. 


The Sigworth Hdwe. Co. has moved to 15709 Madison Ave., Cleveland, 


Ohio. 


Sylvania Ave. Hdwe. Co. will occupy a new building, now under 
construction at Sylvania and Jackman, Toledo, Ohio. 

Morris Hdwe. Co., Morris, Okla., has recently been incorporated. 

H. M. Grugan has enlarged and has taken over additional space in 


Lock Haven, Pa. 


F. L. Spain.& Son have succeeded Spain & Hudson in Murfreesboro, 


Tenn. 


| activities. 


L. E. F s ded K. G. Hagen in Garrison, N. Dak. 
J. C. Mandel Hdwe. Co. will move from 12814 St. Clair Ave, to 12829 


lots, 


50-lb. lots, Tj 25-lb. $3.50; 
12%-lb. lots, $1.80. 
Shellac.—(414-lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
Dry Paste.—Barrel lots. 7c. per Ib. | 


PREPARED ROOFING.—Sales will be | 
lively until bad weather stops roofing 


We quote from jobbers’ stocks 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.50 per 
square; best grade talc surfaced, $2.65 
per square; medium tale, surfaced 
$2 per square; light tale surfaced, 
$1.20 per square; red rosin sheathing, 
$57 per ton. 


PYREX WARE.—Sales are normal for 
this time of year. 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks 

Bread Pans.—No. 212, $7.20 
No. 214, $12 doz. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz. ; 
No, 643, $14 doz. 

Pie Plates.—No. 208, 

No. 209, $7.20 per doz. 

Tea Pots.—2 cup, $21 doz.; 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$4 per set. 


ROPE.—Current demand is quiet; 1928 


doz. ; 


$6 per doz.; 


4 cup, 





orders are now coming in well. No 
price changes. 
We quote from jobbers’ stocks 


f.o.b, Chicago: No. 1 Manila standard 


brand 23%c. to 26c. per Ib.; No. 2 
Manila, 22%c. per lb.; No. 1 sisal, 
14%c. to 16c. per 1lb.; No. 2 sisal, 


13%c. to 15c. per Ib. 

SAWS.— The demand is_ seasonably 
good and prices are unchanged. 

We quote from jobbers’ stocks 
f.o.b. Chicago: Circular cord wood, 
20 in., $2.20 to $3; 22 in., $2.64 to $4; 

24 in., $3 to $4.50; 26 in., $3.50 to $5; 

28 in., $4 to $6; 30 in., $4.75 to $6.50. 
SASH CORD.—Prices are very firm 
and there is a good active demand. 

We quote from jobbers’ stocks 
f.o.b. Chicago: No, 7 standard brands, 
$8.15 per doz. hanks; No. 8, $9.15 per 
doz. hanks. 

SASH PULLEYS.—tThere is a satis- 
factory demand and prices are un- 
changed. 

We quote from jobbers’ stocks 
f.o.b. Chicago: Common sash pulleys, 
55¢c. per doz.; barrels, 50c. per doz.; 
Common sense, 2 in., 55¢c, doz.; bar- 
rels, 50c. doz.; No. 110, 50c. doz.; 
barrels, 45¢c. doz. 

SCREWS.—Prices are extremely low, 
sales are active, and manufacturers 





hope for a less competitive situation by 


| early 1928. 


We quote from jobbers’ stocks | 
f.o.b. Chicago: Flat head, bright 
screws, 75-20-35 per cent; round head, 
brass, 72%4-20-35 per cent; flat head, | 
brass, 72%-20-35 per cent: round | 
head, brass, 70-20-35 per cent. 


Verified News of Retail Stores 


Ward & Son have moved from Norfolk, N. Y., to 15 W. Main, Water- 


Main St., Del Rio, 
Rice Lake, Wis. 


etc., 
Wellesley, Mass. ; 


Co., in Scandia, Kan. 


Raymond Liles of Aurora, 


SKIS.—Colder weather is increasing 
interest and sales are good for so early 
in the season. 

We quote from jobbers’ stocks 
f.o.b. Chicago: 5 ft. Norway Pine skis, 
$1.05 per pair; 5 ft. Mahogany finish 
Magnolia skis, $1.60 per pair; 5 ft. 
Northern White Ash, $1.85 per pair. 


SLEDGES AND WEDGES. — Cooler 
weather brings the most active demand 
for chopping tools. Prices are without 


change. 
We quote from jobbers’ stocks 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5 Ib. and heavier, 


10c. per lb.; common wood choppers 
wedges, 7c. per Ib. 


SOLDER AND BABBITT.—Prices are 
a little firmer, though with no present 


change. Sales are good. 
We quote from jobbers’ stocks 
f.o.b. Chicago: Warranted 50-50 
solder, $38.50 per 100 lb.; medium 


45-55 solder, $37.50 per 100 lb.; tin- 
ners, 40-60 solder, $36.50 per 100 Ib.; 
high speed babbitt metal, $20 per 
100 lb.; standard No. 4 babbitt metal, 
$13 per 100 lb. 
STEEL SHEETS.—Prices are holding 
firm and sales are really quite good. 

We quote from jobbers’ 
f.o.b. Chicago: 28 gage galvanized 
sheets, $5.30 per 100 lb. ; 28 gage black 
sheets, $4.20 per 100 Ib. 

STOVE PIPE, FURNACE PIPE AND 
ELBOWS.—There is a really rushing 
seasonal demand, with a trend to the 
better and heavier grades. Prices are 
firm. 

We quote from jobbers’ stocks 
f.o.b, Chicago: 28 gage, 6 in. Blued 
Stovepipe, 13c. per ft.; 28 gage, 6 in. 
Corrugated Elbows, $1.45 per doz.; 


stocks 


17 in. Galvanized Coal Hods, $4.85 
per doz.; 17 in. Competition Coal 
Hods, $4.35 per doz. 

TOYS.—Toy sales are considerably 


ahead of last season. 


TRAPS.—The demand is steadily in- 
creasing as the fall season advances. 
We quote from jobbers’ stocks 
f.o.b. Chicago: No, 0, $1.10 per doz. ;: 
No. 1, $1.88 per doz.; No. 11%, $2.44 
per doz.; No. 2, $3.36 per doz. 





WRENCHES.—Prices are unchanged 
and sales are normal. 

We quote from jobbers’ stocks 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Stillson 
wrenches, 70 per cent discount: 
Trimo, 65-70 per cent discount. 

Snap-on Wrenches. — Radio and 
electrical sets in metal cases, $2.75; 
No. 101 Master Service Set, $13.75: 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $8.80; No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 90 Square Socket Set, 


$3.70; No. 1817 Giant “‘Snap-on’”’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 334% per cent 
discount. 


Roberts Hdwe. Co. has recently been opened on Pine St., in Abilene, 


ex. 
Bryan Kelly has — over the business of L. M. Wooten & Son on 
ex. 

Johnson-Forbes Hdwe. Co. has succeeded Quinn Bros. Hdwe. Co, in 


Among dealers in New England who have installed new display cases, 
are Lewis Zundell, 
and Andrew Curtain & Sons, Medford, Mass. 

The Nevine Hdwe. Co., Kinsley, Kan., has purchased the stock of the 
Tepe Hdwe. Co., of Dodge City, Kan. 

A. R. Meils has moved his store in Oxford, Kan., to South Summer St. 

E. T. Olson has purchased the hardware store of Robert Doctor Hdwe. 


Main St., Springfield, Mass.; Corkum Bros., 


Mo., has purchased the store of Curley 


ros. 
James Housey is moving to a larger store in Calhoun, Mo. 
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Good Crop Year in Northwest Territory 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, Nov. 1.—The Northwest tributary to the Twin Cities is 
enjoying the feeling of a good crop year, and merchants are expecting 


better business than for several years in the past. 


While farmers are 


not marketing their crops very rapidly, there is sufficient flow of crops 


to the market to make a change for the better noticeable. 


The feeling 


of optimism is general over the entire district. 
Prices are steady and firm, showing no tendency to change at the 


present time. 
tation of better business. 


Dealers are filling their stocks carefully with the expec- 
Collections are improving to some extent. 


With it all, the greatest effect of the crops, as far as the larger cities 
are concerned, will not be felt until after the first of the year. 


AUTOMOBILE TIRES.—With the ex- 


cellent Indian summer weather which | 


has prevailed for the past week or 
more, touring has been extended much 


longer than usual. Hunting parties also 
travel far by auto, and the demand for | 


tires has continued better than had been | 


expected. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty cord, $6.60; heavy duty 
pn Prong $8.75; 32 x 4 Liberty cord, 


$11.15; heavy duty oversize, $14.50; 
balloon size, 29 x 4.40, $9.65; 30 x 
5.25 $15.95; heavy duty, 32 x 6.20, 

26.75; tan tubes, 30 x 3%, $1.70; 32 x 
4, $2.60; 34 x 4%, $3.25; balloon tire 
tubes, gray, 27 x 4.40, $1.90; 29 x 4.40, 
2.95; 30 x 5.25, $2.70; 32 x 6, $3.20; 
32 x 6.20, $3.70 each net. 

AXES.—Sales are showing some im- 
provement, with stocks well filled. 
Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit base 
weight. $21.50; Plumb DeesGnansnt. 
single bit, unhandled axes, $14.5 


double bit, $19.50; handled single pit’ 
$19.25; double bit, $24.25 per doz. net. 


BOILER LIQUID, TILE. CLEANER 
AND RADIATOR STOP LEAK.—Sales 
show a good volume, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hercules tile and 
porcelain cleaner, $2 doz. less than 
gross lots and $1.90 doz. in gross 
lots; Hercules Radiator Stop Leak, 

8 oz. cans, 1, 2 and 3 dozen cans to 
the carton, $4.50 dozen; Hercules 
boiler compound, quart cans, $2.00 
each. 
BOLTS.— Demand is_ steady, with 
stocks well assorted. Prices have not 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Carriage and ma- 
chine bolts, all sizes, 60-5 per cent; 
stove bolts, 75-10 per cent; and lag 


ga 60 per cent from gtandard 
sts. 
BUILDERS’ HARDWARE.—The ex- 


cellent weather conditions are further- 
ing the efforts of the contractors in the 
building line, and increasing the sales 
of finishing hardware. Call is very 
good, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 3% x 3% steel 
butts, old copper and dull brass fin- 
ish, 19c. pair, in less than case lots, 
18c. pair in case lots; 4 x 4 steel, 
butts, old copper and dull brass fin- 
ish, 26c. pair in less than case lots, 
25c. pair in case lots; broad bevel 


steel inside sets, old copper or dull 





brass finish, one piece knobs. less 
than case lots, $7 doz. sets, case lots, 
$6.75 doz sets; steel bit-keyed front 
door sets, $1.60 per set; wrought 
brass outside trim, bit-keyed front 
door sets, $1.85 per set; cylinder 
front door sets, $6.50 per set. 

Light plain strap hinges, 3-in., 56c. 
doz. pair; 4-in., 75c. doz. pair; heavy 
plain strap hinges, 4-in., 98c. doz. 
pair; 5-in., $1.22 doz. pair; 6-in., $1.56 
doz. pair; light plain tee hinges, 3-in., 
62c. doz. pair; 4-in., 78c. doz. pair; 
heavy plain tee hinges, 4-in., $1.06 
doz. pair; 5-in. $1.20 doz. ve. 6-in., 
$1.40 doz. pair; 8-in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4-in., 
$1.28 doz. pair; 5-in., $1.58 doz. pair; 
6-in., $1.89 doz. pair; 8-in., $2.83 doz. 
pair; 10-in., $4.53 doz. pair net. 


CHAIN.—Sales are fair, with ample 
stocks on hand. Prices have not 
changed. 


We 
f.o.b. 


quote from jobbers’ stocks, 
Twin Cities: Log chain, 4% x 14, 
$13.85; % x 14, $10.90; % x 14, $10. 15; 
Proof coil chain, % in., $12 
$8.90; % in., $8.30, and’ % ‘in., $9.85 
ewt., net. 
COAL HODS.—Demand is increasing, 
with prices steady and firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.35; 18 in., $3.85; 
japanned funnel, 17 in., $4.30; 18 in., 
$4.90; galvanized open, 1/7 in., $4.65: 
18 in., $5.40; galvanized funnel, 17 in., 
$6; 18 in., $6.80 per doz. net. 

DAMPERS.—Sales are still very good, 
with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron, 6 in., 
wood handle dampers, $1.40, and cast 
iron, coil handle 6 in., $1.20 doz., 
net. 


DRAIN PIPE CLEANERS.—Sales are 


very good, with stocks well filled. 
Prices have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Economy Plumber, 
drain pipe cleaner, 1 lb. cans, $2 per 
doz.; 2 Ib. cans, $3.90. The 1 Ib. size 
is packed 1, 2 and 3 dozen to the car- 
ton and the 2 lb. size is packed 1 
and 2 dozen to the carton. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Sales are hold- 
ing up well for this time of the year. 
Prices show no changes. 

We quote from jobbers’ 
f.o.b. Twin. Cities: Eaves trough, 
28-ga., 5 in., S. B., slip joint, in 
crates, $5.50 ow 100 ft.; conductor 
pipe, 28-ga., 3 in., in ‘crates, not 
nested, $5.40 per 100 ft.; 3 in.,’ $1.73 
doz. net. 


FIELD FENCE.—Call for fencing has 
been and still is very good. Dealers are 
keeping their orders coming frequently, 


stocks, 


| 





Commencing to Show Its Effect 


to keep their stocks in good condition. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field fence, 10-ga., 
top and botton 13-ga. intermediate, 
6 in. stay, 26 in., $27.93; 32 in., $32.40; 
“4 in., $52.95; 47 in., $59. 74 ‘per 100 


GALVANIZED WARE.—Demand is 
good for much of this line, with ash 
cans and tubs leading. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.25; No. 2, $8; 
No. 3, $9.25; heavy tubs, No. iL. $12. 60; 
No. 3, $13.80; No. 3, $15; 
10 qt. pails, $2.55; 12 aqt., 
qt., $3.25; stock pails, 16 qt., 
and 18 qt., $5.50 per doz., net. 


GLASS AND PUTTY.—Call is still 
very good for these items, and dealers 
are watching their stocks carefully. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: A grade window 
glass, single and double strength, 
Minnesota prices 87 per cent, and 
strictly pure’ putty in 50-lb. contain- 
ers, $4.85 cwt., net. 


HAMMERS AND HATCHETS.—De- 
mand for small tools is still very good, 
due perhaps to the amount of construc- 
tion work in progress. Prices show no 
changes. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11% 
nail hammers, $12.60; Plumb 
HF81, $12; 
Riverside, 
broad hatchet, x 
ling, No. 2, $12.50; Claw, No. 2, $13.75 
doz. net. 


LAMPS AND LANTERNS.—Sales are 
showing a steady increase with the 
coming of shorter days. Stocks are well 
filled and prices firm. 


We quote from jobbers’ 
f.o.b. Twin Cities: Long 
globe tubular lanterns, No. 2, $13 
doz.; No. L327 Coleman lanterns, 
$5.25; No. L427, $6; No. C329 ae, 
$6.25; No. C318, $7; No. C713, $7.4 
each, net. 


OIL HEATERS.—Demand is_ very 
good, with stocks in good condition. 
Prices have not changed. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Nesco ao Oil 


stocks, 
or short 


heaters, No. 12, $5.50; No. 15, $7; No. 
016, $8.25; No. 0190, $10. 50: a 151, 
$7.50; No. 0161, $8.75; No. 0191, $11; 


No. 505, Giant, $11.25; No. 605, $12.75 
each, with discount in quantities less 
than ten, 30 per cent; ten or more, 
30-5 per cent. 


PAINTS AND WHITE LEAD.—This 
fall has been very good for painting 
and decorating, and the sales of paints 
and other materials reflect this condi- 
tion. Stocks are well filled, with prices 
unchanged. 


We quote from 
f.o.b. Twin Cities: rst grade house 
paints at $2.55 per gal., in 1-gallon 
cans; second grade house paint at $2 


obbers’_ stocks, 


per gal., in 1-gallon cans, and white 
—— in 100-lb. containers at $12.48 
ewt. 


PUMPS.—Sales are keeping up well in 
this line, with stocks ample for the call. 
Prices are unchanged. 




















We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming No. 440 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 Underground discharge 
windmill force, adjustable stroke, 
$14.35; No. 415, $14.65; No. 103, hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6-ft. set length, 
$5.25 each, net. 


REGISTERS.—Demand 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin. Cities: Cast iron regis- 
ters, 20 per cent, and wrought steel 
registers, 40 per cent from lists. 


REGISTER AND RADIATOR 
SHIELDS.—Call for this line of goods 
has been increasing rapidly with the 
starting of heating plants. Prices have 
not changed. 


is good, with 


We quote from jobbers’ stocks, 
f.o.b. Twn Cities: Floor register 
shields, $12 Ss wall, $6 doz., and 
sheet stee adjustable radiator 


shields, $2. a to $4.37 each, net. 
ROPE.—Demand is steady, showing no 
particular high spots at present. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 25%c. lb., base, and best 
grade sisal rope at 17c. Ib., base. 


SCREWS.—Sales show a good demand, 
with stocks well filled. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 85 per cent; flat head 
japanned, 70-20 per cent; round head 
blued, 80-15; flat head brass, 80-10; 
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| SKATES.—Dealers 
| think of their 
| skates. 


and round head brass, 75-20 per cent 
from lists. 


are beginning to 
initial orders of ice 
Meanwhile, with fine weather, 


| demand for roller skates has been very 


| 
| 
| 
| 
\f 
| 
| 


| 
| SOLDER. — Demand 


good. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Plain steel roller 
skates, 75c. pair; Speed King, boys, 
$1.35 pair; girls, $1.40 pair; Ice 
skates, Nestor Johnson, North Star, 
aluminum finish, pair; nickel 
finish, $8 pair; Union, No. 5%, " 
pair; No. 07 $1.07 pair; No. 424%L, 
$1.98 pair; No. 524%, $1.27 pair; No. 
52416L, $1.55 pair; No. 1624, 84c. pair; 
No. 5624, $1.12 pair; No. 56214, $1.44 
pair net. 

SNOW SHOVELS.—Stocks are ready 
or the call, with prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow $17.40; steel blade, 
straight $4.15; galvanized 
steel blade, 15% x 17, D handle, $10, 
and same, 16 x 21, $10.65 doz., net. 


is good, 


shovels, 
handle, 


with 


| prices much lower. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Strictly half and 
half solder at 37%c. Ib.; and war- 
ranted half and half solder, 38%c. Ib 


net, in 100-lb lots. 


STEEL SHEETS.—Sales show a goo: 
volume, with stocks ample. 
not changed. 


Prices have 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt., base (24 ga.), 
and black steel sheets at $3.95 cwt., 
base (24 ga.). 


192 


71 


| STEEL GAME TRAPS.—Retail sales 


are slow in starting, 


filled. Prices have not changed. 


quote from jobbers’ stocks, 
. Twin Cities: Furnace coke tin 
Ic L, 20 x 28, $14.50 box, and roofing 
tin, IC, 20 x 28, 8-lb. coating, $15.50 
box, net. 


Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 


vanzed hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.), $2. 47 
per 80-rod spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9 net, 


WRENCHES.—Sales are fair, 
stocks well assorted. 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 


wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call long sleeve nut, 10 in., 
$1.70; 12 in., $2.06; 15 in., $2.75 each, 
net. 





but dealers have 


their stocks ready for the call. Prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor game traps, 
No. 0, Ps 10; No. 1, $1.38; No. 1%, 
$2.44; No. 2, $3.36; Oneida, jump, 
No. 0, $1.54; No. 1, $1.83; No. 1%. 
$2.81 dob., net. 


TIN.—Demand is fair, with stocks well 


WIRE.—Sales of fence wire have been 
very good and still show good volume. 


with 
Prices are un- 





Wayne Leonard, manager of the Leonard Hardware, Cherokee, Iowa, sends the above photograph of a window that embraced a 
large number of related lines and at the same time presented them in a pleasing and united way. A study of this window will 
reveal some interesting points about dressing a window of this kind. Such items as guns, ammunition, camp utensils, radio and 
sport clothing were included. 
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New York Jobbers Preparing 
for Active Holiday Season— 
No Price Changes Reported 


New York, Nov. 1.—Jobbers serving the retail hardware trade in 
metropolitan territory are preparing for a very active holiday season. 
It is generally believed that the consumer will begin to show some inter- 
ost in Christmas merchandise the Friday after Thanksgiving Day. 
Though it is a little early for retailers to display this class of goods, 
early orders received by wholesalers suggests that merchants in this 


market are getting ready. 


Current orders for fall and staple lines are reported as running small. 
Jobbers say they are getting a good number of orders, but that indi- 
vidually these orders are considered smaller than normal. 

No important price changes are announced. Both wholesale and re- 


tail stocks appear fairly healthy with no outstanding shortages. 


lections average fair. 


AXES.—Moderate demand is reported. | 


Local stocks are apparently adequate. 
No price changes are expected. 


JOBBERS’ QUOTATIONS TO RE- 
bie ema F.0.B. NEW YORK: 


Axes, Jersey pattern, 3% to 4% 
Ib., $1.82% each; 4 to 5 Ib., $1.88 
each. Box lots extra 5 per cent. 


New England pattern, 3 to 4 
$1.77 each; 3% to 4% Ib., br azig 
each, Dayton pattern, 3% to 4% Ib., 
$1.82% each: 4 to 5 Ib., $1.88 each: 
box lots of Dayton extra 5 per cent. 


Rockaway pattern, 3. to lb., 
$1.81% each; 3% to 4% Ilb., $1.87 
each, and to 4% Ib., $1.92 each; 


box lots extra 5 per cen nt. 

Boy’s axe, $1.14 each, box lots ex- 
tra 5 per cent. Boy Scout axe, with 
sheath, $1.18 Bo box lots extra 
5 per cent. y Scout axe, without 
sheath, $1.00 pon Me sheath only, 16% 
cents each. 

House axe, $1.11 each, box lots 5 
per cent extra. 

N. B.—There are six axes to a box. 


BATTERIES. — Radio batteries con- 
tinue very active in this market. Prices 
are firm and no changes are expected. 
Local stocks are considered satisfac- 
tory. 


JOBBERS’ QUOTATIONS Ab RE- 
TAILERS, F.0.B. NEW YOR 


Dry cells, No. 6, Baer mig “type, 
' 32%c.; No. 7111, same type, 35%%c. 
' each. 


B batteries, No. 767, $2.62 each; in 
‘ollie of 5, $2 44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5 
$2.44 each; heavy duty vertical type, 
No. 770, $3.40 each; in units of 5, 
$3.17 each. Layerbilt, No. 486, $3.59 
each; units of 5, $3.33 each. 


BOILER LIQUID, ETC.—Demand is 
considered satisfactory, with prices un- 
changed and local stocks ample. 


JOBBERS’ ayoT ATioNS TO RE- 
TAILERS, F.0O.B. NEW YORK 

Hercules tile and cached cleaner, 
$2 = dozen; in gross lots, $1.90 per 
doze 

Hercules ~ ey Stop Leak, 8 oz. 
1, 2 and 3 dozen cans to a car- 
ton, $4. 50 per dozen 

Hercules boiler liquid, quart cans, 
$2.25 each. 


BOLTS AND NUTS.—Active demand 
for this and other staple lines. Local 


stocks are apparently adequate and 
prices unchanged. 
JOBBERS’ gag fp ego AS RE- 
TAILERS, F.O.B YOR 
Carriage bolts, 
50 and 10 off list. 
off list. 


‘. . "; and OO 
Larger, 50 per cent 





Col- 


Stove bolts, 80 per cent off list. 
Machine bolts, % by 6 and smaller, 
50 off list; larger to 1 by 30, 45 per 
cent off list; 1% to 1%, 30 off list. 
Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 
Step bolts, 50 per cent off list. 


CARPET SWEEPERS.—Steady 
reported in this section. Wholesalers 
are preparing for a heavy holiday de- 
mand which should begin shortly. 
Prices are uniform and local stocks con- 
sidered satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Carpet sweepers, Standard, $3.00 
each; Universal japanned, $3.50 each; 
Universal, nickel plated, $3.83 each; 
Grand Rapids, japanned, $3.67 each: 
Grand Rapids, nickel plated, $4.00 
each; Elite, $5.00 each; Princess, $4.17 
each and American Queen, $4.50 each. 
Sterling, $2.10 each. 


CLOCKS.—Current sales very good. 
with trade looking for a very active 
sale during the Christmas buying sea- 
son. Prices are unchanged and stozks 
adequate. 


JOBBERS’ QUOTATIONS 4h RE.- 
TAILERS, F.O.B. NEW YOR 

Alarm clocks, Big Ben, cen lots, 
$2.29; dozen lots, $2.21; 2 dozen lots, 
$2.15; same luminous, broken lots, 
$3.16; dozen lots, $3.06 and 2 dozen 
lots, $2.97. Baby Ben and Baby Ben 
luminous take same respective prices. 
Ben Hur, broken lots, $1.76; dozen 
lots, $1.70; and 2 dozen lots, $1.65; 
same luminous, broken lots, $2.46; 
coeen lots, $2.38, and 2 dozen lots, 


Black Bird, luminous dial, 
lots, $1.76; dozen lots, $1.70 
dozen lots, $1.65. Blue Bird. 
lots, $1.22; Dozen lots, $1.19 and 2 
dozen lots, $1.15. Sleep Meter, 
broken lots, $1.40; dozen lots, $1.36; 
and 2 dozen lots, $1.32. Jack-O-Lan- 
tern luminous dial, broken lots, $2.10; 
dozen lots, $2.04 ‘and 2 dozen lots, 
$1.98. American, broken lots, $1.05; 
— lots, $1.02 and 2 dozen lots, 99 
cents. 


broken 
and 2 
broken 


Auto clocks, Westclox, plain 
broken lots, $1.76; dozen lots, $1.70 
and 2 dozen lots, $1.65: same lumi- 


nous, broken lots, $2.46, dozen lots, 
$2.38 and 2 dozen lots, $2.32 


DRAIN PIPE CLEANER.—Steady de- 
mand continues at firm prices. Local 
stocks are in good condition. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. NEW YORK: 
Economy plumber, drain _ pipe 
cleaner, $2.00 per dozen 1-lb. cans. 


Same in 2-lIb. cans, $3.90 per dozen. 


sale 








| 


The 1-lb. size is packed one, two 
and three dozen to a carton. The 
2-lb. size is packed in one and two 
dozen cartons, 
FRUIT PRESSES.—Demand is fair. 
Prices are unchanged and local stocks 
ample. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Fruit presses, cast iron base and 
plunger, tinned, ated 3 qt., $3.60 
each; capacity 6 qt., $4.50 each; 
same with removable steel in and 
12 qt. capacity, $6.20 each. 

Fruit presses, hardwood frame, 
varnished oak tubs, No. 0 plain tub, 
. 00 each. Same with hinged tubs, 
No. 22, $7.50 each; No. 23, $8.50 each: 
No. 2244, $10.50 each; No. 23, $13.50 
each and No. 24, $18. 00 each. 

Cherry stoners, No. 117, 90c. each 
and No. 118, $1.25 each. 

Meat juice extractors, 
Beef tea presses, 
ricer, 374%c. each. 

Fruit crushers, galvanized _ steel 
hopper, aluminum frame and holder, 
capacity 50 Ib., $6.25 each; same with 
double roller and wood hopper, $10.00 
each; same as latter with fly wheel 
instead of handle, $11.25 each. 


FOOD CHOPPERS.—Steady prices and 

a good demand are reported for food 

choppers. Local stocks are satisfactory. 
JOBBERS’ nt gt tags Re, TO RE.- 


TAILERS, F.O 
Food choppers, Universal No. 00, 
No. 2, $1.86, and 


$1.25; No. 1, $1.52; 
No. '3, $2. 37 each. Universal meat 


chopper, $2.20 each. 


95c. each. 
65c. each; potato 


Russwin le: chopper, No. 3 1,50 
each; No. 2, $1.83 each; No. 2.33 
each. 

Enterprise meat cho or No. 5, 
2.25; No. 10, $3.82; 20, $8.00; 
No. 12, $3.65; No. 23, $6.36, and No. 
32, $7.75 each 


LANTERNS.—Demand has been very 
good, with prices firm. Local wholesal2 
stocks are apparently adequate. 


a tg bog ag Sy age tt RE. 
TAILERS, F.0.B. NEW YORK 

Lanterns, H lo, 62%%c. each; Vie- 
tor white globe, %c. Victor, 
a globe, 83%4c.: Blizzard, No. 2, 
$1.084%; Monarch, white Bie 66 3c. ; 

Monarch, ruby ie Little 
Wizard, 75c. 3 D-Lite, D-Lite, 


with large fount, $115; toni. 46c. 
Junior Wagon, $1.50; Buckeye, 
Dash Lamp, $1.16%, and No. 39, Rail- 
road, $1.58%, and No. 30, Beacon, 
$2.62%4 each. 
N. B.—On all except Hylo an al- 
lowance of 25 cents per dozen is 
made on orders of three dozen or 
more. : 
ROPE.—Prices for November-December 
are the same as for the two previous 
months. New York prices to dealers: 
Manila, No, 1, 24c.; No. 2, 22c., and No. 
3, 20c. Demand is fairly active. 
ROLLER SKATES.—Fairly active de- 
mand continues. Expect this line to 
have a_ steady sale while present 
weather continues. Prices are uniform. 
Local wholesale stocks appear ample. 

Ce ae gag Ee Ege TO RE- 
TAILERS, F.O.B. NEW YORK: 

Roller skates, extension model, 
steel foot plate, plain steel rolls, web 
heel and toe strap, 72 cents per pair; 
same with steel toe clamps, 78 cents 
per pair. Boys’ ball bearing, exten- 
sion skates, $1.42 per pair; Girls’ ball 
bearing skates, $1.52 per pair. 

Accessories, key, 2% cents each; 
skate wheel with ball bearings, 10 





























cents each; ball bearings, 15 cents 
per 100; axles, 3 cents each; toe 
clamp, 12 cents per pair; cotterpin, 
15 cents per 100; axle nuts, $1.00 per 
100; axle nut washers, 60 cents per 


100; adjustment binding nuts, 65 
cents a 100 and adjustment bind- 
ing bolts, 65 cents per 100. 


SASH CORD.—Demand is good, with 
prices unchanged. Stocks are satisfac- 


tory. 

JOBBERS’ QUOTATIONS ” RE- 
TAILERS, F.0.B. NEW YOR 

Sash cord, Samson spot No. 7 70c. 
to 72c.; Aetna No. 8, 3lc., and Phoe- 
nix No. 8, 38c. to 39c. 

No. 7 is 1c. higher and No. 6 is 3c. 
higher on all brands. 


SCREWS.—Sale is steady, with prices 
reported uniform. Local stocks are ade- 
quate. 


JOBBERS’ ee are ear, RE.- 
TAILERS, F.O.B. NEW 

Screws, flat head, alle pel 75- 
20-10-10-10-10-10; round heads, blued, 
721%4-20-10-10-10-10-10; round head 
iron, nickel plated, 65-20-10-10-10-10- 
10; flat head, galvanized, 60-20-10- 
10-10-10-10; flat head, brass, 72%- 
20-10-10-10-10-10; round head, brass, | 
70-20-10-10-10-10-10. These discounts 
apply to standard screw lists. In 





package lots an extra 10 is allowed. 
SPARKLET. SYPHONS.—Jobbers are | 
preparing for a very active holiday | 
trade. Demand at present is considered 


very good. 
stocks appear adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Sparklet syphons, No. 41, $4.25 
each; in lots of six or more, $4.00 
each. Sparklets, 9 7/12c. each packed 
in cartons of one dozen. Sparklet 
syrups, 50c. per pt. bottle. 

Extra parts, pin washer, 15c. each; 
piercing pin, 1l5c. each; tube and 
washer, 50c. each; tube washer, 1l5c. 
each; head complete, $2.00 each, and 
Sparklet holder, 50c. each. 


STOVE SUNDRIES.—Fair demand at 
present. Prices are not expected to 
change. Local wholesale stocks are in 


good condition. 


JOBBERS’ 7. aw ve A RE.- 
TAILERS, F.O.B. 

Stove pipe, No. : aaa nore iron, 
12 lengths in a bundle, 4 in., 13%c. 
each; 4% in., 15c. each; 5 in., 16%c.; 
5% in., 18c.; 6 in., 21c. each. 

Stove pipe elbows, black iron, No. 
28 gage, 12 ina pendie, 4 in., 13%c.; 
4% in., 14e.; 5 15¢.; 5% in., 
1644c.; 6 in. 18c. anak. 

Pipe dampers, cast iron, wooden 
handle, 4 in., 8%4c.; 4% in., 9c.; 5 in., 
9c.; 5% in., 10c.; 6 in., 10%c.; 7 in., 
13c. each. 

Flue stops, tin rim, pegrered, ad- 
justable steel hoops, 8 3/16 in. diam- 
eter, 12 in a box, 6G each. 

Stove pipe rings, tin, lacquered, 
12 in a package, 4 in., 3%c. each; 
4\ in. 4c. ; in., 4\e.; 5% in.. 
4%c.; 6 in., 5c.; 7 in., 6c. each. 





Bissell Sweepers in Colors 


Since bright colors are now becoming 
the vogue in household equipment, Bissell 
Carpet Sweeper Co., Grand Rapids, Mich., 
is offering the popular “Grand Rapids” 


sweeper, nickel or japan trimmed in three 
lacquer finished. 


new solid enamel, In 





addition to the regular mahogany and 
brown gumwood finishes, this sweeper can 
now be obtained in Delft Blue, Japanese 
Red, or Briar Green. 

These sweepers will be shipped either 
in cartons of six of one color, or a carton 
of six with two of each color. In either 
instance the one-half dozen sweepers must 
be all japan or all nickel trimmed. There 
will be no advance in prices on these 
sweepers. 





Two New Presto Products 


Two new products have recently been 
added to the Presto line of sanitary prod- 
ucts, manufactured by the Chamberlain- 
Haber Chemical Co., 1105 West Eleventh 
Street, Cleveland, Ohio. Presto Waterless 
Cleanser, packed in five-pint pails and two- 
pint cans, is a general purpose cleanser 
for use on walls, woodwork, furniture, 
etc. It is a colloid paste and has no acid, 
grit or alkali. The manufacturer recom- 
mends it for use on automobiles, where 
it is said to do a twofold job of cleaning 


and polishing with the same operation. 
Presto Silvershyn, a cleaning paste put 
up in flat round tins, twelve to a carton, 


























ee 





has no grit, alkali or poisonous chemicals 
which tend to injure surfaces. The manu- 
facturing process has been based on col- 
loidal action, the effect on tarnished silver 

















surfaces being to absorb dirt as the paste 
rolls up into a ball. 

The distribution of these two products 
will be through the regular hardware 





channels. 


Prices are firm and local | 
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Stove lifter and shaker, cast iron, 
length, 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 
box, 6144c. each. Same with loop 
handle, 12 in a box, 7%c. each. Stove 
pokers, nickel plated, cold_ spiral 
handle, 12 in a box, No. 7, 7c. 
each; No. 8, 16c. each. Neverbreak, 
19c. each. Furnace pokers, wrought 
—- 3 ft., 66c. each; 4 ft., 
. $1.00 and 6 ft., $1.16 each. 

Flue scrapers, black iron, 
long, 12 in a bundle, 4c. each. 

Fire shovels,’ one piece steel, ja- 
panned, 3 in a bundle, No. 54, 5%c.; 
No. 56, 54%c.; No. 57, 9c. each. Gal- 
vanized shovels, No. 256, 7%c.; No. 
357. lle. each. Extra heavy, one 
piece japanned scoops, 6 x 9 in., 
capped end, 164%c. each. Neverbreak 
fire shovel 37c. each. 

Stove boards, 30 x 36 in., $1.40 
each; 32 x 42 in., $1.73 each; 18 x 
18 in., 58c.: 24 x 24 in., hap 26 x 26 
in., 78c.; 28 x 28 in., 8c. ; “ x 30 
in., $1.08; 32 x 32 in., $1.22; 35 x 36 
in., $1.52 each. 


WATCHES.—This line is having a good 
call at the present time, but, of course, 
will be up front as a holiday item. Job- 
bers report steady prices and good 
stocks. 


JOBBERS’ QUOTATIONS TO 
TAILERS, F.O.B. NEW YORK: 

Watches, Pocket Ben, broken 
$1.05; dozen lots, $1.02; 2 dozen lots, 
99c.; GloBen, luminous broken lots, 
$1.58: dozen lots, $1.53 and 2 dozen 
lots, $1.49. 


84c.; 5 


30 in. 


RE- 


lots, 


Ladd Cocktail Beater 


United Royalties Corp., 1133 Broadway, 
New York City, is now distributing to the 
trade the Ladd Cocktail Beater. This 
beater is the Ladd Ball Bearing No. 5, 
to which has been spot-welded a_ nickel 
plated steel cover, which fits over the top 
of the cocktail glass. 


Drinks are said to be made more palata- 





ble and delicious when the eight rapidly 
revolving beating blades draw air through 
the top and force it into the mixture. 

One dozen Ladd Cocktail Beaters, each 
in a corrugated box, weigh 30 Ib. 


Interesting Booklet Issued by 
Aladdin Manufacturing Co. 


Aladdin Mfg. Co., Muncie, Ind., manu- 
facturer of “Aladdin” lamps, has pub- 
lished an interesting booklet telling the old 
story of Aladdin and his magic lamp and 
also a modern story of “Aladdin” lamps. 
The booklet is entitled “Aladdin, the Story 
of the Magic Lamp.” 
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Cleveland Jobbers and Retailers Report 
Business Fairly Good—Collections Normal 


(Cleveland office of HARDWARE AGE) 


CLEVELAND, Nov. 1.—Jobbers report that their October sales in volume 


slightly exceeded those during the 


though they fell a little lower in dollars and cents because there is a 
somewhat lower range of prices than a year ago. 
was about equal to that in September. 
continues to move in fair volume and jobbers are taking considerable 
business in some lines for spring shipment. 
ting and wire cloth, rope and binder twine. 
come out on these lines, orders are being taken subject to whatever 


prices become effective. Guns and 


Staple merchandise is moving in moderate volume. 
ing rather closely but in sufficient volume to keep their stocks in fair 
Prices are steady with few changes. 
change is on wood screws, which have been irregular for some time and 
Cleveland retailers report business fairly 


shape. 


have been marked down. 
good. 
Collections are about normal. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—Tires are moving in mod- 
erate volume, the demand being about 
normal for this season of the year. 
Prices are unchanged. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland: 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
size, 75; 32 x 4 in. 
$11.15; heavy duty oversize, 
balloon tires, 27 x 4.40, $9.15; 
4.40, $9.65; 30 x 5.25, $15.95; 22 x 6, 
heavy duty, $22.50; 32 x 6.20, heavy 
duty, $26.75; tan tubes, 30 x 3%, 
$1.60; 32 x 4, $2.50; 34 x 4%, $3.10; 
balloon tire tubes, gray, 27 x 4.40, 
$1.80; 29 x 4.40, $1.85; 30 x 5.25, $2.50; 
32 x 6, $3.10; 32 x 6.20, $3.50. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, $3.75. Derf spark 7 96c. 
each for all sizes in lots of less than 
50; Champion X spark plugs, 45c. 
each for less than 100, and 41c. each 
for over 100; Champion regular, 53c. 
each for less than 100, all sizes; 50c. 
each for over 100. 

AXES.—Quite an active seasonal de- 
mand has spruug up recently. 

Jobbers quote f.o.b. Cleveland: 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.; unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—All kinds of radio bat- 
teries are in good demand. Prices are 
unchanged. 


Jobbers quote f.o.b. Cleveland: 
B and C radio batteries. 


Unit Broken 

Packages Lots 

| ers $1.14 $1.22 
<< ee 1.30 1.40 
"Se, ree 2.44 2.62 
ED otsndasantades 3.17 3.40 
ae ere rs 3.33 3.58 
Dry cell A_ batteries, No. 7111, 


35%c. in standard packages; 40c. in 
broken lots; Columbia ignited dry cell 
batteries, 32%c. in standard pack- 
ages; 36c. in broken lots. 


BINDER TWINE.—Jobbers have com- 
menced to take orders for spring ship- 
ment subject to prices to be named 
later and buying is quite active. 

BOLTS AND NUTS.—Orders are still 





| mand for this is steady. 


corresponding month last year, al- 


October business 
Seasonal merchandise for fall 


These jnclude poultry net- 
As spring prices have not 


ammunition continue fairly active. 
Retailers are buy- 


The only important 


fairly plentiful. 
firmly maintained. 


Jobbers quote f.o.b. Cleveland: Ma- 
chine and carriage bolts, cut thread, 
hot pressed and cold punched nuts 
at 60 and 5 per cent off list. Bolts 
with rolled thread, 60, 10 and 5 per 
cent off list. Stove bolts, 80 per cent 
off list. Semi-finished nuts in pack- 
ages, 60 and 10 per cent off list. 


BOILER LIQUID, ETC.—There is still 
considerable call for boiler liquid and 
tile and porcelain cleaners. 


Jobbers quote f.o.b. Cleveland: 

Hercules tile and porcelain cleaner, 
$2 per dozen; in gross lots, $1.90 per 

dozen. 

Hercules radiator stop leak, 8 oz. 
cans, 1, 2 and 3 doz. cans to a carton, 
$4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2 each. 


BUILDERS’ HARDWARE.—The de- 
mand is slow. This is partly due t 
the fact that many retailers boughi 
very liberally a few months ago when 
lower prices were in effect. 


Cleveland jobbers quote in case lots 
lock sets, $4.75 per doz.; heavy strap 
hinges, 6 in., $1.45 per doz.; 8 in., 
$2.38 per doz.; extra heavy T hinges, 
; in., $1.73 per doz.; 8 in., $2.80 per 

Oz. 


Prices are being 


Butts, case lots, 3 in., 15%c. per 
pair; 31%4 in., 16c. per pair; 4 in., 22c. 
per pair; for less than case lots, all 
sizes are 2c. per pair higher. 

Ornamental hinges, standard fin- 
shes, $1.05 per doz.; nickel and sand 
blasted finished, $1.25 per doz. 


CORRUGATED ROOFING.—This 
still in fair demand, although orders 
are not as heavy as recently. 

Cleveland jobbers quote No. 28 
gage 1% in. corrugated roofing at 
$4.11 per square, f.o.b. Pittsburgh. 

COOKERS.—Sales have tapered off ma- 
terially as the seasonal buying is about 
over. 


Jobbers quote Conservo cookers, 
f.o.b. Cleveland; No. 9, $6 each; No. 
20, $8 each. 


DRAIN PIPE CLEANERS.—The de- 


is 





Jobbers quote f.o.b. Cleveland: 
Economy plumber, drain pipe cleaner, 
$2 per doz. in 1 Ib. cans; same in 2 


Reading matter continued on page 76 


lb. cans, $3.90 per doz. The 1 Ib. size 
is packed 1, 2 and 3 doz. to a carton. 
The 2 lb. size is packed in 1 and 2 
dozen cartons. 


GAME TRAPS.—Sales have picked up 
quite a little the past week or two and 
are fully up to normal for this season 
of the year. 


Jobbers quote 
Victor line No. 0 
$1.38 each; No. 
91, double grip, 
Jump, No. 1, $1.59 each; No. 
each; No. 1%, $2.81 each. 


GLASS BAKING WARE.—Retailers 
are buying both baking ware and 
mountings in liberal quantities. 


Jobbers quote f.o.b. Cleveland: 
Casseroles—Round or oval, 1-qt., 
$1; 1%-qt., $1.17; 2-qt., $1.33; square, 


f.o.b. Cleveland: 
$1.10 each; No. 1, 
1%, $2.44 each; No. 
$2.44 each; United 
1, $1.83 


$1.17; casseroles with fancy covers, 
35c. higher. 

Pie Plates—8-in., 50c.; 9-in., 60c.; 
10-in., 67¢ 


meant Pans—No. 212, 60c.; No. 214, 
ogy tility Dishes—No. 231, 67c.; No. 
*“Teapots—2 cups, $1.67; 4 cups, $2; 
6 cups, $2.33. 
GLASS CLOTH AND CEL-O-GLASS. 
—These items continue to move well 
for early shipment. Not many orders 
are being placed for spring. 

Cleveland jobbers quote glass cloth 
24c. per yd. in 100 yd. rolls and 25c. 
per yd. in small rolls; Cel-O-Glass, 
12c. per sq. ft. 

ICE CREAM FREEZERS.—These are 
dull, as the seasonal demand is about 
over. 


Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 


tination on 12 or more as fellows: 
White Mountain, 2-qt., $5.65 each; 
4-qt., $8.25 each; 6-qt., $10.45 each; 


8-qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

+ Te 2-qt., $5.50 each; 4-qt., 
$8 each; 6-qt., $10 each; 8-qt., $13 
each; subject to a 55 per cent dis- 
count. 

Blizzard, 2-qt., $5.50 each; 4-qt., $8 
each; 6-qt., $10 each; 8-qt. 3 each; 
= to discounts of 55 and 7% per 
cent. 

Acme, 2-qt., in half dozen lots, $8 
per doz.; in broken packages, $8.40 
per doz. 


LAWN HOSE.—Jobbers have taken a 
good lot of business in hose for early 
spring shipment and business now is 
tapering off. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Uncoupled hose, % 
in., 7%c. per ft.; % in., 8%c. per ft.; 
¥% in., 94c. per ft. higher. Complete 
hose is 4c. per ft. higher. 

MACHINE SCREWS.—These are mov- 
ing fairly well. 

Cleveland jobbers quote steel ma- 
chine screws at 85 per cent off list 
and brass at 75 and 5 per cent off 
list. 

NAILS AND WIRE.—Some shading of 
nail prices is reported and large buyers 
have in some cases been able to place 
carlot orders with jobbers at $2.55 per 


| keg. Warehouse prices are firm. 


Jobbers as 
stocks: 
Nalls—Less than car lots, $2.90 per 


keg; No. 9 galvanized wire, $3.35 per 


quote follows from 
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The Remington Weekly Letter 


OUR SALES ORGANIZATION: 
Mr. H. J. Strugnell, General Sales Manager, 25 Broadway, New York City 





DISTRICT SALES MANAGERS 


eee ere Tees 901 Fulton Building............. Pittsburgh, Pa. 
ere Be WP I. wn ecw New York City 
er 1469 Arcade Building............. St. Louis, Mo. 

See We BE. 6 vcd nenceee 5 Hawthorne Lane............... Charlotte, N. C. 
ere 55 New Montgomery Street......... San Francisco, Cal. 
Ss Te Be Rs ce ccna ad 814 Norris Building.............. Atlanta, Ga. 

mae, TE. Gy BOONOOM. een 617 Plymouth Building............ Minneapolis, Minn. 
Ge Rc Oe Rs anew Sede cere 1020 Dermon Building............ Memphis, Tenn. 


Our arms, ammunition and cutlery salesmen, in the various territories, report direct to the z2bove 
District Sales Managers. 


AT FACTORIES 


Mr. R. C. Swan, Sales Manager, Ammunition Division ................ Bridgeport, Conn. 
Mr. W. G. Shelton, Sales Manager, Cutlery Division ................. Bridgeport, Conn. 
Mr. G. E. Pinckney, Sales Manager, Arms Division ................... Ilion, N. Y. 


The above Sales Managers take care of 2ll of the correspondence in regard to the handling and filling 


of orders for arms, ammunition and cutlery. 





Mr. P. V. Bunn, Vice-President and General Manager, Remington Cash Register 
Tlion, N. Y. 











I 5 Aare Shs 5 PM aa A Sia ie BE Ww Red Ra G A 6 ee Wed RO ee 8 
Mr. F. W. Hanson, Sales Manager, Remington Cash Register Company......... Ilion, N. Y. 
Mr. A. H. DuGrenier, Sales Manager, Remington Service Machines, Ss ass Ilion, N. Y. 
Mr. Bayard Jones, Advertising Manager......... 29 Warren Street....... New York City 
Mr. George Rugge, General Export Manager... .. 29 Warren Street...... New York City 





Mr. J. G. Heath, Vice-President, who has a very wide acquaintance 

among hardware and sporting goods jobbers, will, in future, spend PCB IPLE 
the larger part of his time on the road, visiting the trade and our a ’ 
District Sales Managers, as the direct representative of the Executive 
of the Company. 


President 


REMINGTON ARMS COMPANY, Inc. 
25 Broadway, New York Telephone, Bowling Green 3392 , 


We have had a number of requests for reprints of these Weekly Letters, to be distributed 
to salesmen and others, We shall be glad to supply any of our customers with copies, 
upon request. 
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100 lb.; No. 9 annealed wire, $2.90 
per 100 lb.; cement-coated nails, $2.90 
per 100 Ib.; polished fence staples, 
$3.60 per 100 Iib.; galvanized fence 
staples, $3.85 per 100 Ib. 

Barbed Wire—Barbed wire stock 
shipment, Lyman, 4 point, $3.13 per 
80-rod spool. Hog wire, $3.38 per 80- 
rod spool. 

OIL AND GASOLINE STOVES.— 
There is some activity in oil cook 
stoves for early delivery, and gasoline 
cook stoves are moving in moderate 
volume for spring delivery. Gas heat- 
ing stoves are active. 

Cleveland jobbers quote Air-O-Gas 

soline stoves No. 326 $24; No. 327, 
28.50; No. 330, $34.50; No. 324, $39; 
No. 325, ; No. 328, $72; No. 322 

range, $114. These prices are sub- 
ject to a 33% per cent discount. 


PAINTERS’ SUPPLIES.—There is a 
moderate demandefor mixed paint, but 
other painters’ supplies are quiet. 


Cleveland jobbers quote as follows: 
Mixed paints, regular shades, best 


grade, $2.90 to $3 per gal. in 1 gal. 
cans. Outside white, $3 to $3.15 per 
gal. in 1 gal. cans. 


Turpentine in bbls., 63%c. to 68%c. 
per gal.; ~—¥ than bbl., 78%c. to 
83%c. per & 

Linseed Sir in bbls., 82%c. 
per gal., less than bbi., 97% to 


per gal. 

White lead in 100-Ib. kegs, 13%c. 
per Ib.; in 50 and 25-lb. kegs, 14c. 
per lb.; in _ * -lb. kegs, 14%c. per 
lb. Quantity discounts 500 Ib. to 1 
ton, 10 per cent. One ton or more, 
10 per cent and 4 per cent. 


POULTRY NETTING AND WIRE 


Pg 
$i 08 


| 





CLOTH.—Some retailers are placing 
orders for spring shipment, although | 
new prices have not yet come out. 


Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100 sq. 
ft.; 12-mesh galvanized, $1.95 to $2 


14-mesh galvanized, 
$2.45 per 100 sq. ft.; 16-mesh, $2.75 
per 100 sq. ft.; bronze, 14-mesh, $9.50 
per 100-ft. rolls; 50-ft. rolls, 10c. ad- 
ditional. Poultry netting, galvanized 
after weaving, 50 and 74% per cent off 
list; — before weaving, 50, 10 
and % per cent off list. 


RADIO EQUIPMENT.—Receiving sets 
and tubes are moving well. 


Cleveland jobbers quote: Philco AB 
socket power units, f.o.b. Cleveland, 
6-180-volt, AB-686, $69.50; AB-386, 
$79.50; 6-150-volt, AB-663, $59.50; 
preg $69.50; 4-volt, AB-463, $58.50; 
AB-423, $65; 6- Myr A socket power 
units, y* 603, $32.50; B socket wer 
units, B-86, $45; B-603, $32.50; ilco 
trickle charger, TC-60 . 

Above prices are subject to 40 per 
cent discount. 

ROLLER SKATES.—These are not 
moving in much volume at present. 

Jobbers quote f.o.b. Cleveland: 
Union Hardware Co. line, Nos. 4 and 
5, $1.42 per pair; No. 6, $1.55 per pair; 
No. 3, children’s 75c. per pair. 

ROPE.—Quite afew orders are being 
placed for next spring delivery subject 
to prices that have not yet been an- 


nounced. 


Cleveland jobbers apts best grade 
of manila rope at 23%c. per lb. for 
factory shipment and 24c, per Ib. for 
stock shipment; sisal rope, 1514c. per 


per 100 sq. ft.; 





lb. for factory shipment and 16c. for 

shipment from stock; fodder twine, 

21 oz. and coarser, lic. per Ib. 
SCREWS.—Following price irregulari- 
ties which existed for some time, a re- 
duction has been made and the new 
prices seem to be holding well. 

We quote from _ jobbers’ stocks, 
f.o.b. Cleveland: Flat head bright 
wood screws, 85 and 20 per cent; flat 
head japanned, 67%, 20 and 40 per 
cent; round head blued, 72% 20 and 
40 per cent; flat head brass, 72%, 20 
and 40 per cent; round head Ss, 
70, 20 and 40 per cent. 

STEEL SHEETS.—Mill prices are 
weak, but jobbers’ prices are being well 
maintained. Galvanized sheets are mov- 
ing well. 

Cleveland jobbers quote out of 
stock: No. 24 galvanized sheets, $4.40 
per 106 lb.; No. 24 black sheets, $3.65 
per 100 Ib.; No. 10 blue annealed 
sheets, $3.25 per 100 Ib. 


WEATHERSTRIPPING.—Jobbers _re- 
port sales so far this season the best in 
a number of years. 


Cleveland jobbers quote: No. 50 Air 
Seal, $2.25 per 100 ft.; Home Com- 
fort, white, . “Sa per 100 ft.; Maroon, 
$4. 55 per 100 f 

WINDOW VENTILATORS. —tThese are 
in good seasonal demand. 

Jobbers quote No. 02, $4.80 per 
doz.; No. 2. $5. 60 per doz.; No. 03, 

5.60 per doz.; No. 3, $6.40 per doz.; 


r doz.; Hygienic metal, 
$1.50 each; 





American Stove Company Estab- 
lishes Research Kitchen 


The American Stove Co., of Cleve- 
land, Ohio, has established a Research 
Kitchen in that city which is considered 
by experts to be one of the finest of its 
kind in the world. An outstanding feature 
is the installation of six different types 
of gas ranges, one from each manufactur- 
ing division of the company, which are 





ly 2500 schools, colleges and universities 
with a quarterly cooking bulletin, which 
encourages the use of gas ranges by the 
teachers and students. In addition, the 
Research Kitchen publishes “Lorain Cook- 
ing,” an illustrated cook book, new editions 
of which are to be issued practically every 
year. A copy of this cook book is pre- 
sented to every buyer of an American 
Stove Co. range. 

The kitchen itself is designed to attract 











replaced from time to time by new models 
as they are developed. 

The establishing of this kitchen has 
proved to be of considerable help to hard- 
ware merchants who sell stoves and ranges. 

The help and advice of Miss Dorothy E. 
Shank, director of the Research Kitchen, 
is available at all times to the dealer who 
has an individual problem or who may have 
problems presented to him by prospective 
range buyers or owners. He need only 
write to the kitchen, and if his particular 
problem has not yet been solved, it will be 
taken up and the solution forwarded to 
him. The Research Kitchen supplies near- 





the housewife. It has walls of gray-green 
vitrolite, which does not collect dust, grease 
or smoke. The ceiling has an ivory finish, 
with a powerful exhaust fan installed in 
it. The floor is covered with a tile-like, 
embossed linoleum. Dainty curtains are 
hung at the casement windows overlook- 
ing the lake and add a distinctive touch 
to the room. Besides the six ranges, the 
kitchen contains an iceless refrigerator, 
two spotless cupboards, a shining sink, a 
fully equipped work table and many labor- 
saving devices. A neat tea-wagon saves 
many steps between the sink and the 
ranges. 








Here in this practical laboratory of the 
home each new model range is thoroughly 
tested before it is placed on the market, 
insuring an even, high efficiency on all 
makes and models of ranges manufactured 
by the company. 


Blow-Torch for Winter Use 


Any man who has had occasion to use 
a blow torch in windy zero weather will 
be interested in a test which P. Wall Mfg. 
Supply Co., 3126 Preble Avenue, Pitts- 


burgh, Pa., conducted with its Dreadnaught 
No. 41 Blow Torch. 

The torch was lighted and a 16-in. elec- 
tric fan, running at high speed, was turned 
upon it, and the flame was not blown out. 
A similar test conducted in a room chilled 
below zero produced no effect on the flame. 
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ome : 
for Winter with 
R. W. Aut-O-Dor 


ELECTRIC DOOR OPERATOR 


You push a button, or pull a switch and the doors 
open and shut automatically. Push buttons can be 
located in several convenient parts of the garage. 


The R-W Aut-O-Dor Electric Door Operator 
saves your time. It enables you to keep doors 
closed tight in cold weather without inconven- 
ience — pays for itself in fuel saved. Besides — 
your patrons are never kept waiting. All these 
things mean money in your pocket. 

Low first cost and practically no service or up- 
keep with the R-W Aut-O-Dor Electric Door 
Operator. It works by electricity, smoothly, 
gently, quietly and-surely, without jolts or jars. 


























Doors in closed position—tight and 


Write for further details storm proof. Note small wicket 
entrance door, 
: Wi Mf 
ichards-Wilcox 0. 
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Texas Association Issues Code of Ethics 


AN SCOATES, secretary of the Texas Hardware 

& Implement Association, sends HARDWARE AGE 

a photograph of the Association’s combination Code of 

Ethics and Membership Certificate. 

of Codes of Ethics many Associations are taking a laud- 

able stand in the conduct of their business. The Texas 

Code recalls the publication a few weeks ago of a similar 
one issued by the Pacific Coast Hardware Jobbers. 

Mr. Scoates says that the photo does not show how 
well the printing was done, but that it was fine piece of 
A reproduction of the Texas Associa- 
tion’s Code and Membership Certificate is printed here. 


craftsmanship. 


The reproduction being 
difficult to read, we reprint 
the text: “Acting as a pur- 
chasing agent for his com- 
munity, it is the hardware 
and implement merchants’ 
function to keep informed 
of the merchandise essential 
to the convenience, comfort 
and restful living of the 
people of such community 
and to supply those intelli- 
gently and economically. 

He should maintain his 
position in the economic or- 
ganization by courteous and 
efficient service, reasonable 
prices and consistent integ- 
rity in his relations with 
those from whom he buys 
and those to whom he sells. 

He should place merchan- 
dise orders in good faith. 
No circumstance justifies 
ordering beyond anticipated 
needs, in the expectation of 
cancelling, giving an order 
for immediate convenience 
without intention of ac- 
tually owning the goods in- 
volved, or refusing to ac- 
cept purchases by him and 
shipped to him in good 
faith. 

He should not return 
goods received on regular 
order without permission 
from the seller, and then 
only in accord with mutual 
understandings, nor should 
such permission be re- 
quested after a lapse of a 
reasonable time. 

Deductions should never 
be made from an invoice to 
compensate for damages to, 
or loss of, merchandise in 
transit, for which the ship- 
per is not responsible. 


Any shortage in shipment or discrepancy between the 
shipment and order should be immediately reported to 


the shipper. 


f 


~ 

















With the adoption the creditor’s consent. 


count date. 





eMEMBER 


Texas HARDWARE & IMPLEMENT ASSN. 


“Te the Retail Dealer 
Belongs the Ratatl Trade” 


Code of Ethirs 


CTING 46 purchasing agent for his community, it is the Hardware and 
Implement Merchant's function to keep informed of the merchandise es- 
sential to the convenience, comfort and restful living of the people of such com- 
munity, and to supply those needs intelligently and economically, 
€ He should maintain his position in the economic organization by courteous snd 
efficient service, ible prices and consistent integrity in hia relations with those 
from whom he buys and thore to whom he sells. 
(|. He should place merchandise orders in good faith. No circumstance justifies 





' ordering beyond anticipated needs, in the expectation of cancelling, giving an order 


for immediate convenience without intention of actually owning the goods in- 
volved, or refusing to accept good: purchased by him and shipped to him in good 
faith. 

€ He should not return goods received on regular order without permission from 
the seller, and then only in accord with mutual understandings, nor should sack 
permission be requested after the lapse of a reasonable time. 

€ Deduction should never be made from an invoice to compensate for damages to, 
or loss of merchandire in transit for which the shipper is not. rcspontible. 

C Any shortage in shipment, or discrepancy between the shipment and order, 
thould be immediately reported to the shipper. 

@ The merchant's obligations to those from whom he. buys should always be psid 
according to sound business practice. Jn uo case should any such be deferred with- 
out the creditor's consent. 

€@ Cash discount should never be deducted after the discount date. 

C Prices quoted by sellers should not be divulged to other sellers, or misused in 
any other manner, 
© The Hardware and Implement Merchant should keep faith with his fellow 
Hardware and Implement Merchants and seck the public’s patronage only upon the 
batis of sound merchandising poljgies, truthful advertising, constructive salesman- 
ship and efficicnt and faithful service. “ 

( He should conyribute his full share to the advancement. of the retail hardware 
trade by co-operating in every way powible to raise its standards and make its serv- 
ice most : 

Gi he oni with other merchants the Hardware and Implement Mer- 
chant shoald do ax he would like to be done by, scrupulously avoiding any unfair 


i Or practice, cither to gain the favor of « manufacturer or whole- 








iy 











men. 


Photographic reproduction of the Texas Association’s Code 


The merchant’s obligations to those from whdm he 
buys should always be paid according to sound business 
practice. In no case should any such be deferred without 


Cash discount should never be deducted after the dis- 


Prices quoted by sellers should never be divulged to 
other sellers, or misused in any other manner. 

The hardware and implement merchant should keep 
faith with his fellow hardware and implement merchants 
and seek the public’s patronage only upon the basis of 
sound merchandising policies, truthful advertising, con- 


“Fi 


structive salesmanship and 
efficient faithful service. 


He should contribute his 
full share to the advance- 
ment of the retail hardware 
trade by cooperating in ev- 
ery way possible to raise its 
standards and make its ser- 
vice most efficient. 

In his relationship with 
other merchants the hard- 
ware and implement mer- 
chant should do as he would 
like to be done by, scru- 
pulously avoiding any un- 
fair or questionable act or 
practice, either to gain the 
favor of a manufacturer or 
wholesaler or to win the 
patronage of the public. 


He should exemplify the 
highest type of alert and 
active citizenship, having in 
mind that. permanent suc- 
cess depends upon the meas- 
ure with which he conforms 
to the laws of state and na- 
tion, performs all duties of 
citizenship and helps to pro- 
mote the public welfare. 
He should give his best 
judgment to all movements 
affecting the common good 
and work for the benefit and 
progress of the community. 

He should refuse the use 
of his name in the promo- 
tion of any questionable en- 
terprise and use his influence 
to safeguard the people of 
his community against the 
exploitation of unworthy 
causes or enterprises of 
doubtful consequence. 

The hardware and imple- 
ment merchant should be a 
man of character, truthful 
in his relationships, just in 


his decisions and fair in his conduct affecting his fellow- 
He should recognize that the reward of enduring 
respect can be won by conscientious adherence to right. 
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Will You Let It Make 
More Money for You? 


OR the first time, the tremendous force of The Saturday Evening | 
Post with its 2,800,000 circulation is employed to help you sell Blow 
Torches. 


This extensive advertising campaign—the first ever undertaken by a blow torch 











manufacturer, begins with this full page advertisement on Oct. 29. It is going to 





THE SATURDAY EVENING POST 


Tus. TORCH Oo F A 
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how many uses you can 
find for a Good Blow Torch 


J If you Silke vo tinker with motor weed these wols. And dering all these 
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teats and or who enjoys ing. wrth 

ot bad © + usual & Lambert ‘ 

a ee hd oy Cal see ti iow _ The new C&L Bretedy Torch is de- 
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sell C&L Blow Torches. It is going 
to sell them in your territory—to 
your trade. 


It will make money for you if you 
will let it. But you must have the 
new Everedy Torch in stock. 


People cannot buy it from you 
unless you have it to sell. 


For forty years Clayton & Lam- 
bert Blow Torches and Firepots 
have been recognized by skilled 
mechanics the world over as the 
standard of quality by which all 
tools of this character must be meas- 
ured. 


And now this New Everedy 
Torch, created especially to meet 
the requirements of the Hardware 
trade is, we firmly believe, the finest, 
most efficient torch ever produced 
to sell at a popular price. 


It is a wonderful tool—and it is 
selling like hot cakes. 


Get in touch with your wholesaler at once. 
Be sure to have this Everedy Torch in stock. 


In December The Saturday Evening Post Advertisement will feature the 
Everedy Torch as a practical Christmas present for the man or boy who 
likes to work with tools. Be sure to have it displayed in your window. 








CLAYTON @ LAMBERT MANUFACTURING COMPANY 


DETROIT, MICH. 
Largest Manufacturer of Blow Torches and Firepots in the world 
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a 
PIKE 
Grinder 
for 
Little 
Money 






Backed 
by a 

National 
Reputation 








No 


High carbon crucible steel blades, hand ground 


Knives 


25 sesi” Assortment tsi 


Slicer 


25 Conn 


for 





Genuine 


black walnut handles, steel rivets. 


Consists 
Butcher Knives. 


of twelve each 8” Slicers, 8” Bread, and 7” 
Packed three dozen assorted with dis- 


play tray. 


THE ONTARIO KNIFE CO. 


FRANKLINVILLE, NEW YORK 





PIKE G-WHIZ |. 


TOOL GRINDER 





Many people have often wished that 
PIKE would put out a tool grinder that 


dealers could sell at a low price. 


Millions who use PIKE Sharpening Stones 
knew that if PIKE should ever produce 
such a grinder—they could rely upon it. 


Well, it came only recently—and how it 
is SELLING. Customers look it over— 
see the name PIKE on it and that assures 
them of the quality. They try it and the 
performance backs -up their faith. 


Light in weight, strongly made, and fitted 
with a Genuine PIKE abrasive wheel it 
meets all requirements for sharpening all 
kinds of kitchen cutlery. Just right for 
home use. 

Sold by Leading Jobbers, or direct if your 
Jobber cannot supply. Send for Litera- 
ture and Discounts. 


Pike Manufacturing Co. 
Pike New Hampshire U. S. A. 


SOOO GOS OOGOS OOS 0O008 
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‘EVERY HOME 
Sells on Sight 


FINE QUAL/TY ANO FINISH 
MADE /N POPULAR S/ZES 
and the 


O y * MW 


ACARDED ASSORTMENT OF Oval” 
SHEARS. A STANDARD NUMBER 


No. | hal 


THE ACME SHEAR CO. 


Bridgeport, Conn. 
» 


Famous Since 1874 
initio 


Fi gin 
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CUTLERY 








MERCHANDISING IDEAS 


NEW ITEMS 








The Carborundum Hour on Air 
Every Thursday Evening 


Hardware dealers will be interested in 
the announcement of The Carborundum 
Hour to be broadcast every Thursday 
night from 10 to 11, Eastern Standard 
time, from Stations WMAK, Buffalo, 
N. Y.; WFBL, Syracuse, N. Y., and 
WGY of Schenectady, N. Y. 

The program is sponsored by The Car- 
borundum Company of Niagara Falls, 
N. Y., and will feature the Carborundum 
Band of fifty pieces playing each Thurs- 
day night a program of classic and semi- 
classic music. Another feature of the pro- 
gram is the telling each week of a short 
episode concerning the romance of the cre- 
ation and development of Carborundum, 
its manufacture and uses. 


Cut the Family’s Hair with Home 
Electric Hair Clipper 

A new Electric Hair Clipper for home 

use which is simply constructed and easy 

to operate has been placed on the market 

by Allover Mfg. Co., Racine, Wis. With 

this electric clipper it is possible to cut 








the No. 200 Can Opener, manufactured by 
The Voos Co., New Haven, Conn. The 
big feature of this product is the double- 
notch cap lifter in the handle, which is 
very useful for opening glass jars with 
vacuum caps. There is also a sharp, strong 





blade which will easily pierce the top of 
a can and an efficient folding corkscrew. 





Glass Shelf in the Window 
Features Blades Permanently 


Haymarket Hardware Co.,_ Boston, 
Mass., uses a small glass bathroom shelf 
suspended on sash chain to feature safety 
razor blades at all times. This shelf, hung 
against the inside of one window at eye 
level does not detract or divert attention 
from the main display but gives the window 
shopper a constant reminder that Haymar- 
| ket Hardware Co. sells every standard 
| razor blade at currently popular prices. 

Neat price cards behind each stack tells 
| the story quickly. 








Novel Display Card Attracted Thousands 





SPREADER G3 to 


Knives 





“~The sweet SucarSuene=lold the Burree 
Forx over === the Meow 
before the Sour Spoons ===> 

started to Dessert =< the Knives 


Did You Ever Hear the Fable About the Silver 


onthe Table. TheKnivesForks and Spoons Gm- 
plete a Story around the Things You Eat~ 





and the Tapizfores <==. This made the lcep 
Tea Sroows=——= so cold that the Mear Forxs 
<== served the Berry Spoon == witha 
Pie Kntre ><>; that some ORANGE SPoon ~ 
called a TomaToSERVER =—-<>. Then the Oyster 
——-s with the Burrer Knrveso—<=> 
and Gravy Lapies ==~© until they all had tea. 


THIS ENDS THE SILVER JUBILEE. 





the family’s hair or do a neat trimming 
job. With the exception of oiling occa- 
sionally, it does not require attention or 
adjustments. The clipper weighs about 
13 oz. and has a nickel plated finish. 

Complete instructions with illustrations, 
showing how to cut hair with this Electric 
Hair Clipper, are furnished with every 
clipper. 














| caused people to stop and read every line. 

This is a simple thing to produce with the 
aid of a speed ball lettering pen, and the 
actual pieces of silverware, which are at- 
tached by means of wire or cord. Try it 
in your display window or in the store. 
It is sure to attract attention and will 
help to make sales. 


Whether or not it is agreed that the 
card shown above is heavy literature, the 
fact remains that thousands of people 
stopped to read it before the window of 
a New York City retail store. The actual 
silverware was attached to the card in 
the manner shown, and the individual 
pieces no doubt were the factors that 


Voos No. 200 Can Opener Will 
Open Air-Sealed Glass Jars 


John H. Graham & Co., Inc., 113 Cham- 
bers Street, New York City, is distributing 























A Thanksgiving Cutlery Window 


Thanksgiving, becoming a gift season, offers increased 


opportunity for the cutlery department. 


A central 


decorative panel that will stop the customers before 
your window. 


time for gifts bids fair to rival the Christmas sea- 


r [ “HE greatly increasing scope of Thanksgiving as a 
Greater numbers of boys and girls are being 


son. 


sent to colleges in distant towns than ever before, and 


‘ 
a" t 
| 
| 


with the means of trans- 
portation becoming more 
varied every day, people 
are spending these festival 
days at the old home or at 


the hearthsides of near 
friends. 
Hardware merchants 


have for many years ex- 
perienced an accelerated 
sale of certain items in the 
cutlery department at this 
time, but the spirit of giv- 
ing at Thanksgiving may 
be extended still further. 
Carving sets, kitchen cut- 
lery, tableware and other 
items directly related to 
the Thanksgiving dinner, 
will naturally dominate the 
normal Thanksgiving cut- 
lery demand. 

The collegian about to 
return to the parental roof 
will look with favor upon 
a pocketknife for the “kid 
brother” or a set of sewing 
scissors for “sis” or 
mother back home. The 
family going to see the old 
folks will perchance re- * 
member the rather inade- The suggested color for 
quate carving equipment ‘iy 2ng"the dround, of woes 
and take along a gift set. white to represent snow. The hat, 
In this case a display card 


costume, gun, should be done in 
a dull orange, not for realism, 

might be used in the win- 

like this: 


hy, 





but because it is complimentary 

to the dominating sky color—blue. 

The large cuff on the man’s sleeve 
should be white. 


Going Home for Thanksgiving? 
Take the Old Folks 
A New Carving Set 


The quality and price could be set forth with an invita- 
tion to inspect it and other grades inside the store. 

Kitchen cutlery, either in sets or individual pieces are 
now made in attractive styles, many in bright and pleas- 
ing colors. They too, offer an excellent gift suggestion. 
Hunting and sporting knives also make real gifts, and a 
new razor never comes amiss in the man’s equipment. 
By way of suggestion route gifts of many other lines 
may be added to the list. 

The accompanying illustrations suggest a way to dis- 
play cutlery for the Thanksgiving appeal. This back- 





ground which lends a genuinely appropriate atmosphere 
is easily made, and here’s how: 

Using the pen and ink sketch reproduced here as a 
copy, rule off the same number of lines, the down lines 
from A to Q, and the hori- 
- zontals as shown, from 1 
to 21, making your squares 
as many times as large as 
you wish your finished job 
to be. Just so long as they 
are perfectly square your 
finished drawing will be 
correct. Keep in mind 
only one square at a time 
when you are drawing or 
mapping out the picture. 
In so doing you will find 
that the work is simplified. 
You do not become con- 
fused if you think of only 
one square at a time. 

When you have your 
black and white drawing 
made you can turn your 
attention to coloring it, 
and here is where you will 
need to stick to simplicity. 
Do not try any fancy 
painting. Your job will 
look much better if the flat 
colors are used. Use show 
card colors and do not use 
them too thin. Have the 
color about the thickness 
of heavy cream. , 





This is the way the finished window display will look, using 
the Thanksgiving background suggested. 
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and _ scythes. 


7 LA Fy PD 
C4 ke 


KNIFE SHARPENER 
Nationally Advertised 


Sells more readily 
because of its con- 
venience, The , 
one-piece steel 
handle permits 
its being car- 

ried any- 4 
where, Ideal ; 
for home or 
workshop. 
U ne qualled 
for sickles 















Better made for 
real service. 
Tool steel discs. 
Heavily nickel 

plated. A real tool. 
Demonstra- 
tion sells it. Liberal 
discount. Assures 

good profit. If not car- 
ried by your distribu- 
ter, write: 


THE PHILLIPS-LAFFITTE CO. 


1713 Ranstead Street, Philadelphia, Pa. 
Incorporated 1906 


















CHRADE ()AFETY 


Push Button knife 


No Breaki: 
Ne ren ing pf 


<< Safety 
Lock 


Push the button and the blade opens auto- 

matically. Safety slide locks the button with the blade 
open or closed. DOUBLE-LOCKED—the only Safety 
Knife that is actually Double Locked. It requires two 
motions to unlock and open the knife—therefore safe, 
both conveniently done with one hand. 


TRADE FVERLASTINGLY SHARP MARK 


Manufactured exclusively by 


SCHRADE CUTLERY CO. Walden, N. Y. 


Also manufacturers of a complete line 
of Schrade regular type pocket knives. 


Send for Catalog E. Factories: Walden N. Y.—Middletown, N. Y. 





















Finished 
in 

Royal Purple 
in 5 sizes 


Grinding their own tools 


People everywhere are getting the “Grinder 
habit.” They find it so convenient to just 
“turn the grinder crank” and quickly put a 
keen edge on their carvers, bread and cake 
knives, kitchen knives, etc. 


And wherever ROYAL and CHENEY 
Grinders are sold and used they are giving 
housewives genuine satisfaction, because they 
operate so easily and do the job so well. Built 
to last—another reason for selling them. 


Styles for every need—prices for every pocket- 
book and profits that make handling them 
worth while. 


Your Jobber will supply you. If not—then 
write to us. Send for Catalog and Trade- 
prices. 


S. CHENEY & SON, MANUUS 


Finished 
in 
Black Enamel 
in 
4 sizes 




















HARDWARE AGE for NOVEMBER 3, 1927 








Gem Jr. 35¢. 


o 
° ~ 
— 





—“gets” the customer who comes in for other things, 
because Gem and Gem, Jr., trim nails and hangnails 
perfectly. 


The only nationally advertised nail-clippers. Copy ap- 
pears regularly in‘ The Saturday Evening Post, Collier’s 
and Judge. 

Du Pont “Cellophane” wrappers keep Gem 50. 
Gems bright and clean—always factory 

new, 


Your jobber has them—extra sales— 
today. 


THE H. C. COOK CO. 


Ansonia, Conn. 





























Curiosity 


Creates Customers 


GOOD window display is the 

best cutlery salesnifn you can 

engage. No man can resist 
the glitter of a well-arranged knife 
assortment; it stops him every time. 
Once his interest is aroused it’s an 
easy step to a profitable sale; profit- 
able not only in the gain from that 
one sale, but in the building up of 
good-will for continued business. 


The merest novice of a window- 
trimmer can qualify with the best 
by taking advantage of the display 
ideas in Hardware Age. 

















The “Norfolk Sportsman’s Knife” 
Cost $4,500—Has 75 Blades 


Persons who have visited the premises of Joseph 
Rogers and Sons at Sheffield, England, have likely seen 
the most wonderful knife in the world. It is known as 
the “Norfolk Sportsman’s Knife,” costing $4,500 to make 
and taking two years to make it. There are seventy-five 
blades, no two alike, many of which are ornamented with 





designs which are said to be the most perfect ever worked 
on steel. The handles are made of mother-of-pearl, and 
have carved on them a bear hunt and a stag hunt. This 
knife was made by William Rumford, of a very old 
family of Sheffield. 


The Permanent Gift Counter 


It is always somebody’s birthday or anniversary or 
wedding or something of the sort which demands a gift. 
The hardware store contains so many appropriate gifts 
for various occasions of this kind that the dealer should 
make it a point to simplify the selettion of such presents. 

We have in mind a hardware dealer who kept a dis- . 
play counter devoted entirely to articles suitable for gifts, 
above which, in full view of the door and also the cus- 
tomers in various parts of the store, was a sign reading : 

Appropriate Gifts 
for 
Birthdays, Showers, Weddings, 
Anniversaries, Mother’s Day, etc. 

Here one could find, neatly displayed and each marked 
plainly with a price tag, handsome gifts such as electric 
percolator sets, iced tea sets and the like, and for those 
who desired a less expensive present, nut crackers, baking 
dishes, water pitchers, etc. The counter not only sold 
but suggested which was most important to the cus- 
tomers. 

Keeping in mind the thought that every day is some- 
body’s special day, the hardware dealer does not disturb 
this counter except to add to or change the contents as 
new models or goods come in. This permanent gift 
counter is much patronized, as it is well known through- 
out the town where one customer tells another where he 
can select an appropriate and useful gift. 
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Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary 
815-816 Southern Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND ExuIBITION, Roof 
Garden of Hotel Whitcomb, San Francisco, Feb. 15, 16, 
17, 1928. LeRoy Smith, secretary, 112 Market Street, 
San Francisco. 

HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804-806 Commercial Bank 
Building, Charlotte, N. C. 

IpaAHoO RetaiL HarpwarE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Pocatello, Feb. 7, 8, 1928. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 

Ittrnois Retait HARDWARE ASSOCIATION CONVEN- 
TION, February, 1928, definite date and place of meeting 
to be announced later. Leon D. Nish, secretary, 14-16, 
N. Spring Street, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisitTion, Jan. 31, Feb. 1, 2, 3, 1928. 
Convention headquarters, Claypool Hotel. Exhibit will 
be held at the Cadle Tabernacle. G. F. Sheely, secre- 
tary, 911 Meyer-Kiser Bank Building, Indianapolis. 

Iowa Retart HARDWARE ASSOCIATION CONVEN- 
TION AND ExHIBITION. Des Moines, Feb. 14, 15, 16, 17, 
1928. A. R. Sale, secretary-treasurer, Mason City. 

Kentucky HaArpwarRE & IMPLEMENT ASSOCIATION 
CONVENTION AND ExuisiTIon, Seelbach Hotel, Louis- 
ville, Jan. 17, 18, 19, 20, 1928. J. M. Stone, secretary- 
treasurer, 202 Republic Building, Louisville. 

LovIsIANA Retait HARDWARE IMPLEMENT AsSO- 
CIATION CONVENTION, New Iberia, June, 1928, exact 
dates to be announced later. S. H. Sale, secretary, 
Shreveport. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExHIBITION, Detroit, Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler; Exhibition, Convention 
Hall. A. J. Scott, secretary, Marine City. 

MINNESOTA RetatL HARDWARE ASSOCIATION CON- 
VENTION, Municipal Auditorium, Minneapolis, Feb. 21, 
22, 23, 24, 1928. C. H. Casey, secretary, Nicollet at 
Twenty-fourth Street, Minneapolis. 

MississipPI RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Edwards’ Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 

Missourt RetaiL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTION, Hotel Statler, St. Louis, Jan. 23, 
24, 25, 1928. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

MontTANA IMPLEMENT AND HARDWARE ASSOCIATION 
ConvENTION, Butte, Feb. 6, 7, 8, 1928. A. C. Talmage, 
secretary-treasurer, Bozeman. 

MounTAIN STATES HARDWARE AND IMPLEMENT 
ASSOCIATION CoNVENTION, Denver, Colo., Jan. 17, 18, 
19, 1928. Place of meeting to be decided later. W. W. 
McAllister, secretary-treasurer, P. O. Box 513, Boulder, 
Colo. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
GREsS, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION. Omaha, Jan. 31, Feb. 1, 2, 3, 1928. Headquarters 
to be announced later. George H. Dietz, secretary, 414- 
419 Little Building, Lincoln. 


New ENGLAND HARDWARE DEALERS ASSOCIATION 
CONVENTION AND Exuisition, Mechanics Building, 
Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal Street, Boston 9, Mass. 

New York StaTE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Rochester, Feb. 7, 8, 9, 10, 1928. Head- 
quarters, Powers Hotel. Sessions and exhibit will 
be held at Edgerton Park. John B. Foley, secretary, 
City Bank Building, Syracuse. 

NortH Daxota Retatt HarpWARE ASSOCIATION 
CONVENTION AND Exutsition, Minot, Feb. 14, 15, 16, 
1928. Exhibition at the Parker Auditorium. C. N. 
Barnes, secretary, Grand Forks. 

Onto HarpDWARE ASSOCIATION CONVENTION AND 
ExuIBitTion, Toledo, Feb. 21, 22, 23, 24, 1928. James 
B. Carson, secretary, 411 Mutual Home Building, 
Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Jan. 24, 25, 26, 1928. 
Charles L. Unger, secretary, 207-208 Bloomfield Bldg., 
Oklahoma City. 

OREGON RETAIL HARDWARE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Portland, Jan. 31, Feb. 1, 2, 
1928. E. E. Lucas, secretary, Hutton Building, Spokane, 
Wash. 

Paciric NortHWEST HARDWARE & IMPLEMENT As- 
SOCIATION CONVENTION, Spokane, Wash., Jan. 25, 26, 
27, 1928. E. E. Lucas, secretary, Hutton Building, 
Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Feb. 13, 14, 15, 16, 17, 1928. 
Sharon E. Jones, secretary, Welsley Building, Philadel- 


phia, Pa. 
South Daxora Retait HarpDWARE ASSOCIATION 
CONVENTION AND ExuHIBITION, Coliseum Building 


Sioux Falls, Feb. 27, 28, March 1, 1928. C. H. Casey, 
secretary, Nicollet at 24th St., Minneapolis, Minn. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 

SOUTHERN CALIFORNIA RetTaAiL HARDWARE ASSOCIA- 
TION CoNVENTION, Los Angeles, Feb. 21, 22, 23, 1928. 
H. L. Boyd, secretary; 618 Hellman Bank Bldg., Los 
Angeles. 

TEXAS HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND Exuisition, Dallas, Jan. 17, 18, 19, 
1928. Headquarters, Hotel Baker. D. Scoates, secre- 
tary. College Station. 

VirGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Jefferson Hotel, Richmond, Feb. 
21, 22, 23,, 1928. Thos. B. Howell, secretary, 602 Broad 
Street, Richmond. 

WEsT VIRGINIA HARDWARE ASSOCIATION CONVEN- 
TION, Wheeling, Jan. 24, 25, 26, 27, 1928. James B. 
Carson, secretary, 411 Mutual Home Building, Dayton, 
Ohio. 

WESTERN Retait HArpwarRE & IMPLEMENT ASSO- 
CIATION CONVENTION, Coates House, Kansas City, Mo., 
Jan. 17, 18, 19, 1928. H. J. Hodge, secretary, Abilene, 

Wisconsin ReTAIL HARDWARE ASSOCIATION CON- 
VENTION AND Exuisition, Auditorium, Milwaukee, Feb. 
7, 8, 9, 10, 1928. P. J. Jacobs, secretary, Stevens Point. 
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Buus-fre/ 


right in the 
center of the 
target. Meets the 


rowing demand for Lacquer 

ers, without adding an extra 
item te your stock—at the price of 
an ordinary quart sprayer. 





An All Purpose Sprayer 


For Spraying :— 


Lacquer—on Furniture, Automo- 
biles, etc. 


Bronze—on Radiators, Pipes, etc. 
Oil—on Automobile Springs. 


Insecticides—on Flowers, Gardens, 
Shrubbery, etc. 


Disinfectants—Fly Spray—Cattle 
Sprays, etc. 


Four in One Adjustable Nozzle 
Stream—Spray—Mist— Vapor 


Made in all Brass—Brass Tank with 
tin pump—and all Heavy Tin. Tank 
capacity one quart. [Extra tanks 
may be purchased to make it con- 
venient to use various colors of 
paint without cleaning, and to make 
changes from Lacquer to other kinds 
of spraying. 

On all styles, nozzles, nozzle tubes, 
ball check valve and can cap are 
brass. Pump chamber 14 in. Over 
all length, 18 inches. 





our jobber is 


If 


write for prices. 


D. B. SMITH & COMPANY, Inc. 
Utica New York 













annie to supply you, 


Expose Yourself to Friendship 
(Continued from page 43) 


So, following this idea, it seems to me—and remember, 
| am writing with a smile and a twinkle of the eye— 
that if a convention were held where all of us were 
compelled to circulate, to meet strangers, to meet people 
with whom we have had differences, etc., possibly this 
convention would be the most useful one that was ever 
pulled off in the hardware business. After all, each of 
us needs compulsion. Nothing in the world is more 
demoralizing than absolute independence. All of his- 
tory shows us that men never accomplished their greatest 
work except when they were spurred forward by events. 
Every living man and every animal fights his best when 
his back is against the wall. Every manufacturer and 
every jobber does his most brilliant work in those periods 
of his business life when he is fighting for his existence. 
= . 


Therefore, I believe it would be a grand and glorious 
idea if a committee of jobbers and manufacturers were 
appointed to hold a great get-together convention, where 
the motto and the object of everyone who attended, both 
manufacturers and jobbers, would be to expose himself 
to the largest number of friendships possible. 


More People Are Building Homes 


(Continued from page 40) 


Whenever practical, arrange to have the prospective 
buyer visit your store and pick his own hardware from 
your displays. The visit to your store will put you in 
line for the subsequent sales of linoleum, housefurnish- 
ings, tools, lamps, garden equipment, electrical appli- 
ances and the countless items which every family needs 
when moving into a new home. 

Many of the modest priced homes sold today are with- 
out garages, yet the average home buyer has at least one 
car and will shortly build a garage. He will need garage 
hardware and paint and probably a few bench tools, and 
some auto accessories. 

While primarily a good thing for your builders’ hard- 
ware sales the present movement to “Own Your Home” 
has a far-reaching beneficial effect on the hardware mer- 
chant who senses this merchandising opportunity and 
sets out intelligently to obtain his share for all pertinent 
departments. 


Effectiveness of Mirrors in Display 


A mirror is like a magnet—it draws people to it when 
their path is just crowded with interesting things unob- 
served. Ever watch people in the subway or at a station 
where there was a chewing gum slot machine with a 
mirror? How many pass by without taking a look? 
Very, very few, it will be noted. 

A mirror, hung at just the right height for the average 
person to see comfortably, used in a show window, will 
prove a most effective means of making people stop and 
they will all look in the window because they would not 
want to appear that they approached it simply to view 
themselves. 

As a background for, or used in connection with, the 
display the mirror will increase more people’s interest 
in a hardware window display than the most useful ar- 
ticle that could be shown. Try it and see! Nor will the 
“looking” be confined to the women; men have just as 
much pride in their appearance and will stop in as large 
numbers as the women. 
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VA EY want 
the Cheney Nailer 


Hammer users are voting the Cheney Nailer 
the greatest advance step in hammer making 
since the invention of the Claw Hammer. 


The wonderful nail-holding arrangement which 
allows for one-hand nailing in places hard to 
reach has made the Cheney Nailer the most 
popular tool on the market. Mechanics have 
always wanted a practical nail-holding device on 
a hammer, and the Cheney Nailer has it— an 
integral part of the hammer — no attachments, 
no extra weight, unaffected “hang”. 


In all, there are 14 big features of the Cheney Nailer 

that appeal to hammer users. 
Can you give them the hammer 
they want? 
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Columbia Hod 


Black, with brass 
bail and ornamenis 


Lis? Price 


$7.50" 









No. 101 Wood Carrier 


Black, with brass 
bail and ornamenis 


List Price 


$7.50* 


A Winning Pair 

Because they're the kind of fireplace 
accessories people of taste choose for their 
homes — and because they're so moderately 
priced that they can be bought even by 
those with slender purses—this Hod and 
Wood Carrier are a hard-to-beai sales 
making combination. 
Every Fireplace Goods Department should 
have them in stock for holiday selling 
Prompt orders will give you a supply for 
those busy last days before Christmas, 


*In Hammered Swedish finish or Antique Brass plated — 
Hod, List $11.25; Wood Carrier, List $10.00. 


Tue S. M. Howes Co. 


Designers and Makers of Fireplace Equipment 
505 Medford Sireei 

Charlestown District 
MUI ITIL 


Boston, Mass. 
MI 
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Drinking Fountain 
Thick Insulated Walls 


Famous Star Fount 
for Mason Jars 


**MOE’S LINE”’ 


is a big, complete line of poultry supplies, 
and a satisfactory, profitable line to sell. 
Everything for the poultry man, fountains, 
feeders, hoppers, incubators, brooders, etc., 
all designed right, well made, and moderate 
in price. Make your store headquarters for 
this distinctive and popular line of Good 
Poultry Supplies 


Send for New Catalog—Now Ready 


OEFT & COMPAN 


2305 Davis St. North Chicago, IIl. 

















Here We Are Again 


Winter just around the 
corner. If you didn’t get 
this sidewalk ice chopper 
last winter you missed a 
lot of sales, for it’s sure got 
everything beat and it does 
sell. 


Of course, like all good 
tools, there’s a lot of imita- 
tions, so don’t be fooled. 
This is a laid steel tool, tool 
steel edge and is real. 





Cities are adopting them 
for street gangs, park de- 
partments, etc. 


Write Us About These 








THE L. & I. J. WHITE CO., Inc. 
125 Columbia St. Buffalo, N. Y. | 











Business Without Profit 


Not only do many corporations in the United States do 
business without profit but many American business men 
believe that it is justifiable to incur a loss by taking over 
business from a competitor at less than the cost of doing 
it. These rather startling facts were disclosed by E. W. 
McCullough, Manager of the Department of Manufac- 
ture of the Chamber of Commerce of the United States, 
in an address before the National Association of Marble 
Dealers. 

Out of 4454 corporations engaged in the manufac- 
ture of stone, clay and glass products, Mr. McCullough 
pointed out, in 1925, one of the country’s most pros- 
perous years, 1701 reported no net income. “There are 
a number of other lines,” he added, “which did not make 
as good a showing.” 

“In every line of industry there will be found a mi- 
nority doing business at a loss. The excuses these folks 
give for selling goods without profit and doing business 
without profit under certain circumstances would fill a 
volume, but few, if any, may be considered sound.” 

The remedy for this condition, said Mr. McCullough, 


| lies in cost accounting, which is being taken up by many 


lines of industry, some members of which are discover- 
ing for the first time whether certain of their products 
are being sold at a profit or at a loss. “It is obvious,” he 
adds, “that you cannot do business without a profit,” 
advice which seems to be necessary even during this 
day of corporate enterprise. 


Selling to Those We Don’t Like 


A VERY successful salesman said recently, in dis- 
cussing salesmanship, that he had sold goods to 
many people who might not particularly like him—his 
line of merchandise overcoming their objection to him— 
but that he was never successful in selling a bill of goods 
to a man he did not like. 

This is only another way of saying that we must be 
interested in the other fellow’s proposition, that we must 
actually be in a mood to serve him and that we are really 


| anxious to serve only those we like. We may try to sell 


others, but there is not the same spirit of helpfulness 
and interest in their success as there would be if we had 
a friendly interest in them. 

This means that we should cultivate the habit of find- 
ing the good points in the other fellow and acquire the 
habit of liking people rather than picking out some minor 
weakness, finding some objection to his personal appear- 
ance or habits and taking a dislike to him rather than 
having a liking for him. ; 

The salesman quoted above has stated a very helpful 
truth, for there is something likable in every person if 
we have a real desire to find it. It is difficult to greet 
with a smile and a cordial word a person we do not like 
or who does not “appeal to us,” but with the thought 
clearly in mind that we are going to like him, it can be 
done. This is because a sincere smile and a word “fitly 
spoken” have a warming influence on him, and almost 
before we know it, the formation of a bond of fellow- 
ship has been established which, if properly nourished, 
will grow into liking and mutual esteem. Most of us 
can remember instances of such results if we will, as 
does the writer, carefully recall our own experiences. 

It is well to bear in mind that “human nature is a look- 
ing glass, in which we see others, and the way they look 
to us is a true picture of the way we look to them.”— 
Meredith's Merchandising Advertising. 
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Capitalizing on the Anniversary 


This fall many of the large department stores cele- 
brated their anniversaries in business—fiftieth, hundredth 
and various other periods. Each store vied with the 
other in special sales to commenorate the event. Various 
forms of advertising were employed, such as circulars 
and booklets sent to customers, big display newspaper 
advertising, large banners hung across the stre’ t and over 
the front of the entire building, telling tl _ world in 
large, blazing letters of the important event. 

The hardware dealer could use the anniversary idea 
with profitable results. The announcement of an anni- 
versary carries with it a certain amount of prestige and 
implies that the business was honestly established and 
successfully managed for just so many years as are 
being celebrated. The anniversary also has a good 
effect upon the public and certainly offers big advertis- 
ing opportunities. 

The dealer who has been in business a fairly long time 
might include in his advertising and displays anecdotes 
and sketches of the town as it was when he started in 
business. If he is well known, he can make the ref- 
erences to former times more personal, recalling well- 
known figures—ask dad, he knows—something along that 
line to keep in the limelight while he was capitalizing on 
his anniversary to increase his business. 


Says the Man Behind the Counter 


“I watched a hardware salesman one dull day as he 
was fussing at something behind the counter and finally 
I discovered that he was taking down the boxes contain- 
ing various fittings, such as hinges, barrel bolts, brackets 
and various other things which call for screws to put 
them in position, and with each he was putting the neces- 
sary screws for its use, where screws did not already 
accompany the item. 

“Tt saves a lot of time in hunting up the right screws 
when selling these things on a busy day,” he told me. 


“Manufacturers are more and more including screws | 


with these items, but there are plenty of them yet that 
come without screws and I just pick out the screws and 
stick them in little manila envelopes and put them there 
ready to sell.” 


A prominent sporting goods man was commenting to 
me upon the fact that drug stores are grabbing off a con- 
siderable volume of the business in the fastest selling 
and easiest sold items in sporting goods, and he assigned 
as one reason the fact that a customer can walk into a 
drug store for half a dozen golf balls or some other 
standardized item and get it quickly and be on his way 
without any loss of time. “There is too much tendency 
on the part of the sporting goods salesman in a hard- 
ware store or sporting goods store to visit with his cus- 
tomers. Of course he should be trying to interest them 
in buying more than the one thing they ask for, but he 
should recognize the difference between the man who 
has time to spare and wants to talk about sports and the 
equipment for them and the man who wants quick ser- 
vice and no delays.” 

















TWINE 
HOLDERS 


Ball Twine Holders 








Twine holders are an 
essential in every store, 
shop and neighborhood 
grocery. This Arcade 
Hanging Ball Twine 
Holder is especially ap- 


ropriate. 
iia HANGING 


The Bee Hive 
Twine Holder is 
adapted for counter 
use with sufficient 
weight embodied to 
hold it securely on the 
counter. Made to hold 
a four inch twine ball. 





BEE HIVE 


Cone and Tube Twine Holders 
& 


The No. 1 Cone Twine 
Holder is neat and inexpen- 
sive. Spring steel wires hold 
the cone in place so that the 
twine holder may be fas- 
tened at a horizontal posi- 
tion on any wall. 








Arcade No. 2 Cone 
Twine Holders have a 
screw bolt that holds 
the twine securely in 
place. Either the cone 
or tubular balls of twine 
may be used with these 
holders. This twine 
holder works effectively 
when hung at any angle. 





No. 2 © Arcade Manufacturing Co. 
FREEPORT, ILLINOIS 


ARCADE 


HARDWARE 
and TOYS _ 
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“GEM” 


Adjustable 
RADIATOR SHIELDS 


Tell your customers that a 
“Gem” Radiator Shield on 
every radiator reduces fuel and 
redecorating costs. 

8 popular sizes, gold-bronze or aluminum fin- 
ish. ADJUSTABLE to radiator top widths, 
6” to 13”; lengths, 11” to 65”. Retail at 
$4 to $7. Beh & Co., Inc., 1140 Broadway, 
New York, N. Y. 










Buy from Your Jobber 














Attention ! 


The first thing a public 
speaker does is com- 
mand the attention of 
his audience. 

The first thing Na- 
tional Show Cards, 
Signs and Streamers 
do is command atten- 
tion of passing 
customers. Any 
clerk can make 
them. Cost is 
low. Send for 
Folder. 


NATIONAL SIGN STENCIL COMPANY 


Manufacturers of the NATIONAL SHOW CARD WRITER 
1602 University Avenue Saint Paul, Minnesota 








Ghe FEATHERWEIGHT cresters 


Thoroughly practical. Easily 
attached and removed. They 
grip and hold securely. 





Made .with woven Strap 
and Buckle. 


Size No. 3 for Men, Size 
No. 2 for Ladies, Size No. 1 
for Cuban Heels. 


Retail at 50 cents per pair. 
Dealers’ price $4.00 per doz. 
pair. 


Order from your Jobber, 
or we will ship direct C.O.D. 

















RED DEVIL Means GLASS INSURANCE 
ts all inthe wheel” 


ae ae 
LANDON P SMITH, Inc. 
1165 Springfield Ave., 
Irvington,N. J. 







NO. 48 
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CUTTING 
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A BIG 
SELLER 


RED DEMIL 
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What Shall We Do with the 
Mississippi ? 
(Continued from page 48) 


It is a rather serious 


and manufactured products. 
trend, when you look ahead.” 
The Secretary paused, but this time only for a second, 
to relight his cigar. He was interested in his subject— 
warmed up to it to a degree that would come as a very 
agreeable surprise to those casual callers at his office who 
have gone away with the impression that the Secretary 
of Commerce is a cold and impersonal individual. It 
flashed over me as he struck the match to light his cigar 
that Herbert Hoover has learned the trick, so essential 
to great executive accomplishment, of conserving his 
| personal fire for use in bringing important matters to 
| the boiling point. And when you come to think of it, 
| that probably accounts for the high ratio of results, to 
the time energy, and appropriation expended in the opera- 
tion of the Department of Commerce since Hoover hung 
his hat in room 716 of the building on the corner of 
Nineteenth Street and Pennsylvania Avenue. 





How long before our present systems will be 
inadequate P 


But the Secretary was talking again, earnestly, with 
| that broad sweep that reveals both his remarkable breadth 
of background and his capacity to vision the future. 

“Already our great railway gateways and terminals 
are showing signs of becoming congested. Do you 
realize that in the past twenty-five years their traffic 

| has grown from 114 billion ton miles to 338 billion ton 
miles—in short, nearly tripled ?” 

Without waiting for me even to nod, he went on: 
“At this rate, in another twenty-five years we must expect 
to provide facilities to handle at least double what we are 
handling today, and even with all the efficiencies our 
railway managements can introduce, it is obvious that 
our present systems will be inadequate to handle such a 
load. The problem of terminals is a serious one. With 
the increase in land values in our cities, the cost of added 
terminal facilities will be greatly increased.” 

The Secretary leaned back in his chair, but it was very 
evident that he was leading up to something, so I waited 

| without comment. 

“We can relieve the situation greatly by improvement 
and development of our natural channels of commerce— 
our waterways,” he continued. 

“The early settlement of the Middle West was due to 
its natural water lanes. When the railroads came, they 
were of course more economical than the three-foot 
barges and the crudely propelled packet boats that went 
up and down the unimproved rivers in those early days. 

“But with the passing of time, three forces have been 
at work which turn our attention again very seriously to 
our waterways as transportation lanes.” 

He held up three fingers and checked them off—‘“The 
economic distortion of the Middle West from necessary 
was increases in railway rates. The advances of science 
and engineering in deepening water channels, and the 
great improvement in barges and ships. The increased 
wealth of our country which permits expenditures on 
reat undertakings without strain on our taxpayers. 





o 
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“A revolution in inland transportation in 
America.’ ” 


“Give us 6- and 9-foot depths replacing the old 3-foot 
shallows in our rivers, and 25-foot shipways replacing 
our 12-foot canals joining our lakes to the sea, and we 


























have a revolution in inland transportation in America.” 

The Secretary stopped abruptly and for a second I 
wondered if the interview was over. But he had only 
retired inside of himself to focus his mind on the next 
step. 

“All this brings up three great questions.” And again 
he held up three fingers and checked the questions off 
with staccato sharpness. 

“Do our natural waterways’—he emphasized the 
“natural’”’—‘“lend themselves to the creation of a wide- 
spread system of transportation for the Middle West? 
Can we improve them and create such a system with a 
reasonable capital outlay? Will the operating costs of 
such water-borne traffic give us lessened carrying costs 
on import and export of bulk goods?” 

He paused, but before I would put a question of my 
own, went on: 

“The answer to these three great questions—to my 
way of thinking—is that our natural waterways do lend 
themselves to such a system if we enlarge our vision of 
our inland waterways to embrace a great, connected 
water-transportation system stretching from the sea- 
board over the heart of our Middle West, rather than 
as a series of disconnected river, lake, and canal projects. 
And bulk commodities and raw materials could be trans- 
ported more cheaply if we visualize transportation on 
one hand in systems of barges carrying 500 to 2000 tons, 
operated in trains and distributed like boxcars, and on 
the other hand to deepen the St. Lawrence so as to admit 
ocean-going ships to the lakes.” . 

He paused and rang for a secretary and requested a 
map of the Inland Waterway System. “The whole topo- 
graphical layout and the present and future needs of our 
people, coupled with the forethought of a kind Provi- 
dence is giving us a series of natural water channels that 
group into two major inland waterway systems—the 
Mississippi system and the Great Lakes system—is a 
natural asset,” he stated, indicating them on the map. 


“ ‘Tt would have a great influence in stabilizing 
agriculture.’ ” 


“Notice that the combined system covers roughly the 
eastern half of the United States—but it would have a 
great influence on the other half in the matter of re- 
duced transportation costs and the stabilizing of agri- 
culture and industry in the western-country. 

“For years we have been working on parts of this 
‘system. But up to now we have visualized it as a series 
of local improvements, and it stands today as many dis- 
connected segments. 

“But here is a new picture: A 9000-mile consolidated 
waterway system traversing twenty States, forming two 
great trade routes: One of them an east-and-west 
waterway half across the continent—Pittsburgh to 
Kansas City; along the Allegheny, the Ohio, the Mis- 
souri, and the Mississippi Rivers. The other a great 
north-and-south waterway across the whole nation, reach- 
ing up the Mississippi from the Gulf, dividing into two 
great branches—one to Chicago, and from there by the 
Lakes to Duluth, the other through the upper Mississippi 
to the Twin Cities. Other great arms’’—he indicated 
on the map—“extending up the Missouri, the Tennessee, 
the Cumberland, and the Arkansas. 

“Such a system would serve twenty States—and be of 
service to all our people. And it would bring within 
cheaper transportation of each other the great cities of 
New Orleans, St. Louis, the Twin Cities, Chicago, Cin- 
cinnati, Pittsburgh, Memphis, Chattanooga, Wheeling, 
Little Rock, Kansas City, Omaha, and a lot of cities of 
lesser size, as well as their great agricultural and indus- 
trial hinterlands. 
































There’s 


From the well made 
small sets for tiny 
children to the mighty 
hunting bows in the 


adult models, the 
SIDNEY line’ meets 
every archery require- 
ment. There is a 


SIDNEY number, not 
mnly for small children, 
but for larger boys 
and girls, for begin- 
ners, for target shoot- 
ing and for hunting. 
Sidney dealers are 
stocking now in an- 
ticipation of another 
big Christmas volume. 
A line from you will 
bring complete details. 
Write today! 


SIDNEY 





PROFIT 


in this complete line! 


Bow and arrow 
game for tiny 
tots. 


Bow and arrow 
sets for chil- 
dren of all 
ages. 


Bows for larger 
boys and girls 
and for begin- 


ners. 


Adult bows, 
famous for cast 
and beauty. 


Fine target and 
hunting arrows ; 
archery acces- 
sories. 


SIDNEY ARCHERY CO. 


OHIO 














“Make Good” 


You are careful about em- 
ploying only good salesmen 
behind the counter. 


Are you equally careful 
about the tools behind the 
counter ? 


COES Steel-Handle 
Wrenches are the kind of 
tools that make sales, be- 
cause they “make good.” 


Your Jobber will supply 
you. 


Coe’s Wrench Co. 


“In business since 1841” 


Worcester é 





Selling Agents 


J. C. MeCARTY & CO... cccccccccees 253 Broadway, New York 
JOHN H. GRAHAM & CO........ 113 Chambers St., New York 


Also 61 Shoe Lane, London, FE. C., 


FENWICK FRERES........... 8 Rue de Rocroy, Paris, France 


England 
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“Much of this has already been done—perhaps two- 
thirds of it—but it needs to be connected.- And of course 
it is all interlinked with adequate control of the Missis- 
sippi. You see, we have to come back to that every time. 
The Mississippi is not a local problem. 

“And then there is the Great Lakes system, an equally 
great opportunity to serve the nation with cheaper trans- 
portation for import and export of grain, raw materials, 
and other goods, from twelve or fifteen States in the 
heart of our country, to Europe and the North Atlantic. 

“While there may be differences of opinion, and of 
interest, as concerning this third great waterway possi- 
bility, it is a possibility which ought at least to come 
in for careful study and broad consideration. The Great 
Lakes are already the greatest inland transportation 
system in the world. But now all outward traffic to 
the sea must pass through the neck of 11-foot or 12- 
foot canals. From an engineering point of view it is 
entirely possible to make every Great Lakes port an ocean 
port by making these canals into 25-foot or 30-foot-deep 
shipways, which would admit, most of the ocean-going 
vessels that touch at our harbors—I should say seven out 
of eight of these ships. This would bring Chicago, 
Milwaukee, Detroit, Duluth, Cleveland, Buffalo, and all 
their hinterland of States, many cents per ton closer 
to the seaboard and to world markets. 


“*A broad answer to our present unbalanced 
situation.’ ” 


“You see,” the Secretary went on, with a sweep of his 
hand across the map, “this three-phase water-transporta- 
tion system—East to West, North to South, Lakes to 
Atlantic—is a broad answer to our present economically 
unbalanced situation and our future development as a 
great commercial nation.” 

“Some people argue that waterway transportation in 
America before the war was not a success,” I ventured 
as he paused. 

“There are three answers to that,” said Mr. Hoover. 
“The first is that hitherto waterways have had to com- 
pete with much lower railway rates than those we are 
now paying. Second, we have never had the advantage 
of sufficiently deep channels to make practicable sys- 
tems of steel barges administered like box-cars. Third, 
we have never had real, modern sea-connected water 
transportation.” 

I felt that I had already taken too much of the Secre- 
tary’s time, but I wanted to ask one more question. So 
I asked, “Mr. Secretary, could such a system as you have 
outlined to me this morning be built at a justifiable 
capital outlay ?” 

The Secretary nodded in the jerky way that he some- 
times answers questions. I thought that nod was going 
to be all, but he went on, “Our engineers advise me that 


they can complete the channels of the Mississippi system 
to working depths for something like $120,000,000, 
spread over six years, for which Congress has already 
started making annual appropriations—this annual 
charge is already provided for in last year’s budget. St. 
Lawrence waterway, after deducting for waterpower 
sales, about $140,000,000, divided between Canada and 
the United States and perhaps possible of further reduc- 
tion by increasing the sales for water-power, and this cost 
spread over ten to twelve years. About $5,000,000 for 
stabilization of the Great Lakes, spread over several 
years. Add the cost of Mississippi flood control and the 
whole program of water development, in addition to 
present annual appropriations, will not exceed $30.- 
000,000 to $40,000,000. 

We are contemplating an income surplus of $300,- 
000,000 to $400,000,000. Therefore, this whole treat- 
ment of water problems represents only 10 per cent of 
our surplus and it will bring that return in added profits 
to business annually. And this must be no pork-barrel 
matter. Each project should be dealt with separately and 
on its own merits. Mississippi flood control, St. 
Lawrence, Colorado, and so on, are not joint problems. 

“I guess you have the whole story now.” 

Thus abruptly the interview was ended. The Secre- 
tary was standing, and he shook hands and bid me 
good-day with one of the characteristic Hoover smiles, 
fleeting, but friendly and honest. 


“The picture that Herbert Hoover has of the 
Mississippi.” 

By the time I reached the elevator in the hall, Mr. 
Hoover had got his hat and picked up a newspaper and 
was right behind me, on his way out to lunch. ‘He was 
Hoover the cabinet officer again—impersonal, aloof, 
hidden behind his protective cabinet-officer veneer of 
abstraction. He scanned the front page of his paper as 
the car descended, without so much as a glance my way. 

The news was of the St. Louis cyclone of the previous 
Thursday. As we passed the second floor the Secretary 
looked up from his paper and remarked, “Every once 
in a while the wind makes a hole in one of our cities. 
This St. Louis affair is terrible.” It was the Hoover 
of Russian relief and the Mississippi flood speaking 
again— human, kindly, broadly sympathetic. 

The elevator door opened and the Secretary of Com- 
merce’ stepped out and hurried to his waiting car. 

It had been an interesting half-hour for me. I hope 
I have been able to get across the picture that Herbert 
Hoover has of the Mississippi and its problems and 
possibilities, and of the broad program he sees as Sec- 
retary of Commerce to improve the economic balance of 
this country by the development of new arteries of 
commerce. — 





Making a Sale—And How 


SUALLY the clerk in the hardware store is re- 
sponsible for making a sale, even though it seems 
simple to him, for the following reasons: 
He senses the customer’s wants. 
He shows the merchandise in an interesting and 
efficient manner. 
He knows what is advertised and what is displayed in 
the windows. 
He makes statements that ring true. 
He answers his customer’s questions intelligently and 
courteously. 
He approaches the customer with a smile and pleasant 
manner. 


He presents a good, business-like appearance. 

He studies his customer. 

He permits the customer to take her time and makes 
her feel she knows a great deal about the merchandise. 

He shows keen interest in the transaction. 

He understands the customer’s buying power and 
shows goods at the right prices. 

He permits nothing to interfere with the selling. 

He confines himself to things about which he knows. 

He chooses the middle path of friendliness. 

He addresses the customer as “Madam.” 

He stands during the entire sale. 
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FOR SALE 






THROUGH ANY GOOD WHOLE- 


Pointing Trowel No. 75 






SALE HOUSE 
basen 7 Especially useful for laying tile, it should be 
Silins heen displayed in every tool store. The blade is fine steel. 
Wiebusch & Hilger, Ltd. Shank and handle are right. 
New York 
































503 Main Street 
“Write for Prices. 








Are You Ready 


For eighty-five winters retailers 
have made profits on these cards. 


COTTON—WOOL—TOW—HORSE CARDS 


L. S. WATSON MFG. CO. 


Guaranteed Against Decline, 


for these Winter 


HAND CARD 
PROFITS? 






LEICESTER, MASS. 














Multiply 
Shovel Profits! 


Sell the Fulton Family of fire shovels—com- 
plete line of sturdy and attractive shovels that 
will give a lot of satisfaction to your customers. 
Write for details today and get ready for your 
winter’s business in this line. 


Patent Novelty Co., Inc., Fulton, Iil. 

















NATIONALLY ADVERTISED 


Appreved by Leading Testing Laboratories 
Guaranteed Quality—Popularly Priced 







Trade 


trade mark. 











Manufacturers ont Jethene Sugtie€ Genstete or ia Parts to Allow 
Discount for Profitable Resale. 
AJAX BLECTRIC "SPECIALTY Ci Co., St. 


Regular 


Louis Chicago 











Reg. U. 8S. Pat. Off. 


UNDERHILL 
* 
Boston 


Mark 





The first hatchets for the especial use 

of Lathers were made in our shop in FF 
Boston under the Underhill Star Boston 
The Lathers know these 
hatchets as,the genuine Underhill. 


UNDERHILL BROS. 
WINTER HILL STATION 
Boston, Mass. 


St. Paul 
St. Louis 


California 
Montana 
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= CROWN TREE HOLDERS 


want something worth while and are willing to pay for it. 
Lad are graceful, attractive and with ordinary care last a 
lifetime. 


It’s time to order 


They are selling better now than ever 


For seven successive seasons all previous sales records were broken, 
an increase of over 428% in that time, although they have had a very 
successful sale over thirty-five years. 


They appeal to that desirable class of customers who 


They sell themselves 
A very attractive three color show card is packed in each case. 
played in your window, this will greatly h te sales. Every sale of a 
Crown means the profit of several sales of the 
less time and sales effort. Why not order now? 


NORTH BROS. MFG. CO., PHILADELPHIA, PA. 


Dis- . 
— 
cheaper kind but with “= 

















S1zes—2 IN. AND 3 IN. 
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The Bath Room Shelf Is an Indispensable Fixture 








«AAA 


No. 3407 


Glass Shelf and Rail 
Furnished in 18, 24, 30 and 36 inch lengths 


Glass makes a very attractive and practical shelf for bath room use 
as it is easily cleaned. 
The metal rails and brackets on all RINGCO shelves are of the highest 
B ‘ quality SOLID BRASS—they never rust or corrode. 
at Room Dealers who handle the RINGS? line of Bath Room Fixtures can assure 
FIXTURE S customers of permanent service and entire satisfaction. 
Our latest catalog shows many pleasing styles and combinations of 
Shelves. 


Send for a copy also our latest Price List. 


AMERICAN RING COMPANY 


Waterbury Connecticut 
BRANCH OFFICES: 

New York, 2 Hudson St. Boston, 170 Summer St. 

San Francisco, 116 New Montgomery St. Chicago, 29 E. Madison St. 








He Advertised in the Right Medium 


This man wanted to represent a good hardware manu- 
facturer—he told his story in the Classified Opportunities 
Section of Hardware Age— 

A nationally known company replied to his advertisement 
and he secured a desirable position through advertising in 
the right medium. 

Hardware Age is noted for quick results—try it—send 


your ad to— 
Classified Opportunities Dept. 


Hardware Age 239 W. 39th St., New York 





























Counter Sinks 
Are 
‘Clean Shaven 


The American Screw Com- 
pany has been demonstrating 
for nearly a century that 
screws with clean shaven and 
uniform counter sinks can 
be produced. 


The ability to do this partly 
accounts for the recognized qual- 
ity of the American Screw Com- 
pany’s product. Other reasons are 
given in booklet “Wood Screws.” 


You will find this booklet inter- 
esting reading. We will send you 
a copy free on request. 
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For Just Two Cents and 
Two Minutes of Your Time— 


You can obtain a thoroughly proven extraordi- 
nary plan that will make sprinklers one of 
your biggest selling, most profitable items—a 
major source of revenue. 

Send for the “PATH OF PROFITS” booklet 
at once! It fully describes the marvelously 
versatile “Rain-Drop” Sprinkler—the sprinkler 
with the greatest of all consumer appeal be- 
cause it’s the only low cost sprinkler that does 
a perfect job of sprinkling. In addition, this 
booklet puts you in possession of a unique, 
mighty effective merchandising plan that will 
enable you to cash in, as hundreds of dealers 
already have, with far greater sprinkler protfis 
than you ever dreamed of. 

Investigate Now! The price of a postal card 
and two minutes of your time is all that it will 
cost you. Send today for the booklet, “PATH 
OF PROFITS.” 


ALSTEEL MFG. CO. 
17 Carlyle St. 
Battle Creek, Mich. 


AMERICAN SCREW CO. 


PROVIDENCE ,,R.1.U.S.A. 


WESTERN DEPOT: 225 West Randolph St., Chicago, Ill. 


‘Put it Together With Screws 7 


























HARDWARE AGE for NOVEMBER 3, 1927 








































Grand Rapids 





718 Mission St... 
350 E. First St... 


Old Man RUST 
no longer 
works in her 


kitchen 








Stovoil has ended Old Man 
Rust’s reign in the kitchen. 
Thousands of housewives 
are now using this great 
cleaner and rust preven- 
tive to keep Rust from 
marring their stoves. 
Old-fashioned stove pol- 
ishes merely hide rust. 
Sell your customers Stov- 
oil—it cleans, polishes, re- 
moves old rust, and pre- 
vents rust from forming. 
Your trade will welcome 
Stovoil. 

May we send you circulars 
and prices? 


INAWINK 


Cleans and polishes Porcelain, 
Baked Enamel and Metallic 
Surfaces. The most effective, 
rapid and economical polish of 
its kind on the market. 


Let us send you a sample— 
you'll see why INAWINK 


sells. 


Superior Laboratories 


Department 902 


Michigan 
Exclusive Pacific Coast Distributors: 


San Francisco, Cal. 
ee ee a Sey ee ee Los Angeles, 
Ne Sees eee Seattle. Wash. 









STOVEIL9 


Cal. 














Quick Service 


Quick service in securing ATLAS 
Tacks and Small Nails may hold 
the customer. 


Immediate shipments right from 
stock—from either Fairhaven, 
Mass., St. Louis, Mo. 


The largest and oldest manufactur- 
ers of Tacks, and Small Nails, in 
the world, assures dealers of prompt 
service as well as known quality. 


Send for complete catalog. 





ATLAS 


Fairhaven, Mass., and St. Louis, Mo. 
The largest and oldest ~~ acct of Tacks 


end Small 


ee 


TACK CORPORATION 


Nails in the world 


Established in 1810. 




















ABSOLUTELY 
GUARANTEED 
AGAINST 
BREAKAGE 


WE will replace any claims for 
breakage free of charge. Stands 
finished in Red Enamel and Gold, 
lasts finished in Black Enamel. They 
sell on sight. 

Lock bearing, strong and rigid. 
Lasts are latest styles. One last 
for ladies’ shoes. Extra heel piece 
included for all sizes of heels. 

The Last that lasts a lifetime. 


The Fate-Root-Heath Co. 


Plymouth, Ohio 
N. Y. Office—90-92 W. Bdw’y 
D. N. Winner, Mgr. 


‘OHIO 


Shoe Lasts # 
and Stands 
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Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel Hod 


with its one-piece . You would go 
whistling on your way while the other fellow 
sulked. 

There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not been 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland * Ohio 

















Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 


5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 


Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 


Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers. 

Mail Order Houses handling hardware and housefurnish- 
s. 


Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is indis- 

ble in economic direct-by-mail — work and also a 

ipful guide for salesmen’s calls. ery sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
all appear in the current Bighth Edition. 


Hardware Wholesalers find Vert Tdst of great value in 
“checking” their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 

















The Green Line Plan 
for Selling 
Tools and Tool Cases 


WILL 


Move tools from your shelves. 


Increase your tool case sales. 
Enable you to sell slow moving items. 


Improve your Holiday sales. 


Write for full details 
and 
a supply of new consumer sales helps. 


#2)... GREEN-CASE, Inc.y.s82%" 


Racine, Wis. New Yerk, N. 














Folding Steel Saw Vise 


Thoroughly practical. 
Saw is held firmly in @ 
place by a movable MF 
roller jaw. Back jaw § 
is faced with rubber 
to prevent vibration. 
The loops on the ends 
are made high enough 
to permit the setting 
of saws with ANY 
make of Saw Set. 


Vise is made of strong channel steel, finished in black japan, 
baked on to stay. Length of jaws 1134 inches. Weight each 
144 lbs. Packed 1/6 doz. in box. 





No. 067 


Write for Trade-Prices. 


Manufactured by 


E. C. STEARNS & CO., INC., SYRACUSE, N. Y. 
Makers of good hardware since 1864. 
Lawn Mowers, Lock Fast Gates, Saw Vises, Clamps, Floor Scrapers, etc. 


Sales Representatives 


W. R. Voorhees & Co., 417 Market Street, San Francisco, 
Thomas A. Troy, 150-152 Chambers Street, New York. 
Deveney & Palmour, 707 Fourth National Bank Bldg., Atlanta, Ga. 


Oanadian Representative 
George J. B. Ramsden, St. Thomas, Ontario. 


 aprmmnremnnrrenananneenan te: 8A ATEN SIE RN ERATE CH 
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HOUSTON’S 
Gold Medal Rock Hard Water Putty 


; will Not Chip, Break, Warp or Crack 
Quickly Dries Rock Hard—Stronger Than Wood 
Just the thing for every home! Needed by every painter and carpenter. 
Has hundreds of usee—filling cracks; repairing friezes, ornaments, furni- 
ture and woodwork. Permanently sticks te wood, cement, plaster, stone 
and compositions of all kinds. Easy to mix. Can be made te match any | : 
ade. ‘(im || 4 
Easy Sales, Quick Profits pase 
alls at gicht. Im handy cartons, Retails at 1 Ib. 30c.; 2 Ibs, 600: | — \ 
s., $1. 40 ek in. A great repeater. ar \ \t 
for samples. ‘ Ask your jobber wake ie. aac: | | a: 
GOLD MEDAL PRODUCTS COMPANY 
Makers of Houston’s Famous Wax Products 
1210 Sheridan Read, North Chicago, Illinois. 








It’s Put Up in Tin Containers 


If Rubyfluid Soldering and Tinning Flux cor- 
roded metals we wouldn’t continue to put it up 
in tin containers. 


Not only is Rubyfluid non-corrosive, but non- 
explosive. It’s safe to sell, because safe to use. 


Send for Free Samples and Trade-prices. 
RUBY CHEMICAL CO. Better Things 
68 McDowell Street, Columbus, Ohio Are Just Ahead 


for the dealer who makes his show windows 


The GIANTGRIP Brace attract customers by the use of the right ma- 


terial. 
OVERSHADOWS ANYTHING ON THE MARKET 
REGARDLESS OF PRICE 


MEANS GREATER PROFIT TO YOU 


Heavy Nickel Plated; a e . ° 
ball bearing; 10” will furnish you with examples of effective 


swing. Concealed ° s 

LA ie aad aan- window displays that have proven successful 
proof ratchet, oper- ¢ 
ated without fia. for other stores. 














The manufacturers who advertise in Hard- 
ware Age will be glad to supply the needed 
material, and each issue of Hardware Age 


Triple hold alligator 
jaws, holding bit 
stocks, round, 
Patent Pending” square and taper 

shank drills. 


GUARANTEED TO GIVE PERFECT SATISFACTION Hardware Age, 


Send a trial order TODAY, request catalog No. 30 for other money 
making items. 2 
Several choice territories open to live representatives 239 West 39th S., New York City 


United Hardware & Tool Corp., 72 Reade St., N. Y. C. 























NOELTING 


FAULTLESS 


pen Soo 
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Stetson’s Combination Cushion Chair Tips are made 
from selected sole leather. The chair is able to move 
about freely without noise or scratching the floor. The 
felt washer acts as a cushion. This line is only one of 
our big sellers. Write for catalog. 


Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 


























POULTRY NETTING 


Galvanized Before and G Galvanized After Weaving? 
ZA 





Model 107 
~— Barrel 
hotgun 

A medium weight 
gun in several 
gauges. Automatic 
ejector. Take-down 

me. Barreland lug 
forged in one piece. 
Every barrel 
PROOF TESTED 
Full pistol grip. 
Walnut stock and 
wide forearm. Made 
in 12, 16, 20, 28 
and .410 gauge. 
Retail Price, 
$10.50. 




















Bring 
"Em In! 


eo Model 107 Shot- 
gun has guided many men up 





to dealers’ counters. It’s an 4 
attractive single to look at and F 
handle—well known for hard- bi — 
hitting, even patterns. It’s a great ' 1n== 
sprig ' i TL rT ai 
Ask your Jobber’s Salesman 
about it F ‘se sae 


Send for fine 5-piece window display 
. oe sa ARMS COMPANY 
Chicopee Falls, Mass. 

gon of Page-Lewis Arms Co. | 











mcAl Grades 


BESS geal. ORE eS aa SESS een 
ate. ieee & ei ; 


__ Look for the tag, carrying our name, at the end of every roll! 








CORRAL COR EIR 


Owned and operated by 
SAVAGE ARMS CORPORATION 








Established 1818—America’s Oldest Woven Wire Factory 





Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago 
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| The Gilbert & Bennett Mfg. Co. 4 
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LUFHIN oT. 


MOST FAMILIAR TO USERS EVERY WHERE; 
HIGHEST IN THEIR ESTIMATION 
SELL READILY; 
YIELD THE DEALER PROFIT AND SATISFACTION. 









TCEEENHESATEESEEGRUSSEUEESNG===; 
ie a0 aor ‘L 


MAAS AG AE 


We Offer Also GENUINE STAINLESS STEEL TAPES ° 
SAGINAW, MICHIGAN 
SEND FOR CATALOG THE [UFKIN fpuLe C0. sane Eide aes calc 
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KEYSTONE 


BURNLEY No. 333 *“Soc-Kits’ 9 
The Soldering — inn ggg 


Paste that has This handy little pe Mag 2 
satis f 1e d cus- auto kit consists of with 7” handle 


d of hexagon 
tomers for over ge tang inn steel. 
23 years. steel containing seven sockets of different sizes, and a 
9” hexagon steel handle. 
The quality socket wrench line. Special features 
Samp le f vee, of these wrenches make them best sellers. 


KEYSTONE MANUFACTURING CO. 
BURNLEY BATTERY & MFG. CO. ae 


Sales Representatives—Surpless, Dunn & Co., 


NORTH EAST, PENN. New York—Chicago 

















SOLDERING ast 





























Wire Products es 
for every need  * ge Sa cent 
Nails of all kinds, Staples, ; NV. Wi bol @ Jae @1 ©) 24 DYNO) OL O) 00. es) 


Cambria Fence, Barbless gs ae . 
Twisted and Barbed Wire, BOSTON, MASS. 


Processed Wire, Bright and 
Galvanized Wire, Wire Rods, S ASH 'Ore)?30) 
and Steel Fence Posts to SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


ci nalysis. 
standard or spe ial # alys . Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, ct 


goer STEEL COMPANY CO a ae 
Offices: BETHLEHEM, PA. . : ; # 
BRAIDED CORDS - COTTON TWINES 


BETHLEHEM 


“TVES” Patent Ventilating Lock 








There’s a Mine 


of Information 


vitally-important facts, live mer- 
chandising ideas and sales-produc 
Open ing methods in HARDWARE AGE 
ee tae each week. Make it a habit to read 


Giouek: pane ee al your business paper regularly and 
Tue H. B. Ives Co. thoroughly. 
New Haven, Conn., U. S. A. 


FOR ST iad E R kh IT £ One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 
The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is preferable and more 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 

\ scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U.S. A. 




















Confidence in Lh ampion Brand 


Tungsten Lamps is shown by 20,000 re 
tallers and 500 jobbers who sell them. 


Wright’s Patent Machine Expansive Bit Consolidated Electric 
, Expansive Bits of All Kinds eet EO 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. Company's Incandescent Lamp Patents.” 
errr! 
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Russell Jennings 
Auger Bits 














Patented b 

No. - : 

0. ie Mr. Russell Jennings 
Electricians in 1855 
Auger Bit 





Quick Boring Thread 
Single Lip and Spur 


Russell Jennings Mfg. Co. 
Chester, Conn. 






REZNOR 
ORTHORAY 





A New and Marvelous 
Development in Gas Heating 


Send for 


ReEzNor MANUFACTURING COMPANY 
MercER, Pa. 





















IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES { 
JUNIORCYCLES 

REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 

























Osborne High Grade Punches 


Belt Punches 
Spring Punches 








Arch Punches 


Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 


Tools. 


The above tools will please your customers, as well as our 


famous Round and Oval Punches. 


Remember we have had one hundred years of successful manu- 


facturing experience, employ only skilled workmen and use the 
finest quality of materials. 


We stand back of every tool we make. Try us. 
Write for Catalog 
Cc. 8. OSBORNE & CO., NEWARK, N. J. 


ESTABLISHED 1826 














» BOLTS» NUTS 
9) CAPSCREWS 


in Big Business 


Personal Service 











Two big plants, one in Cleveland 





and one in Chicago, assures 
prompt service to all sections of 
the country. 





The Foster Bolt & Nut Mfg. Company 











CLEVELAND cHICAgO 
Union Ave. and E. 72nd St 6240 to 6265 Weet 66th Mt. 
Telephone Breadway 840 Telephone Hemlock 4484 








We are in position to make 


IMMEDIATE DELIVERIES 


on Stove Pipe 
Stove Pipe Elbows 
Sheet Iron Heaters 
and Other Specialties 


JACKES-EVANS MFG. CO. 


1944 N. MAIN ST. 


' ST. LOUIS, MO. 
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400 N. Monticello Ave., Chicago, Til. 
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sealigens Miko iop 

space. e top 

for stock —-. One style--neat of 
ly finished--any 


e as A, B, 
ves safely available 


CUSHION 
TIRE 





is Insure perfect shelf service for any line of merchandise. 
\ia tread steps, properly , with convenient full 
th Soe Races ws beak le of hibdar gunk: acsmang 
TEE || oF descending with ease. Both hands free to remove or 
LE 1] replace stock without danger of falling. Cushioned Tired 
HE 1) Trolley and Truck Wheels eliminate noise and prevent 
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Classified Opportunities 





- 


Classified Advertising Rates 
Opportunity Exchange Section 
Set Solid, Minimum of 5 lines..... $3.00 


1 inch 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Positions Wanted Advertisements 
50% off rates quoted 





Address your advertisements and replies te 





Average’ 10 words to a line 
Allow One Line for Keyed Address 








Each additional line........... .60 Hardware Age, Classified Oppor- 
. . nee tunities, 239 West 39th St., New 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City : 
Each additional line.......... . £0 4 insertions, 10% off; 8 insertions, 15% 


Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 





Harpware AGp is published each Thursday 
Forms close Nine Days previous te date of 
publication 














BUSINESS OPPORTUNITIES 


HELP WANTED 





ENGLISH MANUFACTURER of improved Patented Belt Fastener 
which can be used with all existing Belt Lacing Tools, is open to ap- 
point buying agents for U.S.A.; superiority of article unassailable. First- 
rate proposition. Only those with thorough selling organization and able 
to conduct large business need apply. Box 22, Osborne-Peacock Co., Ltd., 
11 Piccadilly, Manchester, England. 





Store for Rent—-Excellent opportunity for Hardware Store in Port 
Jervis, N. Y., a city of 14,000. Store occupied for past 53 years by 
leading merchant. On psincipal business street adjoining theater. No 
other hardware stores within four blocks. Address DR. G. O. POBE, 


Port Jervis, N. Y. 





IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to Industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 


For Sale—Old established and successful hardware business in Southern 
Idaho. Stock will inventory about $17,500. Can be materially reduced. 
Or might sell interest to party competent to take management. Future 
—— — promising. Address Box H-720, care of Harpware AcE, 
ew York. 








German Tools and Hardware—Reliable German Firm, specializing Tools 
and Hardware of first class quality, desires business connections with 
. S. A. Importers. Lowest prices, highest quality, every guarantee 
assured. Address Box H-719, care of Harpware AGE, New York. 





For Sale—Hardware, paints and plumbing business fitted with Warren 
fixtures, established 25 years on main business thoroughfare in Brooklyn, 
N. Y. Inventory $14,000. Address Box H-718, care of HArpware Acr, 
New York. 

To Rent—New, modern store, Sprinkler system. 20 x 80. Excellent 
location for hardware business. Apply ISAAC FRIEDMAN, 301 West 
Concord Avenue, Orlando, Fila. 





YOUNG MAN to manage our general hardware department. Steady, 
good habits, not afraid of long hours of hard work, industrious, intelligent, 
good practical education, healthy, ambitious and a live wire. Must be 
able to sell that line, as well as enough executive ability to purchase, 
yy up stock, deliveries, etc., whatever goes with the operation of such 
a department. We believe we have a real future, but promise nothing. 
Depends entirely on the man. We are a large, well established and con- 
sidered to be one of the most progressive concerns in the East. We 
would want a man who knows tM® business of store management from A to 
Z and wish to have him share in whatever success the store may reach due 
to his efforts. This store can and should be made the leading buying 
center of quite a circle of population; there is a fine opportunity here for 
the man who has the ability, training, experience and the will to work. 
Anyone looking for a cinch job or an easy berth, please do not answer 
this ad. Others kindly apply for an interview by letter first to Hiram 
Blauvelt, Vice-President, COMFORT COAL-LUMBER CO., 123 Ander- 
son Street, Hackensack, N. J. 





WANTED—Salesmen calling on Retail Hardware Trade to sell our line 
of Tool Racks, Rubbish Burners and Cappers. Commission basis. Write 
for proposition. GRAND RAPIDS WIRE PRODUCTS CO., corner 
First and Front, Grand Rapids, Mich. 


POSITIONS WANTED 














HELP SPECIALISTS 
FOR THE HARDWARE INDUSTRY 
MALE AND FEMALE 
EVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED 
ABBYE EMPLOYMENT AGENCY, INC. 


Remington Building 
Bryant 7374-5-6 
PPI 





113 W. 42nd Street 

















HELP WANTED 








Wanted — Experienced Hardware Men 


Men of proven ability—Salesmen, Managers, Quotation Men, Esti- 
mators, Stock Olerks. Order Clerks, Shipping Clerks, Packers, 
General workers and all office help. 


ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 


Street Bryant 7374-5-6 


113 W. 42nd 











WANTED q 


An experienced retail hardware store department manager. An 
unusual opportunity for a man 30 to 35 years of age who has had 
successful experience in retail hardware merchandising. Must be 
able to supervise the hardware departments of a number of stores. 
know how to display and sell hardware lines, and have the ability 
to teach others. To the right man the starting salary will be about 
$3500 a year with an opportunity to double his income at an early 








date. Address Box 7241-A. care of Harnware Acer. Chieago 
. = a 








Wanted a Builders’ Hardware man who will take charge of buying and 
selling Builders’ Hardware and its associated lines in a city of 100,000. 
Figure Architects’ plans, read specifications, call on planing mills and 
lumber yards. Also sell this merchandise. Address Box H-706, care of 
Harpware Ace, New York City. 





Experienced man wanted to sell hardware and tools. Territory—Long 
Island and part of New York State. Give references. Address Box 
H-714, care of Harpware Act, New York 


Hardware man thoroughly experienced in general Hardware for the 
past twenty years, competent to take charge of buying, able to manage 
and handle men, 41 years of age, married with family. Can furnish ex- 
cellent references. Student of “Modern Merchandising” through The 
Alexander Hamilton Institute. Address Box H-707, eare of Harpware 
Ace, New York. 





Young business man (28) with thorough office and road experience, 
Wholesale and Retail—Hardware, Machinery, kindred lines—recently from 
East, now located in California, desires position with Manufacturer. 
Jobber or large Retailer in Pacific Coast territory. Highest references. 
Address Box H-721, care of Harpware Ace, New York. 





Manufacturers contemplating opening warehouse or distributing connec- 
tion either in fast growing cities of Atlanta or Jacksonville can secure a 
manager of long hardware experience and executive ability to manage 
either for them. Thoroughly familiar with Southern conditions. Address 
Box H-717, care of ‘HARDWARE AGE, New York. 


SALES ACCOUNTS WANTED 


Salesman with 8 years’ intimate acquaintance with buyers of leading 
Hardware Jobbers and Retailers located in New York, New Jersey, Penn- 
sylvania, Massachusetts, Connecticut and Rhode Island desires lines of 
Builders’ Hardware and specialties to represent. Age 34. Married. 
Address Box H-724, care of Harpware AcE, New York. 







































Manufacturers representative covering Akron, Ohio, and surrounding 
territory of fifty miles (exclusive of Cleveland) with a million population 
can handle two additional lines of hardware, tools, specialties, electrical 
appliances or toys. Address Box H-723, care of Harpware Ace, New York. 













LINES WANTED for New York State. Have thorough ene of 
both wholesale and retail Hardware Stores and Department Stores. ave 
called in this trade a number of years. Can furnish the best of references. 















Address Box H-702, care of Harpware Acz, New York. 
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Classified Opportunities 








SALES REPRESENTATIVES WANTED 








WANTED 


Established Commission Salesmen 


for well known House Furnishing Line made in Water- 
bury, Conn. We want men now selling to the Hardware 
and Department Store Trade in the small towns as well 
as the cities. There are five items in this line and all 
good sellers paying ten per cent commission including 
mail orders. 
and some have been well worked. Write at once giving 


The territories open are widely scattered 


lines carried and territory covered. If we are not repre- 
sented in your territory we will send complete outline 
of what we have to offer and the money-making possibili- 
ties. Address Box H-722, care of Hardware Age, 
New York. 








SALES REPRESENTATIVES WANTED 


MANUFACTURERS of full line of household specialties want local 
representatives in all important cities to handle line on commission. De- 
partment houses, premium concerns, are all big users. State experience, 
lines handled | and territory covered. We want none but those who can 
“make good.” For such our proposition is an excellent one. Address 
“S. H.,” care of Harpware AGE, New York. 












MANUFACTURERS representative and Salesmen wanted by one of the 
strongest, most popular priced manufacturers of Towel Bar and Bathroom 
Accessories for United States and Canada. Good Opportunity. Write, 
Sales Manager, Consolidated Manufacturers Corp., 200 5th Ave., Rm. 
505, New York City. 





COMMISSION SALESMAN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of HArpware Ace, New York. 
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Want a Good Hardware Salesman? 
The quickest way to locate one is through an ad 
in the “Classified Opportunities Section” of this 
paper. 
It’s the place where good hardware salesmen look 
first for real opportunities. 








te 








Opportunity 


HARDWARE AGE 


WHERE BUYERS and SELLERS MEET 


HEN you are in the market to buy or sell a store, to secure help 

or a position, or to secure sales representatives or a sales account 

look over the offerings in the Opportunity Exchange section of 

Hardware Age. If you don’t see just what you want, ask for it as 

there is always some one who will be interested in your proposition. 
Rates on request. 


Exchange Dept. 


Hardware Age is the 
authoritative national 
hardware paper and is 
read by dealers and 
jobbers in all sections 
of the country. 


239 W. 39th Street, New York 











Looking for a Hardware Store? 
The place to find one is in the “Classified 
Opportunities Section” of this paper. 


By watching the FOR SALE ads you'll be 
reasonably sure to secure a good paying busi- 
ness at a fair price, or better still, let the trade 
know the kind of a store you are looking for. 


Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama- Pacific Exposition. 
Good Profit. 


Name and design trade marks registered U. S. Pat. Off. 

















ARMSTRONG 
BROS. 





Sell 

PIPE CUTTERS 
of Quality! 

Good mechanics prefer them for maximum 

satisfaction. Write for new Catalog. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, U.S.A. 
















ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
Plain or enameled 


STeAtTION ™ 32 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 














BROWN @© SHARPE | 
So ROle) BR 


BS 


BROWN & SHARPI 
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BAND "LE NOX” saws* 


QUALITY SERVICE 
UNIFORMITY OISTINGTION 





< loots in Lhe Plaid Bar” 
AMERICAN. SAW & MFG. CO. SPRINGFIELD, MASS. 
HACK SAWS - GAND SAWS — SCREW ORIVERS ~ GLASS CYTTERS 
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HARDWARE AGE 


Follows Hardware 


HEREVER hardware goes, Hard- 
ware Age is sure to follow. 








Hardware is sold everywhere—Hardware 
Age is read everywhere. 


Each issue contains sound merchandis- 
ing ideas—ideas that move merchandise. 
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=== Hardware Age 


239 W. 39th Street, New York City 
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A half turn of the new 
Sharpit clamp and the 
engaging lug slips out 
from the opening in the 
Sharpit’s base, permit- 
ting insertion on the 
opposite side for mount- 
ing the Sharpit on either 
end of a table. 


DAZEY 


“7 
With TWIN©O© Lb 


having these four important features 


The patented Sharpit twin grinding wheels which take up wear and 
r The Patented 1 thereby assure long lasting satisfaction to the purchaser. Note the 
* explanation at the left which shows why the Sharpit twin grinding wheel 


DAZEY Grinding Wheels principle excels all others. 


Without which tvin-wheels are no better The reversible, detachable clamp is a valuable feature as it is not always 
than a solid wheel with a groove in it possible to find a convenient place on the right end of the table. The 























° DAZEY clamp can be quickly removed and reversed so that it can be 
clamped to either end of the table. 


| 3 The New DAZEY Sharpit is finished in ‘‘Udylite,” a metallic plating 











representing the latest development in rust-proofing. It will not chip 
off like enameled paint and it is far more attractive in appearance. 





e 





The sturdy construction of all mechanical parts of the New DAZEY 
Sharpit is such that we guarantee to replace any parts (except grinding 
wheels) free of charge which wear out within five years. 





a 





Order from your Jobber 


DAZEY CHURN & MANUFACTURING CO., Inc. 
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The above twin DAZEY Grinding Wheels 







will sharpen because it presents a true“V" Warne xX Carter Ave. 
to both bevels of the knife edge and it will 
continue to sharpen after months of wear ST. LOUIS, MO. 






because as the “V" wears it simply lowers 
the contact point and the inside cavity 
permits the wheels to close-up and a true 
“vy is maintained in which to grind the 


knife edge. 



















———— 






ry 1 
How to LJispLays 
lo sell Sharpit easier and 
taster, remember it is 






strictly a household sharp 
ener and not to be confused 
with tool grinders. Mount 
as here shown near your 
cutlery case. In this man- 
ner it is easier to demon- 
strate and out of the way 
A demonstration with each 
cutlery sale will sell the 
Sharpit. 
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A Sharpener made with twin grinding 
wheels having flat contact faces as shown 
above, is like a solid stone with a groove 
in it, and while it will sharpen when new, 
the flat contact faces inside will prevent 
the spring closing up the wheels as the 
bottom of the ‘!V" becomes worn and then 
a true grinding “V" is no longer presented 
to the knife edge. 









































The DAZEY Sharpit is the only twin-wheel grinder 
licensed under U. S patents to use this famous 
which assures lasting satisfaction to the user. 
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‘| SHAPLEIGH HARDWARE CO. 
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Shapleigh National Series No. 1490 
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